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Some factory management systems require that
your company make a few alterations.

Putting in a factory management
information system can be a
devastating experience.

But there is one system that
lets you gain control of your whole
company. Without ripping apart your
whole company.

MANMAN; from ASK Computer
Systems.

It's fully integrated.

So every time you implement a
new function, you won't have to
drastically alter the system. Or
drastically alter your business to suit
the system.

[t's comprehensive,

50 you won't have to start from
scratch because the system couldn?
cover all your needs.

MANMAN can cover a lot more than
this ad can cover.

Its 18 integrated products let you
easily control and coordinate all your
Manufacturing Resource Planning.

All your inventory,

All your production management.

All your payroll. All your field
service,

All told, hundreds of tasks
throughout the company,all linked by
an interactive information system.

All of which you can put in place
at your own pace.

Because MANMANS modular
design lets you implement only those
functions you really need. And
adapt each function to your unique
requirements, using the system’s
built-in “business policy variables’

So no matter how you go
about your business, MANMAN can
accommodate you.

Now. And 20 years from now,

Because we continually enhance
the system. And expand it, with new
products like Repetitive Manufacturing,
Quality Management and Service
Management. And support it, with a
complete customer education program.

But then customers have been
educating us for over 10 years.
Helping us develop a more effective
manufacturing management solution.

Call 800-4-FACTORY for details.

We'll show you how you can
tie all the information in your factory
together,

And still keep your factory

together.
Making
Jactory management
manageable.

198 ASK Cemputer Systema. fne 700 Dissed Urow, Low Adton, Califbrnia B0
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Company Profile

ASK provides minicomputer-
based management infor-
mation systems fon manu-
Jacturing companies. The
Company’s MANMAN
Information System consists
of eighteen integrated prod-
uets for manufacturing,
Sinanee, marketing, decision
support and kaeman resource
Sfinctions. MANMAN is avail-
able from ASK as a turnkey
installation with mini-
computers manifactured by
the Hewlett-Packard Com-
pany and Digital Equipment
Corporation. The system is
also available through the
ASKNET* remote processing
service or on a licensed
software-only basis.

In addition, ASK offers a
Sfill range of MANMAN
services and support includ-
ing education, software
enhancements and technical
assistance through its 38
affices in the U.S, Canada,
Europe, Australia and
Singapore.

ASK was incorporated in
July 1974 and had its initial
public offering on October 1,
1981,
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THE YEAR IN REVIEW

President and CEO
Ron Braniff and
Chazrman Sandra
Kurtzig

To Our Shareholders

Fiscal 1986 was a very important year for
ASK. Despite difficult business conditions,
we moved forward in several key areas,
In addition to expanding our international
operations, we introduced new products,
established new sales and management
development programs, strengthened our
relationships with Hewlett-Packard Co.
and Digital Equipment Corp., and con-
tinued to expand and diversify our cus-
tomer base. We also maintained tight fiscal
controls in all areas related to shorter-
term levels of business,

Reduced capital spending among man-
ufacturing companies resulted in lower
revenues and earnings for fiscal 1986. We
finished the year with revenues of $76.0
million, 4% below the previous year. Net
income for the year decreased 26% to $5.9
million or $.46 per share as compared with
income of $79 million or $.65 per share
for fiscal 1985. Revenues for the fourth
quarter were the strongest ever with $26.6
million compared with revenues of $20.8
million for the same period a year ago.
Net income for the fourth quarter of fiscal
1986 was $1.9 million or $.15 per share as
compared with income of $2.3 million or
$.18 per share for the same prior year
period.

n fiscal 1986, the MANMAN system

became more comprehensive and flex-
ible than ever before. New computers from

2 ASK COMPUTER SYSTEMS INC

HP and DEC gave ASK customers a wider
range of capacity options with better price
performance. We introduced five new soft-
ware products for our VAX MANMAN
System, more closely aligning the DEC

and HP versions of our products. In addi- |

tion to enhancing our current product line
on HP and DEC, we continued our efforts
to develop MANMAN for the IBM 43XX
computer series. We believe that an IBM-
based MANMAN solution will play a key
role in further expanding ASK's long term
position in the manufacturing information
systems marketplace.
D uring the past fiscal year we strength-
ened our alliances with Hewlett-
’ackard Co. and Digital Equipment Corp.
ASK was highlighted in HPs announce-
ment of its new “Spectrum Program”
series of computers. MANMAN software
will be available on this new product line
when hardware deliveries from Hewlett-
Packard begin. We also announced a
System Cooperative Marketing Partner
(SCMP) agreement with Digital Equipment
Corporation. The SCMP program enables
ASK and DEC to participate in ongoing
cooperative selling, marketing and tech-
nical exchange programs.

ASK began expanding its operations
in Europe this year. In addition to estab-
lishing ASK Computer Systems S.A., the
Company’s first European subsidiary, we
released a French version of MANMAN
and began work on a German version.
Europe is a large untapped market for
MANMAN. We plan to serve our multi-
national American customers as well as
foreign customers headquartered in the
major countries. The international versions
of MANMAN will be developed the same
way as always: by listening closely to our
customers.

A SK's sales team continued to be recog-
nized as one of the most professional
in the industry. After nearly doubling the

size of our sales organization in fiscal |

1985, we further expanded our training
programs this year. The core of these pro-

grams was new product training classes |




that will help our sales people do their
jobs even more effectively. The classes
include detailed information about MAN-
MAN fundamentals, product advantages
and customer concerns. They also cover
topics such as the theory of quality control
and repetitive manufacturing.
U nderstanding and serving customer
needs remained a guiding principle at
ASK during the past fiscal year. Our cus-
tomer base continued to increase in diver-
sity as it exceeded the 1000 mark. And
with MANMAN now available on the com-
plete Hewlett-Packard 3000 and Digital
Equipment VAX product lines, we can
serve manufacturers of almost any size.
Several important changes oceurred in
the management team in fiscal 1986. Both
Robert Riopel and Kenneth Fox, officers
in charge of Finance and Administration
and Research and Development, respec-
tively, left ASK to pursue other interests.
We wish them well in their new endeavors.
Leslie Wright, our controller for the past
two years, was promoted to vice president,
finance and chief financial officer. Martin
Browne, who has been with ASK since
1974 and formerly vice president of soft-
ware development, was promoted to vice

president of research and development.
Both executives came to their positions
well-prepared for their new responsibilities.
Our commitment to professional devel-
opment reflects ASK's traditional com-
mitment to its employees. During the
vear, the Company established two major
professional development programs-The
University of Manufacturing at ASK
(UMA) and the ASK Management Semi-
nar. Designed to teach the fundamentals
of running a manufacturing company,
UMA is a required class for all new ASK
employees. By learning about real-world
manufacturing problems, employees can
better understand and respond to cus-
tomer needs. The Management Seminar
program focuses on ASK's beliefs and
goals as well as interpersonal skills.
rofessional development is only one of
the ways that ASK demonstrates its
interest in employee concerns. Since the
Company’s founding, we have strived to
foster a work environment conducive to
creative thinking, enthusiasm and success.
Our corporate culture encourages em-
ployee input and we continually seek new
ways to share information and ideas,
Investing in people will always be a top

priority at ASK.

Today, manufacturing companies are
faced with growing challenges as their
markets become more competitive, These
companies are modemizing their manu-
facturing processes and information sys-
tems to boost productivity, improve the
quality of their products, and achieve a
better understanding and control of their
businesses, We believe these trends repre-
sent major opportunities for the continued
growth and success of ASK.

Our challenge is to continue strength-
ening our leadership position in our
current market by carefully selecting
important new areas of opportunity for
serving manufacturing companies and by
managing our business well day to day.
We believe we will meet this challenge
successfully in the vears ahead.

SomduHlictig

Sandra L. Kurtzig
Chairman of the Board

/owW/cZ%

Ronald W. Braniff
President and Chief Executive Officer
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Financial Highlights
(In thousands, except eamings per share) 1986 1985 1984 1983 1982
Year ended June 30:
Net revenue $76,019 $79,.233 $65,076 $39,388 $24 871
Net income 5,889 7.949 6,142 3,905 2695
Earnings per share A6 65 b3 35 27
Weighted average shares outstanding 12,816 12,136 11,626 11,080 10,096
At June 30:
Working capital $57.994 $11,743
Total assets 83,223 20,803
Shareholders’ equity 65498 14,604
Revenues 80
(In Millions)

B2 B3 84 85 B6

B2 83 84 85 86
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ASK Announces
Executive Promotions

ASK Computer Systems announced four
vice presidential promotions during fiscal
1986.

“A strong, creative and committed man-
agement team is essential to the success
of any major company in the high technol-
ogy world!’ states Ron Braniff, ASK's presi-
dent and chief executive officer. “The four
vice presidential promotions are indicative
of ASK’s continuing efforts to develop
well-balanced leadership as the Company
grows larger”

Each of the four people promoted has
extensive experience at ASK and each
has held key positions with the Company.
M artin R. Browne, formerly vice presi-

dent, software development, was pro-
moted to vice president, research and
development. In his new position, Browne
is responsible for all software development
and systems support for ASK's Digital
Equipment, Hewlett-Packard and IBM
product lines.

Browne, a graduate of Stanford Uni-
versity, began his career with ASK in 1974
as the Company’s first software engineer.
Since 1977, he has been vice president,
software development, responsible for
ASK's manufacturing information systems
development.

ASK also promoted Leslie E. Wright to
vice president, finance and chief financial
officer. Wright joined ASK as controller in
1984, after serving four years as manager
of accounting at Trilogy Limited in
Cupertino, California. Prior to that he held
positions with Amdahl Corp. in Sunnyvale,
California and Arthur Andersen & Co. in
San Jose.

Wright believes that the new execu-
tives will maintain ASK5 tradition of team
spirit at the top. “We all work well
together;” he observes. “We share a com-
mon understanding about what ASK
needs to do to continue its success”

In addition to the promotions of Browne
and Wright, ASK expanded its executive
team by adding a vice president of cus-
tomer support. Named to the post was
Lindsay MacDermid who previously served

_ffr k 'J!.?.g’_-.r promaots d executives
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are (from left to right) Lindsay MacDernad, Les Wright, Martin Browne

as director, national customer support. In
his new position, MacDermid directs ASKs
customer support activities in the U.S.,
Canada, Australia and Southeast Asia. He
also continues to oversee the Company’s
ASKNET remote processing service.
MacDermid, who has 20 years experi-
ence in the computer systems and serv-
ices industry, joined ASK in 1981 as
director, computer services, and became
director; national customer support in 1985,
Prior to joining ASK, MacDermid held vice
president-level positions with the Western
Bradford Trust Co. of San Fry
the Chase Manhattan Bank in New York,
“Our growing customer base and prod-

incisco and

uct line mean that we must pay more
attention than ever to hiring, training and
managing the support function” states
Braniff. “The creation of an executive posi-
tion in our support organization ensures
that ASK customers will continue to
enjoy responsive, high quality, professional
support.” He notes that the Company’s sup-
port professionals work with ASK cus-
tomers worldwide through ASK's local
offices and eight education centers.

ASK also named James M. Finnessey
to the newly-created position of vice presi-
dent sales, eastern region. Finnessey man-
ages the eastern region sales organization
and is responsible for further developing
ASKS’ sales activities in the northeastern
United States and eastern Canada.

Finnessey joined ASK in 1979 as a
sales representative. In January 1982 he

became a marketing manager, and in
November 1982 he was promoted to
regional manager.
P:“’wr to ASK, Finnessey was a manu-
facturing consultant for Sperry Univac
Corporation in New York City. He has
also served as a manufacturing sales con-
sultant for Xerox Corporation and was
regional vice president for Stattab Corpo-
ration in New York City.

“ASK has always had a reputation as a
sales and marketing-oriented company
that listens to its customers and meets
their needs!” states Braniff. “We count on
our regional managers to play a key role
in ASK as businesspeople as well as sales
leaders. Jim's appointment as vice presi-
dent is consistent with this philosophy.’ s




Employee Programs Enrich

Working Environment
Maintaining an enthusiastic and produc-
tive working environment remains a high
priority at ASK. Along with the “open
door” policy that has always been a part
of ASK's corporate culture, in fiscal 1986
several events were held and programs
established to maintain an enjoyable
working atmosphere,

ne of the most important internal com-

munieations vehicles is the Company’s
internal newsletter. Published on a regular
basis, the newsletter informs employees
about the status of new products, how
various departments function, how to
effectively utilize the benefits program
and new trends in the industry. The docu-
ment also keeps employees up-to-date on
news from the sales field, new employees
and upcoming events,

Along with the employee newsletter, an
internal merchandise program called
ASKcessories was developed, due to em-
ployee interest in buying ASK sportswear
and advertising specialties. High quality
sportswear, emblazoned with the ASK logo,
is available to employees for purchase.

The “Brown Bag Series"-a personal
development program-was designed
by the Human Resources Department.
According to Training Representative
Nancy Nadler, “The purpose of the pro-
gram is to provide employee development
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Many special events and programs

such as the “Brown Bag Series” are offered to ASK employees.

in non work-related areas. Sessions are
held once a month during lunch hour at
ASKS corporate headquarters and consist
of informal presentations on topics chosen
by ASK employees!” Taught by outside
professionals, these courses range from
financial planning and time management
to health care and nutrition.

Organized events are also part of ASK’s
emphasis on creating a positive working
environment. In the spring of 1986, a foot
and bicyele race was organized for all Los
Altos employees. Runners and bikers raced
from ASK to Zott’s, a local “beer garden”
ten kilometers from corporate headquar-
ters. Participants in the “A to Z Run"
ranged from software engineers and edu-
cation instructors to top executives and
customer support personnel. Senior Data
Communications Analyst and Runner
Shawn Murphy states, “It was great to see
such an enthusiastic group of participants,
and even better to run neck-in-neck with
the president to the finish line!" Prizes and
certificates were given at the informal
awards ceremony after the race.

0 ne of the most “famous” employee
events that began at the Company’s
formation is the Friday afternoon “Beer
Bust!' This traditional gathering gives
employees a chance to informally interact
with people that they do not work with
on a daily basis, Often, special Beer Busts
are held to promote the annual MANMAN
Conference, celebrate a product release
date or welcome field employees to ASK's
corporate headquarters.
Also aimed at promoting internal
camaraderie is ASK's Kick-Off
Meeting held at the start of
each fiscal year. All employees

are invited to attend the initial Kick-Off
session, which includes an overview by
executive management on the Company’s
goals and ohjectives for the upcoming year.
New employee development programs
and special events are an ongoing process
at ASK. President Ron Braniff states, “Our
employees are our most important asset, as
well as the key to our success. Maintaining
a productive and satisfying work environ-
ment will always be a top priority”’ m

Independent Consultants
Program Introduced

A wealth of information on ASK and the
MANMAN product line is available to program
participants.

ASK Computer Systems has developed a
new service for consultants called the
“ASK Independent Consultants Program”
(ICP). This program is designed to provide
current information about ASK and the
MANMAN family of products to manufac-
turing industry professionals who specify
and recommend the purchase of MRP-II
systems,

Consultants are nominated for the pro-
gram by ASK sales managers. Recom-
mendations are based upon the extent of
the individual's manufacturing expertise,
and his or her in-depth knowledge of
MRP-II systems.

ICP participants are supplied with a
reference guide containing corporate,
financial, product and promotional infor-
mation about ASK. The guide includes
product data sheets, selected pages from
user manuals, and annual and quarterly

ASK COMPUTER SYSTEMS INC. &
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reports. Also included are article reprints,
background information on the Company
and ASK management, and a subserip-
tion to NEWSMAN, ASK’s customer
newsletter.

Updates are sent on a quarterly basis,
thus providing ICP participants with
timely, current information.

he program ensures that prospective

customers who utilize the expertise of
a consultant to research a manufacturing
management system are supplied with
accurate information about the products
and services that ASK offers.m

Internal Training:
A Company-Wide Focus

Internal training continues to be a
company-wide focus at ASK. Whether
they function in a managerial, adminis-
trative, technical or marketing capacity,
employees are supplied with training pro-
grams in various areas.

University of Manufacturing at ASK

As ASK continues to grow, it has become
increasingly difficult to recruit employees
already well-versed in manufacturing
operations. Thus, during fiscal 1986, com-
pany management placed a high priority
on implementing an internal training pro-
gram focused on the “nuts and bolts” of
manufacturing and designed as the corner-
stone of ASK’s functional area training
programs,

As a result, The University of Manufac-
turing at ASK (UMA) was formed. Accord-
ing to Stephen MeDonnell, ASK customer
education manager, “UMA is designed to
help employees better understand the peo-
ple they serve. The goal is to teach them
the challenges, opportunities and dynam-
ics of a manufacturing environment”

Students who enroll in UMA learn about
real-world problems in manufacturing,
important terminology, how companies are
organized and what their various respon-
sibilities are. The forty-hour class, which
is offered quarterly, lets employees see
and experience the manufacturing envi-
ronment from various perspectives.

“Probably the most valuable portion of
the class is the manufacturing workshop!

states Charles Myers, manufacturing con-
sultant and one of the primary workshop
designers. The class members are divided
into teams or “companies? The team for-
mat helps to create the competitive envi-
ronment present in a typical company.
Although each team acts and reacts dif-
ferently, each company must assemble the
same product from a bill of material, react
to engineering changes and deal with the
same business challenges and oppor-
tunities that face actual manufacturing
companies.

After attending UMA, all students,
regardless of their area of responsibility,
feel they are more effective in their jobs.
Whether they are talking to prospective
customers, working with existing eustom-
ers or designing software, employees have
a better feel for how a manufacturing
company operates, and the importance of
an MRP-II system. As software engineer
Jeff Jorgenson explains, “After attending
UMA, I now understand why ASK focuses
so much attention on customers and their
concerns. Customer Service Manager
Kathy Yantz says, “I thought I knew what
an MRP-II system provided, but only after
experiencing the manufacturing work-
shop where evervthing was done manually
did 1 truly understand the benefits of
automation”’

Management Training
In addition to training employees on man-
ufacturing operations and terminology,
ASK is committed to developing quality
managers to form the foundation for its
continued growth. Many levels of manage-
ment classes, aimed at strengthening this
foundation, are offered at ASK.
F or example, one program focuses on
team building and enhancing commu-
nication skills. Another focuses on self
awareness and managing interpersonal
relationships. Still another class deals with
issues that are company specific, such as
goal setting, interviewing skills, employee
motivation and how to best utilize the dif-
ferent departments within the Company.

The goal of ASK's management train-
ing program is to help managers make
the transition from individual contributors
to being managers, as well as provide

Software Engineers Ellen Lewis and Dike ( Moshi |
order materialg, kit parts, track inventory and
ship finished goods while Marketing Specialist
Chris Room completes assemblies in the marni-

facturing workshop. ‘

guidance on the more procedural aspects
of a managers job. ‘
Product Sales Training
Along with technical and management
education, ASK management has also
placed a high priority on training its sales
team. A program called Product Sales
Training (PST) was introduced during the
past fiscal year. The purpose of the com- ‘
prehensive training program is to thor-
oughly educate all sales representatives |
and sales managers on ASK's product line
enhancements, as well as on industry and
customer concerns. Emphasis is also
placed on understanding the challenges |
that manufacturing companies and MAN- ‘
MAN users face daily.

ASK has seen the success of its var-
pus training programs and is committed
to improving this internal resource.® ‘

N
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PRODUCT LINE EXPANSION

A History of MRP-II and the Evolution

of MANMAN

ASK's Martin Browne discusses MANMAN's beginnings and cites
customer input as the No. 1 reason for the software’s success

During the past 30 years, factory man-
agement techniques have evolved from
cumbersome manual systems that con-
trol inventory to computerized informa-
tion systems that run an entire company.
This evolutionary period was fueled by
two factors-the advent of computers and
a new way of looking at manufacturing
processes.

Traditional parts ordering systems
focused on the past. When back-up sup-
plies dropped, the materials manager
would look at how many parts had been
used and reorder that amount. It was
assumed that the number of parts used in
the past would also be used in the future.
During the 1950s and early 1960s, that
assumption was challenged by a new con-
cept called Material Requirements Plan-
ning (MRP).

MRP determined inventory needs by
focusing on the future. The new system
recognized that parts requirements depend
on the number of products that a manu-
facturer plans to build-a number some-
times subject to wild fluctuations. Because
of the large amount of data involved,
the new system also required number
crunching most effectively performed by
computers.

Parts on hand was the first aspect of
manufacturing to be ecomputerized. Batch
svstems—computers using punched cards
~kept track of parts and simplified the
lives of inventory control personnel.

After the inventory data was comput-
erized, the purchasing department real-
ized that it could use that information to
determine how many parts to order It
was then only a short evolutionary leap
for the purchasing department to add its
own data to the computer system. Now
the system knew how many parts were
on hand and how many parts were on
order. The next step was to add bills-of-
material (BOM)-lists of what parts make

up particular products. By also entering
forecasts and sales orders, the computer
system could use the BOMs to determine
how much of each part to make or replace
the inventory of parts manufactured
in-house.

Although MRP was a vast improvement
over traditional parts ordering systems, a
few problems remained. Was the company
really selling the number of produets that
it forecast? Did the company have the
facilities to build the orders? Were the
critical resources available?

The solution was a new concept called
Manufacturing Resource Planning (MRP-11).
MRP-II approached production problems
from a company-wide perspective. Com-
puters analyzed corporate plans, sales
objectives and financial data, and then
translated that analysis into resource
requirements,

The technology that evolved into the
MRP-I1 system has grown increasingly
sophisticated during the past ten years.
Bateh systems were replaced with on-line,
interactive systems and minicomputers
emerged as an alternative to mainframes.
This meant that manufacturers could

] : '|"'||I

ASK was one of the
first companies to
develop and release an
on-tine, interactive
computerized mani-
facturing managemaent
information system.

A key player in the
creation of that system
was Martin Browne,
who began as ASK%
first software engineer
and currently serves
as vice president,
research & develop-
ment. In a recent
interview, Browne
talks about the evolu-
tiom of MRP-I1 systems,
his software develop-
ment philosophy, how
MANMAN began and
where itk going.

ASK COMPUTER SYSTEMS INC
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a direct response to customer needs?
A: Yes, but we also take a greater lead-
ership role in helping our customers define

\ their needs. In the beginning, we oper
4 ated in & reactive mode-our customers
J told us what they wanted and we devel-

oped it. Today, we take a more proactive
role-we introduce many of our customers
to state-of-the-art manufacturing tech-
niques and anticipate their needs for
software solutions.

For example, ASK is on the forefront
of quality management technology. Our
customers know they need to track qual-
ity but many of them aren't sure how to
do it. So ASK developed a quality man-
agement software product that incorpo-
rates the latest theories and techniques.
When we help our customers implement
_ the software, they learn about the new-
A S P o 2 ) est procedures in quality management.
Customer input helps direct ASK software engineers in the development of MANMAN. Another good example is repetitive man-
ufacturing. Over the last several years

get more timely information at a much responded by increasing the functionality —many American manufacturers have moved

lower cost. of the MANMAN system. toward a streamlined repetitive manufac-
s more of the manufacturing environ- Q: How has MANMAN changed over turing environment as a step toward real-
ment was computerized, more infor- the years? izing the Just-In-Time (JIT) philosophy.

mation became available and this led to the A: Probably the most important change This required conceptualizing some new
development of integrated systems. Inte-  is that MANMAN is now solving the prob-  ways of how a computer deals with this
gration means that data resides at one lems of a broader range of manufacturers. manufacturing process. ASK met that
place in the system, but it's accessible by The original system was developed for a challenge by creating additional software
many different departments. Today’s infor-  specific type of customer-discrete manu-  functionality for repetitive manufacturers.
mation system should fully integrate facturers that assembled electronic prod- Q: How does ASK's repetitive product
manufacturing functions with marketing ucts with a moderate labor content and a  tie in with JIT?
fmd financial data, and contain enough high material content. As MANMAN A: JIT is a philosophy-it means that
information to run an entire company. evolved we broadened the system to the whole company works as a team W
address the needs of many different types
of manufacturing companies-job shops,
Q: How would you characterize the evo- heavy fabrication and heavy assembly.
lution of MANMAN? imultaneously, MANMAN evolved to
A: The development of MANMAN was address the needs of larger and larger
the direct result of trying to solve our companies. Part of this trend can be
customers’ problems. We didnit create soft-  attributed to minicomputer performance
ware and then go looking for problems improvements—one minicomputer can now
that it could solve. Instead, we listened to  support over 100 terminals instead of 20
our customers and developed software to  terminals. However, the main reason is
meet their needs. That’s the fundamental that we have steadily added features that
methodology that guides software devel- make the MANMAN system attractive to
opment at ASK. large manufacturers. It's become popular
Our software has evolved along withour  with larger Fortune 1000 manufacturing
customer’s growth. As they became more  companies while continuing to be a good
familiar with computers, their require- fit for smaller ones.
ments became more sophisticated. We Q: Does ASK still develop software as

ooo
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produce the highest quality product at the
lowest cost. The name comes from the
philosophy’s careful coordination of the
production process~-each step oceurs “just
in time” Parts arrive from the vendor just in
time to be used on the factory floor. Par-
tially built products then arrive just in time
at the next level of production and so on.
I n contrast, repetitive is a manufactur
ing technique that lends itself naturally
to JIT. The repetitive manufacturing envi-
ronment is characterized by rapid, high
volume production of a few products which
usually have no configuration options. Any
options that do exist are simple things
added on after the product is built. Disk
drives are a good example of repetitive
products-products that are built with
short lead times at rates in the hundreds

or more per day range.
ASK's MANMAN system with its new

repetitive capabilities acknowledges that
repetitive manufacturers don't use work
orders. In addition, the system can handle
repetitive operations on one part of the
floor while handling non-repetitive opera-
tions such as prototyping in another area.
It can tie in financial functions. It handles
all the planning necessary for running a
successful company.

Q: How do you learn about state-of-the-
art factory technology? How does ASK
spot the trends that enable it to take a
leadership position?

A: ASK has a tremendous advantage
in learning about cutting edge manufac-
turing systems technology-many of our
customers are creating it. They develop
and manufacture the automated devices
and other products that will comprise the
factory of the future. And they tell us
what thev're doing when we solicit their

ideas for new MANMAN features. In fact,
over the years, we've become much more
sophisticated in how we stay close to our
customers. In the old days, we would call
up a customer and ask what problems
needed software solutions, Today we have
a formal enhancement proposal process,
formal user groups and a rigorous prod-
uct planning cycle-all designed to give
our customers maximum input into
MANMANS direction.

Q: What impact will ASK’s international
marketing strategy have on the develop-
ment of MANMAN?

A: Today, many ASK customers find
themselves in an increasingly global mar-
ketplace. In response, we now devote a
portion of our development efforts to mak-
ing our products useful in an international
arena. These efforts have included the
development of value added taxation and

Customers Implement CIM Interfaces to MANMAN

ASK customers are among the most “well-connected” manu-
facturers in the United States-they've implemented computer
integrated manufacturing (CIM) interfaces connecting MAN-
MAN to automated devices on the factory floor.

As a maker of automated material handling equipment,
Litton 1AS, Florence, Kentucky, uses its own automated
storage and retrieval systems (AS/RS) connected to MAN-
MAN systems to manage its operations in several of its plants.

In order to eliminate duplicate data entry and reduce
human error, Litton integrated the two systems. Working
with ASK software developers, Litton engineers wrote a cus-
tom interface that enables the Digital Equipment Corporation
PDP-11/60 minicomputer in the AS/RS to communicate
with the HP 3000 minicomputer that drives the MANMAN
system. “Now, the MANMAN system electronically tells the
AS/RS what to pick and when to pick it)’ states John
McDonald, Littons manager of management information

services. “And when the AS/RS operator enters a trans-

action, it's automatically sent to MANMANT

A similar CIM application has been developed at the Power
Products division of Computer Produets Inc. in Pompano
Beach, Florida. “MANMAN generates work orders which are
then electronically scanned to load data into our AS/RS
explains Harvey Condiotte, the company’s director of man-
agement information services. “It identifies the components
needed, the quantity of each component and their location in
the retriever” The carousel style retrieval system then

rotates to position each component needed for the work
order in front of the person doing the kitting. “In effect,
we're automatically updating the inventory maintained in
the AS/RS with barcoding and MANMAN; states Condiotte.
The company has also connected MANMAN to retrieval
systems at facilities in Boston, Massachusetts and in Youghal,

At Priam, Inc, MANMAN/QUALITY is inspiring CIM

facturer is planning to connect its MANMAN system to
robotic work stations and automatic test equipment. The
goal is to integrate these “islands of automation” with ASK’s
QUALITY package.

“We will write an interface to feed quality data from the
robotic stations into the MANMAN system,' states Gordon
Stoufer, Priam’s director of management information services.
“We will also connect MANMAN with our Litton stacker
crane” The Litton stacker crane is an AS/RS that contains
automatic test equipment. In addition to moving assemblies
between work stations, the stacker performs a variety of
tests on the disk drives. _
the test equipment will go directly into the MANMAN sys-
tem!" states Stoufer. He notes that Priam plans to use a local
area network to get the computers in the Litton stacker and
the MANMAN system to talk to each other.m
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multiple currency capabilities, as well as
translations of MANMAN products into
French (and soon into German). In the fu-
ture we will build features into the soft-
ware that make it easier to translate it
into other foreign languages.

Q: How will CIM affect the evolution of
MANMAN?

A: Our strategy for CIM is to make
MANMAN capable of processing MRP-TI-
related information received from factory
automation devices. As pieces of this infor-
mation are sent to the MANMAN system,
they will be converted and stored in a
standard format in the MANMAN data-
base. Information flowing out of the sys-
tem will be put into a form easily adapted
to the communication needs of other
automated equipment. One of the ways
we foresee MANMAN continuing to evolve
is toward heavily automated environments
because that's how many of our customers
are evolving.m

——

to members of the Fortune 500.

e e —

New HP and DEC

Computers Expand
Market for MANMAN

A plethora of new products from Digital
Equipment Corporation and Hewlett-
Packard Company which were introduced
during ASK's fiscal year 1986 have given
MANMAN users more computing options
on both the high and low ends than ever
before.
Digital Revamps VAX

uring the past 18 months, Digital

completely revamped its VAX family
of produets. On the low end, Digital intro-
duced the MicroVAX-II, a powerful mini-
computer that is smaller than a two-
drawer filing cabinet. Completely compati-
ble with higher-end VAX models, the
MicroVAX-II runs MANMAN software
without any modifications. ASK offers the
MicroVAX-T and MANMAN as a complete

ST T |
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turnkey system called ASKMATE™ Priced
at approximately half the cost of ASK%
previous low-end DEC-based turnkey
offering on the VAX 11/750 minicomputer,
the ASKMATE system can support up to
20 users,

“The MicroVAX-I1 is significant because
it means that a DEC VAX-based MANMAN
solution is now available for small manu-
facturing companies in the $5 to $10 mil-
lion range!’ states David Sohm, ASK’s vice
president of marketing. It is ASK's second
low-end offering for smaller manufactur-
ing companies-in October 1984, ASK
introduced its first ASKMATE system on
the HP 3000 Series 37 minicomputer.

On the high-end, Digital expanded
its VAX family of computers with the
VAX 8650 and 8800. The 8650 provides
increased throughput and better response
time while supporting a larger number of
MANMAN users. It offers up to six times
the performance of the VAX 11/780.
“The incorporation of VAX 8650s into a
VAXecluster significantly increases the
power and performance available in a
single system! states Sohm. A VAXcluster
is a group of VAX computers connected to
form one large system.

n the mid-range, Digital introduced the

VAX 8200, 8300 and 8500. “These new
models are also important additions to
the VAX line for ASK] states Sohm. “They
offer MANMAN users large system fea-
tures for the price and size of a mid-range
system. They represent a significant
improvement in the hardware price/
performance ratio]
HP Announces New Architecture
1986 was also a banner year for Hewlett-
Packard in the area of major product
introductions. In an important February
25th announcement, HP introduced the
first in a series of new, high-performance
computers based on the principles of
reduced-instruction-set-computing (RISC)
design. This new HP Precision Architec-
ture improves hardware performance by
simplifying and reducing the instructions
that tell a computer how to function.

The first computers using the new
architecture are the HP 3000 Series 930
and 950. Code-named “The Spectrum Pro-
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Current releases of MANMAN are available on a wide range of new computers from HP and DEC.

gram” during their development, these
new models offer system throughput up
to three times greater than the current
high-end Series 68. They are fully com-
patible with all earlier HP 3000 models
and, according to Hewlett-Packard, they
will be ready for shipment during the latter
part of the 1986 calendar year.

According to Sohm, the new computer
architecture of the 930 and 950 systems
will offer MANMAN users major price and
performance advantages over traditional
designs. The new
models retain the
ease-of-use, flexi-
bility and reliability
of minicomputers
while allowing
mainframe-class
performance. “The
extension of the
3000 line into
mainframe-class
performance allows ASK to address the
needs of larger HP-based MANMAN users!
he states.

In addition to the Spectrum Program

Daid Sohm, Viece
President of Marketing

computers, Hewlett-Packard introduced
the HP 3000 Series 70 with immediate
availability. “The Series 70 gives HP
3000/68-based MANMAN customers an
immediate growth path while preparing
for the 930s and 9508 states Sohm. “They
can grow incrementally while preserving
their investment in hardware, software
and people!’'m

A System for
Excellence-MRP-II

How does a prominent Fortune 100 manu-
facturer build a reputation for excellence?
3M has done this by providing excellent
service to its customers-and fo its own
manufacturing units.

3M is a diversified $8 billion company
that manufactures and markets more than
gix thousand kinds of products and ser
vices for consumer, commercial, profes-
sional, institutional and industrial markets,
One of the reasons for 3M’s excellence is
its prototype shop in St. Paul, Minnesota.
The shop, which builds prototypes for
other divisions within 3M, processes 800

to 1000 jobs a month ranging from build-
ing a part to assembling a product.

The MANMAN system has been imple-
mented at the St. Paul prototype shop and
at a 3M facility in Menomonie, Wisconsin.
Today, both sites share a Hewlett-Packard
3000 Series 68 computer located in 3M
Center.

Accnrding to John Mikesell, systems

coordinator at Menomonie, the system
has enabled 8M to cut inventory by 50%
in Menomonie and raise inventory accu-
racy from an 80% to 98% rate. In St. Paul,
inventory cuts were even greater-approx-
imately 66%. On-time delivery rates also
improved. In Menomonie, the on-time
delivery rate for assemblies has jumped
from 60% to 95% since system implemen-
tation. In St. Paul, the on-time delivery
rate has climbed from 55% to about 95%.

In addition to reducing inventory and
improving inventory accuracy and on-time
delivery rates, the MANMAN system
increased speed and efficiency. “We used to
have a two to four day backlog in process-
ing parts shipments; recalls Mike Graetz,
quality manager for the St. Paul prototype
shop. “Now it’s two to four hours! More
importantly, parts are easily located. “In
the past, we would receive the part, place
it in the job stock and wait for an expe-
ditor to call] Graetz states. “Today, if a job
is waiting, the part goes right to the job”

He also notes that the system enables
the shop to provide an overnight turn-
around service. “We promise if they have
their work in by four o'clock in the after
noon, we'll have it out by eight o'dlock in
the morning] he states. “We couldn’t do
that without the system”

Mikesell agrees: “Speed is critical to our
operations and the system has acceler-
ated our response time. Job costing is
a good example. It used to take two to
three weeks to come up with an estimate
because we had to wait for parts that
werent in inventory. Now we can do an
estimate in a day”

(Graetz sums up the system’s success by
stating, “Just a few years ago, our median
throughput velocity was about 10 to 14
days. Today, with MANMAN, it's about
four to five days’m
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J. B. Shah, corporate
MIS director at
Xiymetics, Inc. of Santa
Clara, California.
Xymetics utilizes the
MANMAN system in
nine of ils operating
unzts on three Hewlett-
Packard computers
comnected to 240
termanals. Xymetics
manyfactures semi-
comductor test equip-
ment and is a unit of
Stamfird, Comnecticut-
based General Signal.
Xiymetics i3 one of 1j
General Signal wnits
using MANMAN.

ASK Emphasizes Importance of a

Quality Sales Team

Significant programs are developed to support sales force

ASK’s success in the manufacturing
marketplace is due to the continuing
emphasis on recognizing and responding
to customer needs. Not only are the tech-
nical, managerial, and executive staff com-
mitted to this philosophy, but the sales
force is as well,

According to James Manion, ASK’s vice
president of sales and field support, “We
are continually expanding the resources
available to our sales representatives. ASK
is committed to supporting and educating
its representatives in order to maintain a
top quality team! Manion continues, “Our
sole focus on the manufacturing industry,
coupled with the sales force's understand-
ing of customer needs has made our sales
team highly successful. This success is
underlined by the fact that, since 1980, the
MANMAN customer base has increased
over 17-fold, from 60 customers nation-
wide, to more than 1000 customers world-
wide Manion mentions several factors
that have helped to make ASK%s sales
force a leader in the industry:

Sales Development Department
A Sales Development Department was
established in fiscal 1986 with the sole

purpose of supporting and educating the
ASK sales team. Various programs have
been developed by this group, including
an extensive sales training series called
Product . Sales Training. This program
started due to the complexity of the man-
ufacturing industry and the varied back-
grounds of ASK sales representatives.
The Product Sales Training Program is
divided into two parts: Product Sales
Training I (PST-I) and Product Sales Train-
ing II (PST-II), both at ASK’s corporate
headquarters in Los Altos, California.
PST is geared toward the sales per
son who is new to ASK. These represent-
atives attend a two week class within
several months of their hire date, The
objective of the class is to educate these
employees on the four core products:
MANMAN/MFG (Manufacturing Manage-
ment), MANMAN/OMAR™ (Order Manage-
ment, Accounts Receivable)) MANMAN
AP (Accounts Payable) and MANMAN/GL
(General Ledger). Sales Development
Manager Janet Somers explains, “Although
our new representatives have had exten-
sive industry experience prior to joining
ASK, PSTI strives to bring these new
representatives up to speed on MANMAN
implementations as quickly as possible”
Along with the features and benefits
of the products, students learn about the
two hardware alternatives that ASK
offers its customers. One day is spent
at both Hewlett-Packard Company and
Digital Equipment Corporation discussing
appropriate hardware solutions for manu-
facturing companies of various sizes. Sales
representatives also have the opportunity
to meet key employees in both companies.
The second portion of the training pro-
gram, PSTII, is aimed at ASK’s senior
sales representatives and sales managers.
The objective of this one-week class, held
every six months, is to educate students
on ASK’s expanding product line, as well

as the numerous enhancements to existing |

James Manion, Vice
President of Sales and
Field Support
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products available.

ASK's Product Sales Training is an
ongoing process. Through this program,
the sales team is kept abreast of new manu-
facturing technologies, the changing needs
of manufacturing companies and the new
MANMAN produets and enhancements.
National Accounts Program
Along with the formation of the Sales
Development Department and its Prod-
uct Sales Training series, ASK expanded
its national accounts program in 1986.
ASK recognizes the importance of main-
taining strong relationships with its langer
customers, and is dedicated to providing
top notch support to these divisions of
Fortune 500 companies.

Ccmrdinating and supporting ASK's

national account program are National
Acecounts Manager Robert Donaldson
(based in the Los Altos, California office)

Oner 1000 customers around the world use
MANMAN to manage their manyfacturing
operations.

and Manufacturing Consultant James
Shepherd, who works out of the Com-
panys Bedford, Massachusetts office.
Donaldson and Shepherd focus on the spe-
cial needs of large customers. According

to Donaldson, “The national account cus-
tomer benefits from having a highly man-
aged account team in terms of sales and
support, as well as having one point of
contact!

n addition to Donaldson and Shepherd,

Lindsay MacDermid, vice president of
customer support, and ASK's regional
technical managers assist in supporting
national account customers.

Manion concludes, “The National
Accounts Program, along with the team
efforts of the marketing, R&D and techni-
cal groups within ASK, has been well
received by ASK customers. Due to the
positive feedback, management commit-
ment and ASK's investment in creating a
top quality sales team, it is evident that
the National Accounts Program and the
Sales Development Department programs
will continue to expand.’m

Sales Management Styles Vary with Environment

Members of the ASK sales team, although
striving to reach the same goals, operate in
different ways. Due to the demographics of
the manufacturing marketplace, one sales
manager may work his territory very differ-
ently from another.

Sales Manager Steve Maddox manages
his sales representatives in a centralized
environment. This group operates in a small
geographic area that is densely populated
with high technology manufacturing compa-
nies. All of these sales people work out of the
same office based in Los Altos, California,
near ASK's corporate headquarters.

Maddox is easily accessible to all sales
representatives including the account repre-

Sales Manager Tom Mackey

operates in a decentralized fashion. Mackey,
based in Syosset, New York, manages sales
offices in Westport, Connecticut; Parsippany,
New Jersey and Lutherville, Maryland.
Geographically, his territory is spread over
five states including Southern New York,
Central New Jersey, Connecticut, Maryland
and Virginia.

Much of Mackey’s time is spent making
one-day trips to the Connecticut and New
Jersey offices, and two or three-day trips to
Maryland and Virginia. He often assists his
sales representatives in making calls, whether
they are an initial visit or a product presen-
tation. Mackey also calls on current cus-
tomers in his temitory to ensure customer

sentative. “The account representative

focuses solely on selling additional MANMAN products to
existing customers! Maddox explains. “The success of the
additional software sales effort is due to the teamwork
prevalent among all members of the sales staff’

Much of Maddox’s time in the office is spent prospecting
and demonstrating MANMAN to prospective customers. His
group also works closely with the local technical support staff
in dealing with prospective, as well as existing, customers.

Unlike the centralized sales environment of Maddox’s
Northern California office, Sales Manager Thomas Mackey

satisfaction. According to Mackey, “Sales
representatives work well in this environment. They are
autonomous, self-motivated and technically self-reliant”

Although representatives in remote offices work independ-
ently of their managers and peers, there exists a special ca-
maraderie unique to this kind of situation. Representatives are
eager to share ideas with others, eager to participate in joint
sales seminars and eager to coach new sales representatives.

Mackey concludes, “The successful management of
numerous remote offices is evidence that “team effort” isa
large part of ASK's sales philosophy”' m
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Customer Support

Focuses on Education

ASK Computer Systems believes an edu-
cated customer is a more productive cus-
tomer-that's why its Customer Support
Department has expanded and restruc-
tured its operations during the past year.

“A growing customer base and a prod-
uct line that has more than doubled over
the past three years led to the reongani-
zation]” states Lindsay MacDermid, vice
president of customer support. “By cen-
tralizing the management of our opera-
tions, we can provide better support for
our customers on a nationwide basis”

Under the new structure, technical sup-
port personnel who formerly reported
to regional managers now report to
MacDermid, who is also responsible for
the ASKNET remote processing service.
“Our new organization allows us to main-
tain excellent support across the country,”
he explains. “Plus, we can deal more
effectively with accounts that have instal-
lations in more than one region”

he Customer Support Department

assists ASK customers in four main
areas: system installation, telephone con-
sulting, on-site consulting and education.
Customer support personnel also work
with local user groups to obtain feedback
for new MANMAN features.

“One of the primary purposes of cus-
tomer support is customer education
states MacDermid. “Even when we're solv-
ing problems through telephone or on-site

consulting, we are trying to educate our
customers on the best ways to utilize their
systems.

ASK technical consultants support eight
education centers located throughout the
United States. Customer Support Man-
ager Kate Squyres manages six technical
consultants in ASK’s Orange, California
office—one of the eight centers. Squyres
explains, “Because technical consultants
are experts in all MANMAN products, they
are able to teach a full range of courses
to ASK customers in the field” In addition
to regular customer education courses,
ASK offers self-paced training for the
MANMAN/MFG and MANMAN/OMAR
products. “These courses supplement
classroom training by enabling individuals
to study detailed sections of the system
at their own pace! Squyres adds.

Now that the department has been
reorganized, MacDermid has announced a
new set of goals. “In order to continue
excellent support for customers across the
nation, we are centralizing training of
support personnel, as well as encouraging
more information exchange between these
employees; he states,

To achieve these goals, he plans to insti-
tute a three phase training program for
customer support personnel. The first
phase for new technical consultants will
consist of classes in presentation skills,
telephone technique, basic systems and
problem solving techniques. The second
phase will provide detailed training in the
four core MANMAN products. And the

D

third phase will train field technical con-
sultants in sales techniques, implementa-
tion planning, factory financial controls
and teaching skills.

“Each phase will be separated by a
period of time in which technical consul-
tants can gain experience and practice
what thev've leamed;’ explains MacDermid.
“The program is designed to help them
better serve our customers!

e also expects to improve customer

service by increasing the support staff
during fiscal 1987 “We will have more
people helping more customers than ever
before! he states. ASK customers will also
have improved access to that help. “We
plan to use more 800 numbers in regional
offices to make it easier for users to call
us; explains MacDermid. ASK currently
provides 800 numbers at two of its tech-
nical centers.

“ASK’ success is based on its reputa-
tion for being a eustomer-driven company,
notes MacDermid. “Customer support will
always be a top priority” m

Fast-Growing Computer
Firm Uses MANMAN
from the Start

How does a young, fast-growing start-up
company make sure it survives into prof-
itable adulthood? The answer, according
to Sequent Computer Systems, Inc., is
zero-defect products.

Sequent, located in Beaverton, Oregon,
is a make-to-forecast, configure-to-order
shop that produces the Balance 8000 and
the Balance 21000 multi-processor mini-
supercomputers. The company targets the
Balance product line to end users and
original equipment manufacturers special-
izing in military ADA development, com-
puter aided design and engineering,
simulation, transaction processing, data-
base management and general purpose
UNIX computing. Sequent’s customer list
reads like a who's who of multi-national
companies with names such as General
Electric, Hughes, Boeing, Siemens,
Teradyne and AT&T. Sequent has over 100
installations worldwide.
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Quality is the company charter and the
acid test is zero-defect products. To pass
the acid test, the people at Sequent stick
to the truism, “good people make good
products” Quality people-experienced and
talented managers who can wear several
hats in a fast-growth manufacturing
company-is the main ingredient for suc-
cess, But even quality workers can be com-
paratively ineffective without quality
information provided on a timely basis.
Selection and Implementation
In order to ensure that its people received
the information they needed, Sequents
founders decided to implement a comput-
erized information system. They required
a system that could provide planning tools
such as master production scheduling,
material requirements planning and man-
ufacturing resource planning. In addition,
the information had to be available on-line,
and real-time.

After an extensive search, Sequent
chose the MANMAN Information System.

“MANMAN met all our criteria, was
dependable and was easy to learn)
explains Mike Moore, purchasing manager
at Sequent. He also notes that Sequent
was impressed by the stability that ASK
projected over time. “Just looking at the
resources that ASK can put into product
development]’ says Moore, “versus what
their competitors can do-makes going
with ASK a good long-term decision”

Interestingly enough, Sequent chose
ASK six to eight months before shipping
its first product. “We wanted to create an
efficient and well-managed company from
the outset] recalls Moore. “In fact, we were
bringing up MRP and doing dollarization
and cost roll-ups on preliminary and engi-
neering bills of material before we'd ever
built anything in manufacturing’”

mplementation was simple. MANMAN/

MFG, OMAR, AP and GL were brought
up on ASKNET-ASK's remote processing
service bureaw. This allowed Sequent to
benefit from a computerized system with-
out an initial capital investment. It took
only four hours to bring up the purchasing
module and only half a day to run the first
MRP. After a year on ASKNET, Sequent
brought the system in-house.

“One of the keys to a succeessful imple-
mentation is management involvement)
says Bob Bechler, materials planning man-
ager, “and that is really true at Sequent?

anagement at Sequent starts each

week by running an MRP for com-
pany-wide use. A task force (consisting of
representatives from Sales, Marketing,
Manufacturing and Accounting) then eval-
uates the MRP report in terms of the bot-
tom line: can the company afford to build
the scheduled number of computers? Once
the group has accepted the forecasts, the
company starts production for that week.
Open Order reports from the MRP run are
made available to vendors who pick them

Corporate headquarters of Sequent Computer
Systems in Beaverton, Oregon.

up, evaluate them and make any necessary
changes to their own production schedule.

In addition to the weekly MRP, Bechler
runs one MRP on a daily basis. He con-
centrates on the resource and capacity
impact of the computer-recommended pro-
duction schedule for Sequent and for its
vendors, He also uses the reports to mon-
itor actual daily activity versus goals, as
well as lot sizing strategies.

“No subsidiary systems are used to
manage the company,” states Bechler.
“Everything comes out of the MANMAN
system. We even put prototypes on the
master schedule so they can drive the
requirements from the very ineeption of
their design. The way we run the system
is as close to textbook as we can get-and
the system allows us to do that”

Results

According to Bechler, the system has
produced dramatic results in personnel
produetivity. For example, one person

is able to handle 2500 transactions per
month at Sequent. The receiving clerks
do not generate receiving paperwork to
invoice merchandise because Accounts
Payable pays the invoice as soon as the
parts are logged into the computer. One
person in Accounting processes the 800-
1000 word invoices Sequent receives
per month.

The staff is lean in other departments
as well. There are no expeditors on the
shop floor, and only three people in Pur-
chasing, one in Material Planning, and four
in Accounting, including managers. Each
person is responsible for entering his or
her own information into the system;
Sequent therefore does not need a data
entry department.

“Having a small staff is critical for a
start-up.’ observes Bechler. “MANMAN
allows us to keep our staff small by auto-
matically producing things like purchase
orders, invoices, checks and sales orders.
It eliminates the need for us to hire people
to manually generate such documents!’

Bechler also credits the system with
motivating people to maintain a high level
of performance. “Each department is
responsible for its own piece of the sys-
tem, he explains. “We don't have an MIS
staff to point fingers at if something goes
wrong. This arrangement makes people
do their job better because they’re more
accountable. Evervthing that our people
need to do their work is under their com-
plete control”

The system has also produced signifi-
cant results in inventory control. “We still
manage our inventory with only three peo-
ple, even though sales more than doubled
during the past year” states Bechler. His
projection for the next 12 months is even
more impressive: “We expect to only
double that staff while increasing sales
600% In addition to optimizing inventory
levels, the system has enabled Sequent to
achieve an inventory accuracy rate of 99%.

According to Bechler, Sequent’s dra-
matic growth validates its choice of ASK
and MANMAN. “The reason we chose ASK
is it gave us a system that will grow with
us over the next several years)’ he explains.
“We can add products as the need arises!’
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He cites the MANMAN/BARSCAN™ bar-
coding product as an example. “Last
year we didn't have the volume to justify
BARSCAN he states.“But now that we've
grown, we plan to add it later this year”

Bechler sums up the system’s success
by stating, “Since installing MANMAN,
our inventory is low and the quality of
our products and work environment is
high. That translates into zero-defect
products”’ m

1986 MANMAN
Conference Proves
Valuable Learning

Experience

ASK’'s MANMAN Conference continues to
be an important information exchange
between MANMAN customers and ASK
employees.

The annual conference brings MANMAN
users and ASK personnel together to
discuss all aspects of the MANMAN Infor-
mation System. According to Kathy Fuller,
ASK’s conference manager, “Participants
learn how to apply the tools provided by
MANMAN to help run a more productive
business!” ASK’s third annual MANMAN
Conference was held in March at the Red
Lion Inn in San Jose, California.

his year the length of the conference

was increased, more sessions were
offered and the number of participating
companies grew as well. In fact, the num-
ber of companies attending increased 34%
over those attending last year’s event.

Due to the positive feedback from the
1985 conference, the 1986 event was
expanded from three to four days. A
record high of 115 sessions covered a wide
range of manufacturing, financial, market-
ing, systems and implementation topics,
along with product release training. This
was a 22% increase over the number of
sessions held at the 1985 conference,

“We've provided a wide range of topics
so that all types of MANMAN users bene-
fit from attending the conference)’ Fuller
explains, “The MANMAN Conference is a
learning experience for all participants,
whether you are an experienced customer

N P ——

Customers meet informally with ASK employees in the Qu;;m and Ideas F.’mm..

eager to learn about new aspects of oper
ating the system, or a new user concerned
with the implementation process!

The presentations and panel discussions
were led by ASK personnel, MANMAN
users and industry consultants. Sessions
ranged from MANMAN specifics such as
“Implementing MANMAN/Manufactur-
ing” to industry topics such as “How to
Get Started with CIM”

New features at this year's conference
included an exhibit provided by third-party
suppliers. In addition, user group meetings
were held, as well as numerous Common
Interest Group discussions aimed at
exchanging information on shared areas
of interest.

Iso offered at the conference was the

Question and Ideas Room. This room,
staffed by ASK employees, was where
customers could informally meet with
members of ASK's software development
teams, as well as systems and support
personnel. Fuller states, “ASK’s R&D
team relies heavily on customer feedback
when designing enhancements and prod-
ucts. The conference provides an excellent
forum for this type of interaction”

ASK’s goal is to make MANMAN the
best tool for helping customers meet their
needs in the manufacturing management
arena. The MANMAN Conference once

again proved to be an effective vehicle in
helping ASK to reach this goal.m

Product Faires Educate

Customers and Prospects
Each fiscal year, ASK Computer Systems
hosts numerous Product Faires to edu-
cate customers and prospective custom-
ers on the capabilities of the MANMAN
Information System.

Begun in 1985, Product Faires provide
MANMAN users with information on ASK's
expanding product line. They also afford
prospective customers the opportunity to
meet not only ASK personnel, but seasoned
MANMAN users as well. Information is
exchanged on all aspects of manufactur
ing, as well as on individual ASK products
as they relate to specific areas.

This year, 18 of these day-long seminars
were held in hotels around the country-17
in the United States, and one in Toronto,
Canada.

The format of the Faires consisted of
formal presentations given by ASK sales
and technical personnel.

Because the second series of Product
Faires proved so successful in educating
prospective and current customers about
MANMAN, 20 Faires are planned for
fiscal 1987.m
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INTERNATIONAL

International Version of
MANMAN Launched
in Europe

Europe remained in the forefront of ASK's
international marketing strategy during
fiscal 1986. ASK Computer Systems S.A.,
headquartered in Paris, France, is the
Company's first European subsidiary. ASK
France was established in fiscal 1986 and
has made significant progress in adapting
MANMAN to the European manufacturing
marketplace.

“Our goals are to expand our market
internationally while providing better ser-
vice to ASK customers already located
in Europe.’ states director of European
development Mark Ripma.

SK France has moved rapidly to estab-

lish its presence in Europe. One of its
most important accomplishments has been
completing the French version of MAN-
MAN (on Hewlett-Packard hardware).

The translation process began by iso-
lating key words and translating American
manufacturing terms such as “forward
back scheduling” and “dummy employee
number” Once this glossary was final-
ized, the manuals were translated. Isolated
terms in the code that were translated
in the glossary were automatically up-
dated in the system. French customers
were involved in this process from the
beginning.

French enthusiasm for MANMAN was
evident when ASK France held its first
user group meeting last January-it was
attended by every ASK customer in
France. Discussions covered a wide range
of topics and centered on the latest release
of MANMAN. “Our French customers are
very excited about the new release] states
Ripma. “They are anxious to apply the
new features to their manufacturing
operations.

French MANMAN users manufacture
everything from ski boots, lasers and cir-
cuit boards to steam shovels, toys and fur-
naces. ASK's current customers in France
include Salomon, the world-renowned ski
manufacturer, and Hachette, Inc., a well-
known book publisher that produces the

magazine Elle.

ASK’s expanding role in Europe means
a larger staff for ASK France in the com-
ing year. “We expect to add people in each
of the sales, support and engineering roles
states Ripma. ASK also plans to open an
office in Germany during fiscal 1987

The translation of MANMAN software
and manuals into German is already under-
way. “We're working with the localization
company that helped us translate the

Cmnpletexi during fiscal 1986, the French version of MANMAN is ASK first translation of the software

into a _foreign language.

French version of MANMAN states
Ripma. The first MANMAN products
to be translated into German will be
MANMAN/MFG and MANMAN/OMAR.

Ripma believes that suceess in Europe
will be achieved by following the strategy
that has made ASK a leader in the United
States. “We will build a reputation as a
customer-driven company that focuses on
the quality of our people, products and
services! m

ASK COMPUTER SYSTEMS INC.
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INTERNATIONAL

Multi-Currency
Capability Announced

As part of its strategy to aggressively
pursue international market opportuni-
ties, ASK announced an important new
enhancement to its MANMAN system-—
MANMAN/CURRENCIES.

MANMAN/CURRENCIES, available on
the HP 3000, is designed to accommodate
the needs of ASK customers involved in
foreign trade. CURRENCIES enables the
MANMAN/MFG and MANMAN/AP sys-
tem to support purchases from a foreign
country where purchase orders, vouchers
and cash disbursements must be denomi-
nated in a foreign currency. It also allows
MANMAN’s order management/accounts
receivable (OMAR) system to support sales
to a foreign country where sales orders,
invoices and cash receipts must also be
denominated in a foreign currency.

CURRENCIES gives MANMAN users
visibility of their foreign currency trans-
actions in either the foreign currency or the
local currency. For example, a U.S. manu-
facturer that sells products in Germany
could look at bookings in Deutsche Marks
or the equivalent dollars.

“One of the significant aspects of
CURRENCIES is that it eliminates the
extensive manual efforts required to keep
track of currency exchange variances”
states Randy Hietter, ASK product mar

The new MANMAN/CURRENCIES enhancement
enables customers to track and convert foreign
currency purchases
and sales into their
own local

keting specialist. “Corporate treasurers
will now have a better understanding of
their currency exposure. This means they
can better protect their companies from
currency value fluctuations.” he states.

CURRENCIES provides a foundation
for ASK's drive to internationalize the
MANMAN system. It joins the value added
taxation (VAT), Canadian federal and pro-
vincial sales tax and Australian sales tax
capabilities already available on HP 3000
and VAX-based MANMAN systems.m

MANMAN Expands
to Pacific Rim and

Southeast Asia

An important part of ASK’s international
marketing strategy has been to develop a
sales and support organization in South-
east Asia and the Pacific Rim.

“During the past several years, many
American companies have moved manu-
facturing operations to the Far East!
states Ron Braniff, ASK's president and
chief executive officer. “This trend makes
the Pacific Rim a particularly good mar
ket for MANMAN products. We have a
growing interest in serving both Ameri-
can and foreign companies in Southeast
Asia and Australia”

ASK established its first Pacific Rim
office in Australia in 1985. Today, Australian
MANMAN customers range from manu-
facturers of water heaters and office fur-
niture to kitchen cabinetry and mining
equipment. They are located in Sydney,
Melbourne and Perth-the major Australian
industrial centers.

ASK has also opened a technical sup-
port office in Singapore to serve custom-
ers in Southeast Asia. “We currently
have customers in Hong Kong,

Singapore, Taiwan and Korea”

observes Braniff. “The Singapore

office will play an important role
in providing top notch support to
these manufacturers! He concludes,
“As manufacturing increases through-
out the Far East, ASK will be well-

positioned to expand MANMAN around
the Pacific Rim’'m

Scicon MANMAN

Conference a Success
High attendance marked Scicon Ltd's sec-
ond annual MANMAN conference held at
Woburn Abbey in Bedfordshire, England
last May. Scicon is ASK's distributor in
the United Kingdom.

“Attendance was up by 84% over last
vear” states Neil Anderson, Scicon's prod-
uct marketing manager who coordinated
the conference. “And over 70% of our cus-
tomers attended the three day conference
that included 45 sessions he adds,

“I was particularly impressed by the
large number of directors at the confer-
ence; states Eric Roberts, ASK product
marketing manager. “They are the high-
level decision-makers who have the author
ity to purchase a MANMAN system”

According to Anderson, “The presenta-
tions by ASK corporate officers were a
highlight of the conference. Customers
appreciated the opportunity to hear their
views on the future of MANMAN and
they enjoyed their forthright and direct
response to questions.

nderson explains that much of the

conference’s success flowed from the
high level of user participation. “About
one third of our customers served as
session presenters or panelists; he states,
“And response to their presentations was
very enthusiastic

Anderson attributes the increased user
participation to familiarity with the event.
“Last year's conference was new to every-
one; he explains. “This year the users knew
what to expect” Anderson observes that
the spirit of a MANMAN conference is
quite different from typical conferences.
“In most conferences, you listen to some-
one read a presentation without any audi-
ence participation. It may be informative
but not very exciting”

In contrast, Scicon's MANMAN confer-
ence encourages users to express their
views. “Our conference produces & high
level of communication between our users,’
Anderson explains. “It really functions as
a three day user group meeting”

Scicon’s third annual MANMAN confer-
ence is scheduled for the spring of 1987.m
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Building Manufacturer
Builds Future with
MANMAN

It was the best of times and the worst of
times. Tremendous growth brought tre-
mendous problems. Short shipments, late
deliveries, inventory discrepancies-these
were the costs of a booming business at
Armeo Westeel Inc.

WI is Canada's leading manufacturer

of highway construction products and
fabricated steel buildings. Based in Guelph,
Ontario, the company’s Building Systems
Division engineers and manufactures
building systems ranging from small fac-
tory entrance guardhouses to Boeing 747
aircraft hangars.

“In early 1980, we faced a growth spurt
unparalleled in the history of our com-
pany” recalls Norman Hunter, AWI man-
ager of planning. “At the time, inventory
was controlled manually with a card
system-and it just couldn't keep up”
Although the company had a computer, it
was used solely for accounting functions.
“We simply lacked the tools to properly
manage our inventories, states Hunter.
Selection & Implementation
In order to meet its needs for growth and
improved inventory control, AWI decided
to find and implement an MRP-II system.
A steering committee of top level manag-
ers was formed to carry out the search.
“The committee wanted a fully integrated,
interactive system that was flexible and
easy to use. The entire search took a year
and a half" Hunter recalls. After narrow-
ing the choices to three top contenders,
they picked the MANMAN system running
on an HP 3000 Series minicomputer.

Despite purchasing a computer, AWI
initially used ASKNET-ASK's remote
processing service. “We kept using our
manual system while using ASKNET to
prepare for the in-house computer” Hunter
explains. After about a year, AWI was
ready to implement its in-house system.

A five-person implementation team
guided AWT through its journey to MRP-IL
Today the number of terminals spread
throughout the different functional areas

of the company has expanded. “We started
out with 12 terminals] recalls Hunter.
“Two years later we had about 30. And
the last time I counted we were up to 60!
Traini

One of the most important ingredients
for success with an MRP-II system is a
firm commitment to education. AWI made
that commitment in a variety of ways.
“T'he entire implementation team attended
ASK classes, then developed in-house
training programs tailored specifically
for the various users in the company. We
built the in-house courses around instruc-

e T I

The Calgary Public Library in Calgary, Alberta
is ome of AWTS fabricated steel buildings.

tional videotapes!” explains Hunter. “Users
were then turned loose on ASKNET to
practice what they had learned”
Results

areful attention to system selection,

implementation and training have
yvielded impressive results for AWL “When
we first purchased the system our inven-
tories were running 120 days of sales!
recalls Hunter. “Today they run about 60
days of sales and they're still declining”
He attributes the reduction to the MAN-
MAN system’s ability to track parts. “Our
division had a unique inventory problem
because we sell products that are custom-
designed and engineered,’ Hunter explains.
“Our item master contains about 25,000
part numbers of which 90% are unique
parts for specific sales orders. And we
create about 20,000 new part numbers
every six months. Prior to using the
MRP-II system, we couldrt keep track of
all those parts”

Hunter also attributes improved inven-

tory control to better access to information.
“When we used the manual system,

on-hand inventory figures were updated
once a week! he recalls. “Today, with the
MANMAN system, we have up-to-the-
minute availability of inventory figures!
The system also accelerated data entry
for shipping and receiving information.
“Materials that arrive on the receiving
dock are now entered into the system
within five hours” states Hunter. “In the
old days it eould take up to one week

In addition to improving inventory con-
trol, the system has boosted employee pro-
ductivity at AWL Hunter cites the master
scheduler as an example. “During the past
18 months, the system has enabled our
scheduler to process about 35% more
work! he states.

According to Hunter; AWT also uses the
system to better coordinate part delivery
schedules with its vendors. “Many of the
special parts we purchase have exception-
ally long lead times. he explains, “For
example, special sheet metal screws can
require a lead time of six months? He
notes that such items are eritical to AWI
products-they're used to attach roofs to
buildings. “Before MANMAN, if the special
part wasn't available, we had to substitute
a lower quality part or delay shipment
recalls Hunter. “Neither alternative proved
popular with our customers” The MAN-
MAN system eliminated that problem.
“Now we give our vendors realistic time-
tables so they can deliver parts when we
need them! states Hunter. “Our on-time
delivery rate has improved immensely”

Now that the MANMAN system is
on-line, Hunter says that further automa-
tion will be considered. “Our engineers do
a lot of their work with CAD systems. he
explains. “Eventually we will probably
want to link them directly into the
MANMAN system to allow an exchange
of bills of material; He also projects a day
when AWI%s network of dealers may be
electronically linked to the MRP-I system.

Hunter asserts that the key benefit pro-
vided by the system is the ability to plan.
“Now if sales people say our bookings will
increase by 25% in three months, we can
respond with a realistic production plan
he states. MANMAN has given us the
information we need to react quickly” m
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[t your job to find a factory and fully integrated factory for factory bar code applications,
management system that'll satisfy ~ management system. MANMAN/BARSCAN™

[ ] B
everyonein thecompany. MANMAN not only lets you tie By bar coding turnaround
1C e Vv I Orlg j S m But alas, your hands are tied. together every MRPII task, but just documents and printing labels
- The people on the factory floor  about every function in the company.  (including AIAG format), BARSCAN
want one system.The people in the From purchasing to payrollto  allows workers to input data up to
a,rl Ou CO n field want another. Purchasing wants  field service. From controlling seventy times faster with a wand than
mething entirely different. materials to controlling overhead. using a keyboard—with incredible

o . . Well.don't let it get you down. It can also dramatically control ~ accuracy.
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Your purchasing agents.

- And everyone else who has a
special way of working that's already

. - P ~-" working.

That won't change.

MANMAN's built-in business
policy variables let you adapt the
system to your way of doing business.

And its modular design lets
you implement functions gradually
or all at once (and once implemented,
thev're already integrated).

Finally, vou should know that
over 1,000 customers are already
successfully using MANMAN.

(Call 800-4-FACTORY, for more
details.

You'll find that choosing the
right MRPII system is actually
quite easy.

Once you know the ropes.
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MANAGEMENT'S DISCUSSION AND ANALYSIS

Results of Operations

ASK experienced a decrease in net revenue of 4% in 1986 com-
pared with increases of 22% and 65% for 1985 and 1984. Net
income in 1986 was also below 1985 and 1984 levels. These
decreases were due primarily to softness in the market for
computer-based products and services as U.S. manufacturing firms
continued to experience a decline in business and demonstrate a
reduced level of capital spending. This slowdown has primarily
affected systems revenues. The Company does not attribute the
revenue decline to actions of its competitors, or the relative com-
petitiveness of its produets or company pricing actions. Revenue
for the fourth quarter and second half were at record levels for
the Company, although revenues and earnings for the year were
lower than for fiscal 1985.

In addition to turnkey systems, the Company offers the use of
its products through on-line remote processing. This service, called
ASKNET, represented 12% of revenues in fiscal 1986 compared to
13% in fiscal 1985. ASKNET revenues decreased 17% in 1986 after
increasing 12% in 1985. This decline was due to several large
ASKNET users converting to turnkey systems and a number of
customers discontinuing the service due to their own financial
difficulties. The slowdown in the addition of new customers experi-
enced in 1985 continued in 1986 but at a lower rate.

Gross margin as a percent of net revenue has increased from
49% in fiscal 1984 and 51% in 1985 to 52% in 1986, Software
products and services, which have a higher gross margin than
computer hardware, accounted for a progressively higher percent-
age of revenue in each year from 1984 to 1986. This increase was
most prevalent in the software subscription revenues caused by
the growing installed base. The composition of revenue, particularly
the ratio of software to hardware, can vary from quarter to quarter
causing fluctuations in the gross margin percentage. Such fluctu-
ations did occur during the quarters of fiscal 1986 and 1985,

Product development expense increased 26% and 28% in fiscal
years 1986 and 1985, respectively. These increases reflect the
Company’s continuing commitment to expand its product line and
add new features and functions to its existing products. Selling,
general and administrative expenses, increased 15% and 29% in
fiscal 1986 and 1985, respectively. These increases were primarily
due to continued growth in the field sales and service organiza-
tion, and other administrative personnel necessary to support the
Company’s operations. In 1986 a portion of this increase is also
attributable to the Company’s expansion into Europe, The con-
uuﬂedgrnwlhofexpewmthesemasdea;ﬁtemrmmum
was incurred to expand the Company’s sales force and better
position the Company for future growth,

]

Operating income as a percent of net revenue was 8%, 15% and
13% for 1986, 1985 and 1984, respectively. The decrease in fiscal
1986 was primarily the result of higher operating expense levels
and lower systems revenues. Increase in the 1985 operating income
percentage over 1984 was primarily a result of the cost associated
with discontinued products in fiscal 1984.

Interest income increased 37% from 1985 to 1986 and 16% from
1984 to 1985. These increases reflect higher invested cash balances
compared to prior years due to the additional $20 million raised in
the Company’s February, 1985 public offering and cash generated
from operations.

The effective tax rate fluctuated from 44% in fiscal 1984 to
46% in fiscal 1985 to 40% in fiscal 1986. The different effective
tax rate from 1984 to 1985 reflects changes in the level of various
tax credits available to the Company. The decrease for fiscal 1986
is due to a higher level of interest income from cash investments
in tax-exempt issues as a percentage of pretax income, compared
to the prior years.

Financial Condition

The Company’s liquidity and capital resources position remains
very strong. Working capital as of June 30, 1986, was $65.8 million
compared to $58.0 million as of June 30, 1985. Working capital pro-
vided from operations was $8.8 million for fiscal 1986. The major
use of working capital was for capital additions. The increase in
accounts receivable at the end of fiscal 1986 over 1985 is the result
of significantly higher revenues in the fourth quarter of 1986 ($26.6
million) compared to the fourth quarter of 1985 ($20.8 million).

It is expected that in the foreseeable future the Company wil
have working capital needs to finance ongoing operations as well
as investments in property, plant and equipment. These will be
funded through cash generated from operations and existing cash
and cash equivalent balances. The Company’s capital resource com-
mitments at June 30, 1986 consisted principally of leases for office
space and approximately $952,000 in mortgage indebtedness. In
February 1986 the Company entered into a lease for a facility in
Mountain View, California which would replace several existing
facilities. The initial term of the lease is six years with five three-
year option periods. The anticipated commencement of the lease is
approximately November 1987
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Five Year Summary
{In thousands, except per share data)
1986 1985 1984 1983 1982
Year ended June 30:
Net revenue $76,019 $79,233 $65,076 $39,388 $24.871
Gross margin 39,396 40,247 31,853 20,389 12,234
Product development 8,358 6,649 5,199 3422 2229
Selling, general and administrative 24,658 21,404 16,656 11,759 6,317
Discontinued products - =) 1,242 e =
Operating income 6,380 12,194 8,757 5,208 3,688
Interest income 3436 2515 2,165 1451 15T
Income taxes 3927 6,760 4,780 2,154 2,150
Net income 5,889 7,949 6,142 3,905 2,695
Eamings per share A6 65 53 35 27
Dividends per share - - - - -
Weighted average common and common equivalent
shares outstanding 12,816 12,136 11,626 11,080 10,096
At June 30:
Warking capital 565,826 $57,994 $28.835 $21.724 $11,743
Total assets 96,689 83,223 51,985 38.902 20,803
Total long-term debt 951 965 979 1,004 21
Shareholders’ equity 72,769 65,498 36,442 28,808 14,604
Unaudited Quarterly Results
First Second Third Fourth
Quarter Quarter Quarter Quarter
Fiscal 1986
Net revenue $12,780 $19,051 $17.601 $26,587
Gross maryin 7451 10,362 9,848 11,735
Operating income 366 2,168 1,397 2,449
Net income 694 1,839 1,371 1,985
Earnings per share 05 14 11 15
Weighted average shares outstanding 12,757 12,794 12,818 12,896
Fiscal 1985:
Net revenue $18,003 $21,282 $19,187 $20,761
Gross mangin 8,731 10,284 9,530 11,702
Operating income 2,663 3,485 257 3470
Net income 1,706 2,138 1,788 2317
Eamings per share 15 A8 A4 18
Weighted average common and common equivalent
shares outstanding 11,660 11,688 12444 12,750
ASK COMPUTER SYSTEMS INC. 23
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CONSOLIDATED STATEMENT OF INCOME

Year Ended June 30,
1986 1985 1984
Net revenue (Note 1) 876,018 548 $79,233,122 $65,076,361
Cost and expenses:
Cost of revenue 36,622,995 38,986,255 33,223,110
Produet development 8358257 6,649,334 5,198,852
Selling, general and administrative 24,656,996 21,403,290 16,655,650
Write-off of discontinued products (Note 8) - - 1241814
Total cost and expenses 69,638,248 67,038,879 56,319,426
Operating income 6,380,300 12,194.243 8,756,935
Interest income 3,435,555 2514,506 2,165,189
Income before income taxes 9,815,855 14,708,749 10,922,124
Provision for income taxes (Note 3) 3,927,000 6,760,000 4,780,000

$ 6,142,124

Net income S 5,888,855 $ 7948749
Earnings per share (Note 1) S46 £65 $.53
Weighted average common and common equivalent shares outstanding 12,816,000 12,136,000 11,626,000
See accompanying notes.
CONSOLIDATED STATEMENT OF SHAREHOLDERS' EQUITY
|
|
Cumulative
Common Stock Retained Notes Translation
Shares Amount Earnings Receivable  Adjustment Total
Balance at June 30, 1983 11,580,710  $19,763.078 § 9468070 & (423494) 3 - $28807,654
Issuance of stock:

Purchase of products (Note 8) 23,923 400,000 = = = 400,000

Stock option and stock purchase plans 106,963 899,283 - = - 899,283
Repurchase of restricted stock (56,360) (49,580) - 49,580 - »
Payment on notes receivable - — = 192,911 = 192,911
Net income - - 6,142,124 - - 6,142,124

Balance at June 30, 1984 11655236 21,012,781 15,610,194 (181,003) - 36441972
Issuance of stock:

Public offering, net 1,000,000 19902206 - s - 19902206 |

Stock option and stock purchase plans 123,859 1,144,092 - = - 1,144,092 |
Repurchase of restricted stock (6.861) (17,117) - 17,117 - =
Purchase of products (Note 8) (15,845) = = o » =1
Payment on notes receivable - = = 60,785 = 60,785 |
Net income = X 7.948.749 i p 7948749 |

Balance at June 30, 1985 12,756,389 42041962  28,558.943 (103.101) - £5497.804
Issuance of stock-

Stock option and stock purchase plans 148414  1267.683 = = - 1267688 |
Payment on notes receivable - = ~ 103.101 d 103,101
Cumulative translation adjustment - = = R 11.108 11,108
Net income - - 5,888 855 - - 5,888,855

Balance at June 30, 1986 12,904,803 $43.309645 $29.44 7798 § - 3 11,108  $72,768,551
See accompanying notes.

B
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CONSOLIDATED BALANCE SHEET

June 30,
1986 1985
Assets
Current assets:
Cash and cash investments (Note 2) $63,639,991 $54,162,795
Accounts receivable, less allowance for doubtful accounts of
$1,000,000 ($900,000 in 1985) 22,033,044 18,464,986
Other 3,121,758 2,125,639
Total current assets 88,794,793 74,753,420
Capitalized software development costs, net (Note 1) 619,482 -
Property, plant and equipment, at cost (Notes 1 and 5):
Land and buildings 2,910,000 2,910,000
Equipment 11,922,607 10,835,710
Leasehold improvements 1,767,731 1,625,127
16,600,338 15,370,837
Less accumulated depreciation and amortization 9,325,530 6,901,721
Net property, plant and equipment 7,274,808 8,469,116

596,689,083 $83.222,536

Liabilities and Shareholders’ Equity

Current ligbilities:
Accounts payable $11,537,797 $ 6,657,658
Accrued payroll and related items 2,719.261 2,362,913
Other accrued liabilities 2215345 1,728,598
Customer deposits 1,047,991 1,125,049
Income taxes payable (Note 3) 1,259,659 2,070,334
Deferred income taxes (Note 3) 4,159,000 2,815,000
Total current liabilities 22,969,053 16,759,552
Commitments and contingencies (Notes 4 and 7)
Long-term debt (Note 5) 951479 965,180

Shareholders’ equity (Notes 6 and 8):
Common stock, no par value; 40,000,000 shares authorized;

12,904,803 shares outstanding (12,756,389 in 1985) 43.309.645 42.041,962
Retained earnings 29447,798 23,558,943
Cumulative translation adjustment 11,108 -

72,768,551 65,600,905
- 103,101

Less notes receivable from shareholders
Total shareholders’ equity 72,768,551 65,497,804
596,689,083 $83.222.536

See accompanying notes.
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CONSOLIDATED STATEMENT OF CHANGES IN FINANCIAL POSITION

Changes in components of working capital:
Inereases (decreases) in current assets:
Cash and cash investments

|
Year Ended June 30, '
1986 1985 1984
Sources of working capital:

Working capital provided from operations: |
Net income S 5,888,855 $ 7948749 $ 6142124 |
Charges to operations not requiring the current use of

working capital:

Depreciation and amortization 2944,079 3,033.209 2756,152
Loss on disposition of equipment - - 367,504
Total working capital provided from operations 8832934 10,981,958 9,265,780

Issuance of stock:

Proceeds from public offering, net of expenses - 19,902,206 -
Stock option and stock purchase plans, net of
repurchases and payment on notes receivable 1,370,784 1,204,877 1,092,194
Purchase of products - - 400,000
Total sources of working capital 10,203,718 32,089,041 10,757,974
Applications of working capital: |

Capitalized software development costs 665,315 - =

Additions to property, plant and equipment, net 1,703,938 2916714 3,621,762

Cumulative translation adjustment (11,108) = =

Reduction of long-term debt 13,701 13,659 24826

Increase in working capital $ 7831872 $20,158668  § 711138

$ 9477,196

$29,627.306

$ 5871653

Accounts receivable 3,568,058 1617490 6,794,691 |
Other 996,119 109,258 (81.284)
14,041,373 31,354,054 12,585,060
Increases (decreases) in current liabilities: '
Accounts payable 4,880,139 (734.725) 3,305,493
Acerued payroll and related items 386,348 741475 378913
Other accrued liabilities 486,747 419,131 853,045
Customer deposits (77.058) 323841 (159,178)
Income taxes payable (810,675) 1.132.664 197401
Deferred income taxes 1,344,000 313,000 898,000 |
6,209,501 2,195,386 5473674 |
Increase in working capital $ 7831872 $29.158 668 ¢ 7.111.386

See accompanying notes.
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS

1. Summary of Significant Accounting Policies

Principles of consolidation: The consolidated financial state-
ments include the accounts of ASK Computer Systems Inc. and all
of its wholly-owned subsidiaries, after elimination of intercompany
accounts and transactions.

Revenue recognition: Revenue is generally recognized upon
product shipment unless installation by the Company is required
prior to customer acceptance, in which case the software revenue
is recogmized upon installation. Revenue from sublicense of the
Company’s software by licensees is recogmized upon installation of
the software,

Revenue from software subscription service, which includes
updates to software products, is billed quarterly or annually,
at which time revenue is recognized. Revenue from the on-line
remote processing service (ASKNET) and customer education is
recognized as the services are provided. Net revenue includes
$18,663,000, $18,534,000 and $14,312,000 in 1986, 1985 and 1984
respectively, from software subseription service, ASKNET, cus-
tomer education and royalties, none of which aceounted for more
than 10% of net revenue in any year, except for ASKNET. ASK-
NET was 12%, 13% and 15% of net revenue and the associated
gross marging were 66%, 63% and 60% in fiscal 1986, 1985 and
1984, respectively.

FEarnings per share: Earnings per share is computed using the
weighted average number of common shares outstanding during
each period plus common stock equivalents (stock options) deter-
mined using the treasury stock method when the resulting caleu-
lation is dilutive. Such common stock equivalents were included in
the computation for the third quarter of fiscal 1985.

Investment tox eredits: Investment tax credits reduce federal
income tax expense in the year in which the related assets are
placed into service.

Property, plant and equipment: Equipment is depreciated prin-
cipally by use of the sum-of-the-years' digits method over its esti-
mated useful life (primarily five years). Buildings are depreciated
by use of the straight-line method over twenty-five years. Lease-
hold improvements are amortized by use of the sum-of-the-years’
digits method over the related lease term or their useful lives,
whichever is shorter.
~ Software development costs: In 1986 the Company began capital-
izing software development costs in accordance with Statement of
Financial Accounting Standards No. 86, For the year ended June 30,
1986, the Company capitalized $665,315 of software development
costs, including $405,315 of costs related to the translation and
localization of its software and documentation for use in France
and Germany. Such costs are amortized on a straight-line basis
over the estimated useful life which ranges from one to three
years or the ratio of current revenue to the total of current and
anticipated future revenue, whichever is greater. Amortization of
these costs totaled 34“5.53 for 1986. The Co

Industry segment and geographic information: mpany
designs and produces application software products and markets
them along with general purpose minicomputers as turnkey sys-
tems or on a time-sharing basis (ASKNET) to manufacturing
companies. No customer accounted for more than 10% of total
revenue in 1986, 1985 or 1984. Foreign revenue, which includes
export sales and software licenses through licensees in foreign
countries, was less than 10% of net revenue in each year.

2. Cash and Cash Investments

Substantially all cash and cash investments are represented by
investments in tax-exempt issues of various state and local govern-
ments, which total $58 million, and major bank certificates of
deposit which total $4 million. The exempt issues are carried at
cost which approximates market.

3. Income Taxes
The provision for income taxes is comprised of:

1986 1985 1984
Current:

Federal $1.943,000 $5290,000 $3,038,000
State 640,000 1,157,000 844,000
2583000 6447000 3,882,000

Deferred:
Federal 1,154,000 161,000 759,000
State 190,000 152,000 139,000
1,344,000 313,000 898,000
$3.927,000  $6,760,000  $4,780,000

Deferred taxes are recorded to reflect timing differences in
reporting revenue and expense for financial statements and income
tax purposes. The source of these differences and the tax effect of
each are as follows:

1986 1985 1984
Deferred income resulting
from timing of revenue
recognition §1,246000 $ 894,000 $1219,000
Expenses acerued for books 34,000 (273,000)  (197.000)
DISC/FSC operations (5.000)  (135,000) 50,000
Depreciation 69,000 (173,000) (174.000)
$1,344,000 $§ 313,000 $ 898000

The Company’s effective tax rate differs from the statutory US.
federal income tax rate as follows:

1986 1985 1984

Federal income tax

statutory rate 46% 46% 46%
State taxes, net of federal

income tax benefits 5 5 ]
Thx exempt income (15) (5) (3)
Tax credita - (2) (4)
Disallowed tax benefits of

foreign losses 2 1
Other 2 1
Effective tax rate 40% 46% 44%

4. Lease Commitments

The Company operates in owned, leased and rented facilities. Rent
expense was $2,354,000, $1,729,000, and $1,591,000 in 1986, 1985
and 1984, respectively. In February 1986 the Company entered
into a lease for a facility in Mountain View, California which would
replace several existing facilities. The anticipated commencement
of the lease is approximately November 1987 Aggregate minimum
annual lease commitments are $2,415,000, $2,604.000, $4,198,000,
$3.855,000, $3.891,000, and $7729,000, in 1987 1988, 1989, 1990,
1991, and thereafter, respectively.

5. Long-Term Debt

Long-term debt is comprised primarily of 9%4% mortgage notes
payable. The mortgage notes are secured by land and buildings.
Maturities on long-term debt for each of the five years subsequent
to June 30, 1986 are $15,000; $16,000; $18,000; $20,000; and $22,000
in 1987 1988, 1989, 1990 and 1991, respectively.
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS

6. Common Stock

Information with respect to the stock option plans is summarized as follows:

Available for Grant Outstanding Agyregate Price Price Per Share
Balance at June 30, 1984 296,592 1074125 $13.225252 $ 3.00-1850
Increase in shares available 1000.000 - R s -
Options granted (159,992) 159,992 2655200 15501850
Options exercised - (75,155) {537.531) 3.00-18.00
Options cancelled 56,870 (108,130) (1,447,359) 2.00-1850
Balance at June 30, 1985 1193470 1,050,832 13,895,562 3.00-18.50
Options granted {1,321,380) 1,321,380 14,754 453 RE8-13.00
Options exercised - (86,803) (693,168) 8.00-1800
Options cancelled 889,540 (1,039,880) (14,123,055 3.00-1850
Balance at June 30, 1986 761,630 1,245,529 $13,.833.792 $ 5.00-18.50

Stock option plans: The Company adopted stock option plans in
1974 and 1982 under which options for a total of 2,750,000 shares
of common stock may be granted to key employees, except that
cancellations under the 1974 plan are no longer added back to
shares available for grant. Options granted under the plans are
intended to qualify as incentive stock options, and grants greater
than the regulatory limits on incentive options are issued as non-
statutory options. Options are granted at no less than 100% of the
fair market value on the date of grant. Options granted are gener-
ally exercisable over five years from the grant date. No charges
haye been made to income in connection with the plans.

In November 1985 the Company adopted a resolution allowing
all holders of outstanding options to exchange higher-priced options
for new nonstatutory options at $10.50 per share, the fair market
value on the date of the Boards action; 823,630 shares were
ex

As of June 30, 1986, options for 335,033 shares were exercisable.
At June 30, 1986 there were 398 participants in the plans of
approximately 455 employees eligible to participate.

Key employee restricted stock purchase plan: The Company has
reserved 600,000 shares of the Company’s common stock for issu-
ance to certain officers, directors and key employees of the Com-
pany pursuant to a restricted stock purchase plan. The purchase
price of shares sold pursuant to the plan has been the fair market
value on the date of sale, as determined by the Board of Directors.
At June 30, 1986, 461,055 shares of common stock had been issued
under the plan, net of repurchases. Certain of the shares sold under
the plan are subject to repurchase by the Company at the original
sale price if the employee or director leaves the service of the
Company within five years from the purchase date. The number
of shares subject to the repurchase option is reduced ratably over
the five year period.

Employee stock purchase plan: The Company has reserved
300,000 shares of its common stock for issuance to employees
pursuant to an employee stock purchase plan. At June 30, 1986
211,808 shares of common stock had been issued under the plan.

Notes receivable from shareholders: The notes receivable from
shareholders were from the sale by the Company of its common
stock under its key employee restricted stock purchase plan. The
notes bore interest at 8% and were paid in full during 1986,

7. Contingencies

Three purported class action complaints, alleging damages to
persons who purchased Common Stock of the Company during the
period February 28, 1985 through April 3, 1985, were filed in the
United States District Court for the Northern District of California
against the Company, its directors, certain of its officers and others.

On September 20, 1985 the court dismissed all three complaints
in their entirety, and granted the plaintiffs leave to amend the

complaints. The plaintiffs filed an amended consolidated complaint.
On April 25, 1986, the court dismissed parts of the amended con-
solidated complaint. The case is still in the preliminary stages, and
no trial date has been set.

In the opinion of management the outeome of this litigation will
not materially affect the Company’s consolidated financial position
or results of operations.

8. Write-off of Discontinued Products

In June 1984 the Company discontinued the sale of products which
it acquired in an aequisition during the prior fiscal year and closed
that subsidiary’s facility.

In September 1983 the Company acquired the rights to certain
products which the subsidiary was producing and selling under a
royalty agreement with the author. The purchase price, which con-
sisted of cash and shares of stock, was subsequently adjusted when
the Company sold the rights to such products.

REPORT OF CERTIFIED PUBLIC ACCOUNTANTS

The Board of Directors and Shareholders
ASK Computer Systems Ine.

We have examined the accompanying consolidated balance sheets
of ASK Computer Systems Inc. at June 30, 1986 and 1985, and the
related consolidated statements of income, shareholders’ equity
and changes in financial position for each of the three years in the
period ended June 30, 1986. Our examinations were made in aceord-
ance with generally accepted auditing standards and, accordingly,
included such tests of the accounting records and such other audit-
ing procedures as we considered necessary in the circumstances,
In our opinion, the statements mentioned above present fairly
the consolidated financial position of ASK Computer Systems Inc.
at June 30, 1986 and 1985, and the consolidated results of opera-
tions and changes in financial position for each of the three years
in the period ended June 30, 1986, in conformity with generally
:thccepted()damunung principles applied on a consistent basis during
e peri

Arthur Young & Company

Palo Alto, California
July 28, 1986

28 ASK COMPUTER SYSTEMS INC




&
-

sbamed and Produ

I

CORPORATE DIRECTORY

Board of Directors

Sandra L. Kurtzig®
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ASK Computer Systems Inc.

Ronald W. Braniff®
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ASK Computer Systems Inc.

Larry W. Sonsini"
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Wilson, Sonsini, Goodrich & Rosati
(Law Firm)

Thomas 1. Unterberg
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L. F. Rothschild, Unterberg, Towbin
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Ronald W, Braniff
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Martin R. Browne
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David Sohm
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Larry W. Sonsini, Secretary
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Wilson, Sonsini, Goodrich & Rosati

Leslie E. Wright
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Wilson, Sonsini, Goodrich & Rosati
Palo Alto, CA
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Annual Meeting
The annual meeting of shareholders of ASK Computer Systems
Inc. will be held at 9:00 a.m. on Tuesday, October 14, 1986 at the
Rickey's Hyatt Hotel, Palo Alto, CA. All ASK shareholders are
encouraged to attend.

For additional copies of this annual report, contact the Corporate
Communications Department, ASK Computer Systems Inc.,
730 Distel Drive, Los Altos, CA 94022.

Form 10-K

A copy of the Company’s Form 10-K, filed with the Securities and
Exchange Commission, is available without charge upon written
request to the Corporate Communications Department, ASK
Computer Systems Ine., 730 Distel Drive, Los Altos, CA 94022.

Market Price of Common Stock

ASK Computer Systems Incls common stock is traded in the
NASDAQ National Market System under the symbol “ASKI The
high and low sales prices are as reported by the NASDAQ National
Market System.,

Fiscal 1986 High Low
First quarter

ended September 30 14 10%
Second quarter

ended December 31 13% Th
Third quarter

ended March 31 146 10%
Fourth quarter

ended June 30 14% 11
Fiscal 1985
First quarter

ended September 30 20% 15%
Second quarter

ended December 31 17% 14%
Third quarter

ended March 31 o 16%
Fourth quarter

ended June 30 22% 10%

The Company has not paid cash dividends on its common stock
and does not plan to pay cash dividends to its shareholders in the
near future. The Company presently intends to retain its earnings
to finance further growth of its business.

As of July 31, 1986 the Company had approximately 3,500 share-
holders.

MANMAN® and ASKNET® are registered trademarks of ASK Computer Systems Inc
BARSCAN™ OMAR™ and ASKMATE™ are trademarks of ASK Computer Systems Inc DEC,
VAX, MicroVAX and VAXcluster are trademarks of Digital Equipment. Corporation. UNIX is a
trudernark of ATET Bell Laboratories.
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ASK Computer Systems now pro-
vides its MANMAN Information
System on Digital Equipment Cor-
poration's VAX-11 minicomputer.

ASK is the leading independent sys-
tems supplier of complete manage-
ment information systems to the
manufacturing industry. Its custom-
ers are mostly medium sized manu-
facturing corporations and divisions
of large corporations. Currently,
about 50% of ASK's customers are
divisions of Fortune 500 companies.
Over 60% are manufacturers of
either machinery, electronics, or
instrumentation.

ASK has provided its systems to in-

dustry since 1974. Until the introduc-

tion of the VAX-11 based system, all
installations had been based on
Hewlett-Packard hardware.

Design Based on Experience

“ASK has tremendous knowledge of
the industry needs based on our ex-
perience with the HP products,” says
Ken Fox, ASK's vice president of re-
search and development. “We are
using that collective experience to
design the VAX system. In essence,”
he explains, "we are taking a blank
sheet of paper and designing an op-
timal system based on our knowl-
edge of manufacturing and the VAX
computer.”

Characteristically, MANMAN prod-
ucts consist of video terminals lo-
cated throughout manufacturing
plants and connected to minicom-
puters. Information entered into
these terminals enables plant
managers to keep track of pur-
chases, inventory, production
scheduling, and other aspects of
day-to-day operations. The secret of
the MANMAN Information System's
success has been attributed to its
ease of use (operators need not be

MANMAN Rele

ased on Digital’s VAX

~ MANMAN
Information

System

familiar with computers) and its
ability to make data immediately
available for management. Under-
scoring this latter point, Tom Lavey,
chief operating officer and executive
vice president, notes, “To make cor-
rect decisons, manufacturing
managers must know how much
stock they have at any one moment,
For them, waiting for tomorrow's re-
port to find out how many parts they
have today would be like reading
yesterday's newspaper.”

MANMAN is an Integrated Tool
The MANMAN Information System of-
fers a number of manufacturing man-

agement products. These include:
manufacturing management, order
management and accounts receiv-
able, service management, financial
products to control fixed assets, ac-
counts payable and payroll, and a
general ledger product. An elec-
tronic spread sheet is also available
for use with the general ledger sys-
tem, and a report writer and graph-
ics package can be used with all
systems.

Currently, the MANMAN Manufactur-
ing Management System is available

{continued on page 4)
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Digital's Perspective

By Bob Donaldson,

Senior Sales Representative,
Digital Equipment Corporation

As Digital Equipment Corporation's
account manager for ASK, I'd like to
give you some background informa-
tion on Digital's corporate policies
towards manufacturing customers,
and the role of ASK in these policies.

The commercial OEM product group
within Digital signed an OEM agree-
ment with ASK on August 5, 1981. We
installed a VAX-11/780 for ASK's
software development project. The
implementation of the MANMAN Infor-
mation System began concurrently
with the OEM agreement date in Au-
gust, and uses the VAX-11 DBMS data
base management software.

The manufacturing portion of MAN-
MAN has been completed on VAX and
is now a demonstratable product.
With additional integrated financial
modules to follow in the coming
months, we are all looking forward to
MANMAN on VAX being a comprehen-

sive and mature product by early fall
1983.

DEC recognizes ASK as a very prom-
ising OEM for our company. We at Dig-
ital realize that our sales force alone
cannot possibly reach all the potential
end-users throughout the U.S. If it
were not for OEMs like ASK, DEC
would not be the leading minicom-
puter supplier in the United States
today. We rely heavily on OEMs to mar-
ket our hardware products to the end-
user for use with the various turnkey
software applications.

Through the remainder of this fiscal
year, which ends June 30, 1983, our
own end-user sales efforts will focus
on manufacturing distribution and
control (MDC) applications. However,
as of the new fiscal year, there will no
longer be a specific Digital MDC
product group. It is, therefore, very
timely, as well as critical, for Digital to
focus strongly on third-party solutions
for the manufacturing industry.

Today, our field policies are devoted to

developing an effective working rela-
tionship between the Digital end-user
sales force and the ASK end-user
sales force. It is our mutual desire to
work with one another in a compatible
environment. Through the efforts of
both companies we will be more ef-
fective in marketing DEC products.

We've already established a good
working relationship with ASK. We
look forward to establishing a suc-
cessful base of MANMAN customers
on VAX,

MANMAN and VAX: A Winning Team

The first four companies to purchase
ASK's MANMAN Manufacturing Man-
agement product on Digital's VAX-11
computer represent the diverse
types of customers that can use the
MANMAN Information System. The
customers include an established
telecommunications firm, a company
just about to begin production of a
new product, and a division of one of
the largest manufacturers in the U.S.

As the first customers to receive the
field release of the MANMAN/MFG
product, these companies work
closely with the ASK support staff to
implement the new system. Custom-

2

ers give direct feedback to ASK
product managers. All four firms had
previously owned VAX computers,
which they used mostly for engineer-
ing applications.

TCl, Inc., a telecommunications firm
in Mountain View, CA., was the first
ASK customer to implement MAN-
MAN/MFG on the VAX. TCI has ap-
proximately 200 employees, and has
operated in the manufacturing field
for over 14 years. Their products in-
clude radio direction-finding equip-
ment and broadcast equipment,

Before switching to MANMAN, TClI

had already tried an in-house batch
processing system, a time-sharing
system, and a system on one of their
two VAX computers. They had looked
at the MANMAN System before, but
it was not then available on the VAX
machine. When they started looking
for a new system last summer, they
took a close look at the new MAN-
MAN/MFG product.

Beth Stearns, senior programmer,
analyst at TCI, says, “Of all the prod-
ucts we looked at, MANMAN was
technically much better, since it was

{continued on page 3)
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Winning Team

{continued from page 2)

written specifically for the VAX. Also,
ASK's technical staff is very willing to
help and answer questions. It is
refreshing to work with such open
people.”

TCl operates mainly as a job shop,
with many projects being built to or-
der. "We have a lot of different parts
and bills of material, so keeping on
top of inventory is important,” says
Stearns. TCl plans to use about 15
terminals in two buildings on their
site.

“"We're very pleased with the prod-
uct's implementation,” says Stearns.
“It's going very smoothly.”

CXC Corporation, a telecommunica-
tions firm in Irvine, CA, is about one
and a half years old. CXC has ap-
proximately 85 employees, and is
about to begin producing a new PBX
system for the transmission of voice
and data. They are in the final stages
of research and development, and
have already begun to implement
MANMAN/MFG. Says Gordon Drew,
CXC's controller. “This is the right
time to begin implementation. This
way we won't have to convert later—
we'll be coming right up on
MANMAN."

“We wanted a canned system that
would fit our needs with a minimum
of modification,” says Charles
McBrayer, vice president of finance
at CXC. "MANMAN fits that bill."

CXC is also currently using the
MANMAN financial systems on the
ASKNET Remote Processing Service.
They plan to bring the MANMAN
financial systems in-house on the
VAX computer as soon as they are
available in fall 1983, Says
McBrayer, "One of the reasons we
chose MANMAN was so that we
could have a completely integrated
manufacturing management and
financial system." p

Turnkey System Discounts Available

The list below describes some possible 1 MBMemory ...ooiiiaiiin. 7,000 Discounts
configurations of MANMAN products E:r't‘fg BAOKERI ¢ AR SR éggg 10% off DEC hardware and
on Digital's VAX 750 and VAX 780 8yS-  p\s Forms Package -.............. 5,180 O L rsrasrahe A
tems. Prices for configuration on the  pems32 ................ D000 DTS ASK RORG!E ees D00
VAX 730 are also available. A list of Total DEC hardware & software ... 249,395 DRSLEVION & toosovienit. 62032550
ASK turnkey software prices is given.
: : ? T
Special discounts are also available  ASK Software Products ... riieal T R Ior08 Ueets
he following MANMAN products 4 ME Memory
prior to their release: Order Manage- b SROED e " 8 Ports
ment/Accounts Receivable, Accounts el dontid - psosaso 125 1PS—6250/1600 BPI Tape
Payable, General Ledger, and Fixed  yps off ASK software 1180000  Console Terminal
Assets gl Soeli s VAX/VMS Operating System 284,000
Ssels. Net Price ... ...i......330,655.50 400 LPM Line Printer . 14,400
56 /O Ports .. .. ™ . 27,965
Software License Prices 780 System for 32 Users S O A £1.04p
(Turnkey System) 4 MB Memory AR LT 1 Tt R o b 54,240
MANMAN 60,000 456 MB Disk S MB MBMOIY. « = viviessiain s siniosis/saian 64,800
Order Management/Accounts 8 Ports Battery Backup S blvie als s jmare it BO0)
Receivable . 25,000 125 IPS—6250/1600 BPI Tape (2) 456 MB Disks .. ........... . 38,000
Accounts Payable 12.500 Console Terminal Memory & Communication 19,040
General Ledger 12,500 VAX/VMS Operating System ... 284.000 Cabinets and Interface
Fixed Assets 8.000 400 LPM Line Printer 14,400 Boxes
118,000 24 /O Ports ...... TR 11.985 Fortran . o I— 8,700
JBNT 100 CHTS: kit b onr s ssy oy 25,520 FMS Forms Package ... s 280
750 System for 16 Users 16 VT IST.CRTE) 13> - csvs etivose 27.120 DBMS-32 ....... Ppeien .. 42,000
3MB Memory 453;’3 Disk ..ooviiiieiiini ;gggg Total DEC hardware & software ...611,165
456 M isk 1 emory i
122 |p§E§00 1600 BPI Tape Battery BSCRUD ...... ;?g{[}} ASK Software Products .. 118,000
8 O Ports Memory Cabinet ]
c Fortran e > h Y AT b e 8,700 Discounts
onsole Terminal FMS Forms Pack 5180
VAX/VMS Operating System 140,000 BM5_3’2 Srockags 45,000 10% off DEC hardware and
400 LPM Line Printer 14400 D : software .. =y, 61,116.50
8 1/0 Ports 3,895 Total DEC hardware & software 466,805 10% off ASK software ........... 11,800.00
8 VT 100 CRTs 12,760 : 2
8 VT 131 CRTs 13560  ASK Software Products 115006, NGRS it e B AR O
3
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MANMAN on VAX

(continued from page 1)

on the VAX. This software provides
controls for inventory management,
bills of material, shop floor control,
purchasing, cost accounting, mate-
rial requirements planning, capacity
requirements planning, master
scheduling, and resource require-
ments planning.

The MANMAN General Ledger and
Order Management/Accounts
Receivable products will be avail-
able by early autumn, and will be
followed by the other financial
packages in the winter.

Discounts are Available

“We're very enthusiastic about the
new offering,” says Elbridge Stuart,
ASK's product marketing manager.
“Customers who install manufactur-
ing software on a VAX computer can
take advantage of the three types of
discounts we offer.” First, ASK offers
a discount on VAX hardware pur-
chased for use with MANMAN prod-
ucts. “We can offer this discount
because we are a volume buyer and
we pass that discount on to our cus-
tomers," says Stuart. Second, dis-
counts are offered on ASK turnkey

software products. The third and
newest type of discount is for VAX
customers who buy MANMAN finan-
cial products before the official
release date of fall 1983. (See
page 3 for a pricing table.)

“We will be making quite an effort to
meet the information needs of our
VAX customers.” Stuart says. “We
have one customer who is currently
using ASKNET (the ASK Remote Pro-
cessing Service) in conjunction with
the VAX. The MANMAN/MFG product
is on the VAX, and the financials are
on the ASKNET HP machines. As
soon as the forthcoming VAX-based
products are available, we will work
with him to convert his data entirely
to his in-house VAX system.”

VAX Hardware Can Vary

The specific systems running the
MANMAN software are the VAX
11/780, VAX 11/750, and VAX 11/730.
The differences between the ma-
chines are processor performance,
their relative memory capacities .and
the number of terminals and other
peripheral equipment they can
accommodate,

The VAX processors will use DEC's
CODASYL data base manager,
VAX/11 DBMS.which DEC introduced
in early 1982. According to Fox, ASK

spent three to four months in evalu-
ating available data base manage-
ment systems before deciding on the
DEC DBMS. "We tried several of the
available data base management
systems in-house and concluded
that the DEC CODASYL system pro-
vides the best performance and
most useful feature set. Moreover, it's
written specifically for the VAX which
makes it faster and more flexible for
use in our system designs."

Support Services Provided

Like the other MANMAN Information
System products, the VAX products
will be fully supported by technical
service, and by software updates for
subscribing customers. Full docu-
mentation through both an on-line
help facility and user reference
manuals will be available, as well as
user training classes that are based
specifically on the VAX applica-
tions. O
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outstanding people is our most important
challenge for sustaining growth. We are pleased
by our success in college recruiting. Over 65
of our offers to college graduates this year ;
have been accepted. Although there continues
to be a great deal of economic uncertainty. we
feel ASK is well positioned to increase ou:r'
market share and to continue to attract the best
empﬁ/yees during these times. i
e thank our employees, cu
shareholders for their enrhusfasrfirgumggzr?nd

Sincerely,

Sandra L. Kurtzig
President

|
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TO OUR SHAREHOLDERS:

It is a pleasure to report another excellent
quarter for ASK Computer Systems. Revenue
increased 95% to $6,000,000 and net income
increased 87% to $631,000 over the comparable
quarter a year ago. Operating results for the
first nine months of fiscal year 1982 showed
consistent high growth. Compared with the first
nine months of fiscal 1981, revenue increased
101% to $16,008,000 and net income increased
70% to $1,632,000.

During the quarter, we continued our sales
force expahns:on. The additional sales and
marketing expenses incurred h.'-.rr_f a planned
impact on operaling margins which w_f,'f'e <
partially compensated by the interest :rjcorf?ci.
ASK's direct sales force is now gqura;)hrcft!.y
well positioned throughout the Um!eqf Staf&;.

ASKNET™, our on-liné remote processing
s;r.-rwcf:', continues o grow rapidly. We exrerf.'n‘red
the ASKNET telecommunications rro!wo;:k in ??
New York, Boston, and Seattle and W(f will soo
expand the network further into Houston
ek I(j)t”:'i?r-w MANMAN® Fixed Assels software
o e started delivering as planned
art. Most new
nt customers are

product, which w
in March, is offto a good st
customers and many ;‘(:;n'r?

anNs is new proauc
“Cm?‘?{;’(’[.':-:i;l!i FL::TP{-’E‘!U informed by FNC. s
Magazine that we are the !asquf g;e::::gﬂ;(:;:me
software company in the Umf'cd & fdfhp habich
gighth fastest ;‘;r('m}f:f:’{; r;“(t;:.'{r;;gu{r.i)::mE",”es. .

an & ) publicly ne S, com _

r:‘:::'afj;)ala‘“fﬁ(g 100 List" will be pubhshed in
m["”,ﬁg:‘{:ﬁ;d of growth and position as i_‘!":e
le mm:; rr;d{-?,r)endnm supplier of n;;tr:g{;;gmr g
‘-rrmr}emcnr systems IS arrnmfr;w}:s,’( b bis
::I;Hh;hmnq people who work a * fc.we. e

‘ 25 are dedrca{cd and proat ddd
b gt employeé approaches

: age revenue pel : taining
x“;(‘]:r SO(') Attracting. developing, and reté
S £UU, -

____—

CONDENSED STATEMENT OF INCOME (Unaudited)
NELTOVENUG iissaiis das s s uamnsasesnsvesvetset L

Cost and expenses

Costofrevenue ......ssssvess rsils dpans SR EAE
Product development.......... a4 Bl e n e
Selling, general and administrative . ............
Total cost and expenses ..... deiaTa et Ay 23t
Operating iNCOME . .o varrenrreresrpasnaseaniaeas
T21 G 1201 91 21e10) 1 11 I e e A S e I W PO B
Income beforetaxes .......... e S vy i A S
Provision for income taxes ,..... I U AN ST v oY
NETI OO L Nac s o sin b B LR s e e cH e ath

Earnings pershare .......oeereeanreaseassanasres

Weighted average shares outstanding .........oe+e

CONDENSED BALANCE SHEET (Unaudited)
ASSETS

Cash and marketable securities .........covscnnere
Accountsreceivable ......cecerersanarsannaas ks
Prepaid iNCOME taxes .......cccauversnnssnnesars s

Totalcurrentassets . .......ccnenaanaensre
Net property and equipment .. ....cooerennrarersrs

LIABILITIES AND SHAREHOLDERS' EQUITY

Accountspayable .......oceeiiariiannianns
Accruad liabillties .. ..cecussssssosneasessvesvens
Customerdeposits . .......coovieuarans e ey
Income taxes payable ..........ccveanns o balRAY
Deferred incometaxes ..........o0e AR At

Total current liabilities . .. ... C e e siawan s
Common stock.. .. .. Dt ey TS
Retained earnings ..... AT Tie) sl i nr Sataln S
Less notes receivable from shareholders .......--:-

Total shareholders' equity.......cc-=- gun, 3

Quarter ended
March 31,
1982 1981

(Dollars in thousands)

----- $6,000 $3,073
..... 3,138 1.454
..... 440 33]
..... 1633 712
---- 5211 2497
..... 789 576
..... ___3_7_9 ____:_3_6
..... 1,168 612
..... ___5_31 __2'7_5
---- S 631 § 337
""" 212 § 08

..... é&gﬁg&

Nine mos. ended
March 31,
1982 1981

{Dollars in thousands

$16,008 §7.973

8,557 3,798
1,196 760
4054 1791
13807 6,349
2,201 1,624

790 119
2991 1743
_ 1,389 783

$ 1632 § 960
$ 34 § 25

4,748 3915
March 31,
1982 1981

(Dollary in H\o..:';.lml-_,r

$11,749 1315

4|580 2‘284
s L Ige
-—_11_3.@.9 {07

$18218  $4583

$ 1637 $1.114

1,687 451
267 318
598 B

— 720 _ 352
4909 2235
9,433 259

4411 2248

13844 2507

—S538 159

13,309 2348

$18218 $4583
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During the quarter, we continued our
emphasis on product development. We
completed the initial field trial installation of
our new Fixed Assels software product which
incorporates the new accounting rules from
Reagan's Economic Recovery Tax Act, We
have several orders for this new product and
we plan to begin deliveries in March. We also
enhanced our ASKNET™ on-line remote
processing service by beginning the
implementation of our own telecommunication
network in Los Angeles and Chicago.

With the current recession, we believe
that manufacturing companies are highly
motivated to implement our MANMAN#
Information System to improve productivity
and optimize inventory investments. For this
reason, we expect the impact of the current
recession on ASK to be minimal. The continued
support of our customers, employees, and
shareholders is deeply appreciated.

Sincerely,

St

Sandra L. Kurtzig
President
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TO OUR SHAREHOLDERS:

Revenue and earnings were at record
levels for the first six months ended December
31, 1981. Compared with the first half of fiscal
1981, revenues increased 104°% to $10,008,000
from $4.900.000. Net income increased 61% to
$1,001,000 or 8.22 per share from $623.000 or
$.16 per share. Earnings per share did not grow
as fast as net income due to a 20% increase in
weighted average shares over the prior year
as a result of our initial public offering on
October 1, 1981.

The second quarter was an excellent one
for ASK. Revenue increased 92% to $5,092,000
from $2.653.000 in the second quarter of fiscal
1981. Net income increased 116% to $516,000
or $.10 per share, compared with $239,000
or $.06 per share for the same quarter last year,
on a 30% increase in weighted average shares
outstanding.

We were very pleased by the recent
Computerworld (November 16, 1981) report
which confirmed our position as the leading
independent supplier of manufacturing
management systems. During this general
economic recession. our strong financial
position puts us at an advantage to continue
to increase our leading market share. We are
aggressively expanding our sales and product
development efforts, while carefully monitoring
our discretionary expenditures.

To further our sales effort, we expanded
our domestic direct sales and support
organization by opening ASK offices in Los
Angeles. Indianapolis, and Minneapolis. These
are the last U.S. areas that have been serviced
by independent distributors. In December. we
began our first national advertising campaign
in Business Week, Fortune, Datamation, and
American Production and Inventory Control
(APICS) magazines. Until we began this
campaign, our major source of prospect leads
and company recognition had been "word
of mouth.”

Quarter ended
December 31,
1981 1980

Dpliars in thousands)

CONDENSED STATEMENT OF INCOME (Unaudited)

Net revenue
Cost and expenses

......... $5,092 52653

Six mos. ended
December 31,
1981 1980

{Dallars in thousands)

$10,008 $4,900

R OO T e ) e e e o bea) s o 2,785 1,369 5.419 2,344
Product development ..........ccooieienenes 440 260 756 429
Selling, general and administrative .. ........... 1278 635 2421 1,078
Total cost and eXPenses. . ... .....ovvuen. 4498 2,264 8596 3.852
SIPBrAtNGINCOMEB. . s g sl s d A b on i ey 594 389 1412 1,048
OB T ST oot w ot e e R e S S A 362 44 83
INCOME DEIOTE FRXES 11/ e v wavavam el Vi e gt a o e 956 433 1,823 1,131
Provision for inCOME taXEeS . ... v vuesenssveinsmss 440 194 822 508
NOVIHCOME .y conustat s v oo s etk oiias $ 516 $ 239 $ 1,001 § 623
EArniNgs pershare .  cu. <o s e vosionos ansormains $ .10 $§ 06 $ 22 §$ .16
Weighted average shares outstanding ............ 5043 3389 4601 3,846
December 31,
1981 1980
= {Dollars in thousands)
CONDENSED BALANCE SHEET (Unaudited)
ASSETS ;
Cash and marketable SECUMIES .« .« s o cevevemrenmststisiiseissiinsssnsessoss $10,213 S;g;g
ACCOUNIS TBCRIVADIE o o) s cecvies wanisle o iiars oo s oasinlbo s €l s aiaie ureinin aio sien/eie/sn n s is 4,546 ,220
Prepaid INCOME tAXES™ .« oo v v v sseimsannsaraseratttteiiieiuiieeeiessnnsns - 2
Total CUITBAL BESOIS , & s «vs ot omnasisbionosomnsboabionssnsnssonsstonssios 1:.;22 3222
Net property and equIPmMEnt, .. ..woeeseecssarsatstitiiiiiteiiititsaiansasas 291 Sy
" $16,200 $4,102
LIABILITIES AND SHAREHOLDERS' EQUITY 2 1010
ACCOUNES PAYADI 4 .+ v« e veeveecsesmsrams s iae s st ettt i euiataans $ 1.gsg L
AcCrued HADIHHES & o oo vvvne e s s seanassmnsesemssteetrieteeiansinosannnssss b i
CUSLOMEE EPOSIES v s v vvevrsenansrarsasress s s iiiettiiuiiiiiietaanans i "
INCOME taXeSs PAYADIE .. .vourveerenrenmrsrsss st ittt eaanas o 535
Deferred INCOME LAXES -« « v« v oo oennonsenssnnstme s totesieuaianuisnsssnssni BT ;
Total current HAbIHIES . «..oesesesesesismtae it iiiiaranesnss 3598 2,11
e e s ST S ) XA TSR R R g;g? : 971"1‘
RetAINEd AIMINGS « «« ¢ v o sessersmrasnsmreasre st ititeiatiuiiiiatiieans — A E A
13,227 1,985
Less notes receivable from shareholders . ..« oo et tereint it i it irnrans o R e
Total shareholders' BqQUItY .. .cearerrs st it 12,692 1985
$16.290 $4,102
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To Our Sbareboiders £

It is a pleasure to report another good quarter for ASK
Computer Systems. Net income increased 72% 1o $1,706,000
or $.15 per share. Revenue increased 44% to $18,003,000
as compared with $12.460,000 for the same quarter
last year.

\SK continues to solve manufacturing problems with
state-of-the-art software solutions. Significant MANMAN
enhancements released this quarter include two-level
master scheduling, final assembly scheduling and options
order entry. These enhancements allow manufacturers to
design generic productsand build to customerspecifications.

The market for MANMAN products broadened dramati-
cally in September with the announcement of Hewlett-
Packard’s newest minicomputer, the P 5000 Series 57.
The new computer, which is user installable, will be sold
with MANMAN software as a complete manufacturing and
financial management information system called ASKMATE
and will cost under $125.000. This means that an in-house
MANMAN solution will become cost-effective for manu-
facturing companies and divisions of Fortune 500 com-
panies with annual revenues in the 5 to 10 million dollar
range. Most importantly, the same standard MANMAN soft-
ware that we license with larger HP computer configura-
tions will run without any modifications on the Series 37.

During the past quarter, we also expanded our product
marketing efforts with two new programs. We began an
aggressive telemarketing program designed to reach poten-
tial customers throughout the United States. In addition,
we have scheduled a series of MANMAN product fairs in
major cities across the nation. We believe these programs
will attract many new customers to the growing family
of MANMAN users.

We appreciate the continuing enthusiasm of our
customers, employees and shareholders. Your supportin
the first quarter has created a firm foundation for 2
successful year.

Sandra L. Kurtzig S
Chairman and Chief Executive Officer

=

«densed Statement of Income (Unaudited)

(In thousands, except per share data)

Net revenue
Cost and expenses
Cost of revenue
Product development
Selling, general and administrative
Total cost and expenses
Operating income
Other income
Income before income taxes
Provision for income GIxXes
Net income
Earnings per share

Weighted average shares outstanding

Quarter ended
September 30,

1984
$18,003

9,272
1,420
4,648
15,540
2,603
496
3,159
1,453

$ 1,706
$ .15

11,660

1983
512,460

6.739
1,116
3.280
11,141
1319
132

751

760
s 991
b 09
11,583

Condensed Balance Sheet (Unadited)

-

(In thousands)
Assets
Cash and short term investments
Accounts receivable
Other
Total current assets
Net property and equipment

Liabilities and Shareholders’ Equity
Accounts payable
Accrued liabilities
Income taxes payable
Deferred income taxes
Total current liabilities
Long term debt
Common stock
Retained earnings

Less notes receivable from sharcholders

Total sharcholders” equity

September 30,

1984

$24,955
19,060
4,662
48.677
8,744
57,421

$ 7,914
5.899
1,247
3,111

18,171
9706
21,120
17,310
38,4306
162
38,274
$57.421

1983

518,776
11,568
3,134
33,478
8,410
541,894

5 4,887
2.797
1,546
1,273

10,503
988
20,296
10,459
30.755
352
30,403
$41.894




remote processing service to be a major
business opportunity which we are
aggressively pursuing. It also creates a
prospect base from which to convert remote
processing users to turnkey system
purchasers.

In July, we concluded negotiations with
both Hewlett-Packard and Digital Equipment
Corporation and entered into long-term
agreements for the purchase of computer
hardware and peripheral equipment with
volume purchase discounts.

Also in this quarter, we commenced
development of MANMAN for use with Digital
Equipment Corporation's newest family of
VAX 32-bit computers and expect to be
marketing this hardware in addition to our
current Hewlett-Packard based system in 1982,

On October 1, 1981, we successfully
completed our initial public offering of 885,000
shares of ASK Common Stock, netting ASK
approximately $9.1 million in equity funds.
These funds will be used to finance the cost
of additional equipment to expand our on-line
remote processing service and for additional
working capital and possible future product
acquisitions.

QOur objective is to remain the premier
supplier of management information products
to help manufacturing companies improve
their productivity. | feel we are well positioned
to continue to achleve this objective.

Thank you for your on-going support.

Sincerely,

St

Sandra L. Kurtzig
President
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io Office R =,
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TO OUR SHAREHOLDERS:

I am pleased to issue our first shareholders
report as a publicly traded company. Revenues
more than doubled to $4,916,000 for the first
quarter of 1982 from $2,247,000 for the same
quarter last year. Net income increased 26%
to $4856,000, or $.12 per common share, from
$384,000 or $.10 per share a year ago. Net
income as a percentage of net revenue was
at our goal of 10% as compared with an
unusually high 17% in the prior year. The
revenue increase was primarily a result of the
continuing geographical expansion of our
sales force. We currently have over 60 sales
and customer support personnel in 15 direct
domestic sales offices.

Bookings for turnkey systems continued
strong during the quarter, and most ol these
bookings will be filled during the second
quarter. The increase in bookings and
revenues is primarily attributable to larger
unit volumes, but also due to higher average
selling prices résulting from the introduc tion of
complimentary products to our MANMAN®
Information System. For example,
GRAEMAN™, our new integrated business
graphics product, provides a wide range
of pre-formatted graphs for displaying
information maintained by the MANMAN
Information Systemn. With a simple selection
from a graph menu, users can produce a
number of complete pre-formatted color
graphs for analyzing important trends in each
functional area ol the user's manufacturing
plant. We believe ASK is the only company
currently offering an on-line manufacturing
management system with fully integrated,
ready-to-use graphics capability.

Our new on-line remote processing
service continues to grow rapidly. With this
service, manufacturing companies can use
our MANMAN products through .'e.-.*e,o_honé?
connection to our computer center uw.'hquf
having to make the initial capital expenditure
associated with the purchase ol a complete
turnkey system. We consider this on-line

Quarter ended
September 30,

1981

(Doliars in thousands)

CONDENSED STATEMENT OF INCOME (Unaudited)

1980 _

N TEVARUIE ¢ o s we e 8 e VSN WIS E )
St e B S R ks i $4.916 $2.247
EOSt OF TOVONUE v c i v i ina s DA s s Damem w62l 5t ooy
Product development.......... i L o e SRt g i 2‘332 4o
Selling, general and administrative . ............. e 4, s il e . 1,148 .123
Total cost and expenses. ........coorereveana., A ol TR Toga 1.588
Gle e i e SRR e s e T e i R T i
Interest income. .. ... ool Tl A e S @ elsaliia R g B ' Blg 5
Income before taxes .. ....vueweneeeanenee B o L Bt N - - =
Provision for income taxes ............. O P ST L ey gg; 598
DNBLIICOMB L atomsct o yrsis womcs plere s b Mg 4 ARl i : 14
' R it s a i P $ 485 $ 384
Earnings pershare ............. Velees e e Ml Nesiarais $ﬁ_1§ $ .10
Wefghtedaveragesharesoutstanding ' .
..... ceeniaeeans 4,159 3,800
September 30,
1981 1980
CONDENSED BALANCE SHEET (Unaudited) (Batiers.in thousands)
ASSETS
Cash and marketable securities . .........««=++
Accounts receivable . . ... .. R S mAE R S $1,156  $1:855
Total current assets, ....... e ks T bl s e v o 5:138 -1.208
Net property and equipment .........ceeesesses S e Ly Bt (4 X ) 6,204 3,360
e arm s 1,120 414
$7414 $3774
LIABILITIES AND SHAREHOLDERS' EQUITY
Accounts Payable................ e L ey 450 “vae
Accrued liabilities ., ............. """"" $2221 5 779
Customer deposits .. ..... B i ! 00 409
Income taxes payable . .........ccovrsassssss sl s CELEIE iy 677 126
Deferred income taxes. .. ... e SN Srdis o O by 69 602
Total current liabilities .......- T kA o e P S 540 148
SR ARSI E 4,013 2,064
Com_monstock ......... e v sam Al AR
Retained earnings............. Sbmcns B s ey 675 38
R A 3,265 1,672
Less notes receivable from shareholders.......ooeeev - 3,940 1,710
Total shareholders' equity ......-- iR TR NN - -
....... reevesaas 3.401 1,710
—l
37414  $3774
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To Our Shareholders

Condensed Statement of Income (Unaudited)

1 am pleased to report that ASK had an excellent third =
Quarter ended

quarter of fiscal 1983. Revenue increased 65 percent to
$9,903.000 from $6,000,000 for the third quarter of fiscal

(in thousands, except per share data)

March 31,

Nine months ended
March 31,

1982, Net i;tmmp increased 48 percent to $937,000 or 8,17 1983 1982 1983 1982
per share from $631,000 or §.12 per share. Net income as 4 G — : T
percentage of revenue continued near our targeted 10 1(\.1"[ S ntlt = $9,903 $6,000 $24.413 $16.008
: e e S e .ost and expenses
percent goal, though somewhat less due to a lower gross e )
margin. As indicated in my report for the first quarter, the e R SEYEIIE 5,454 3,138 12,382 8.557
ratio of software to hardware in turnkey systems can P m'f-l"c( development =5 ’ T77 440 2,024 1196
fluctuate from quarter to quarter. The software ratio was Selling, general and administrative 2,422 1,633 6,779 £ 054
lower than average this quarter, primarily due to larger _ Towl cost and expenses 8,653 5.211 21.185 13 807
hardware systems. Operating income 1,250 789 3238 330
Revenue for the first nine months of fiscal 1983 increased Other income 365 379 ‘1’131 4 1
53 percent to $24,413.000 from $16,008,000 for the first Income before income taxes 1,615 1.168 = 359 — 20
nine months of last year. Net income increased 53 percent to Provision for income taxes 678 537 1.8 58 2,9¢ _’ 1
$2.501,000 or $.48 per share as compared with $1,632,000 Net income $§ 937 § 631 § 2'5.01 _ 1,359
or $.34 per share for the same nine month period last year. Earnings per share f‘_:l-? 5 ‘l > $ 2 e :T 1,632
On March 17, 1983, ASK announced its intention to acquire Tl L et o : . = = SL TS - X 34
Software Dimensions, a privately held Sacramento, California Weighted average shares outstanding 3,352 5,043 5,232 4,748

company which specializes in developing and marketing

microcomputer-based business application software for Apple,

Condensed Balance Sheet (Unaudited)

(in thousands)

March 31,

(P/M-compatible and IBM personal computers, It is antic-
ipated lhall the merger will be completed before the end of Assets 1983 1982
this fiscal year and that approximately 400,000 shares of Cash and short term investments
ASK common stock will be issued in 4 “pooling of interest” Accounts receivable $18,973 $11,749
transaction. As a result of this planned merger, ASK will be Other 7,769 4.580
able to address the large market of small businesses with Total current assets 1,309 —
Software Dimensions” “Accounting Plus” software. Itis Net property and equipment 28,051 16.329
estimated that the current market for small business account- ) 6,8_1'? 1 889
ing software is over $1 billion. Liabilities and Shareholders’ Equity 34868 Si8218
A payroll product was introduced kast month as the latest Accounts payable - '
addition to ASK's MANMAN" product family. This product Accrued liabilities $ 2484 5 1637
operates on both the HP3000 and DEC VAX minicomputers. Customer deposits 2,284 1,687
In addition, ASK u.unplt'ml the purchase “f_“.tT”.‘I_‘h“F‘ : Income taxes payable 495 267
complex adjacent to its corporate headquarters. This facility Deferred income taxes 989 e
will ummmf@ute [hg mmpany':s p'lann‘rtl gm\rwll.:’ f.ttl' the "_f'“ Current portion of |Ur:ig Sorin debe 920 220
several years, The cost of the building complex was approx Total current liabilities 11
imately $3.000,000, including the assumption of a §1,000,000 labiiues 383 —(
mortgage. iy Long term debt t 4,909
We are committed to maintaining our leadership position | 994 s
with innovative product development, comprehensive (,um.mon stock
customer support, and aggressive marketing. We feel we are Retained earnings 19,531 9,433
well positioned with an excellent team to maintain our ) 7.618 4411
growth trend into fiscal 1984, and expect to benefit from Less notes receivable from shareholders 27.149 13.844
improvement in the general economic picture in the Total shareholders’ equity 458 525
coming year. 26,691 13 3( 9
— - $34,868 §i8.018

SRt

Sandra L. Kurtzig, President
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The MANMAN

[nformation Systems

MANMAN/MFG
Inventory Control

Bill of Materials/
Engineering Design
Work-in-Process

Shop Floor Gontrol
Gost Accounting
Purchasing

Material Requirements
Planning

Capacity Requirements
Planning

Resource Requirements
Planning

Master Production
Scheduling

MANMAN/OMAR
Sales Order Entry
Shipping/Invoicing
Accounts Receivable
Cash Receipts

Sales Analysis

Sales Order Entry
Shipping/Invoicing
Accounts Receivable
Cash Receipts

Sales Analysis
Inventory Control
Purchasing

Cost Accounting
Master Production
Scheduling

MANMAN/AP
Voucher Processing
Cash Disbursements
Controls and Analysis

MANMAN/GL
Financial Statements
Journal Processing
General Ledger and
Budget Maintenance

MANMAN/FA

Fixed Assets Tracking
Expense Reporting
Depreciation Processing

MANMAN/PLANMAN
Finandal Modeling

MANMAN/
SERVICEMAN
service Contract
Maintenance
Job Reporting
Material Requ

1oning

MANMAN/GRAFMAN
Integrated Business
Graphics
MANMAN/QUIZ
General Purpose
Report Writer

Locations

Headquarters
730 Distel Drive

Los Altos, California 94022

(415) 9694442

Eastern Region
6800 Jericho Tur
Suite 208W
Syosset, New York 1791
(510) 921- 3660

Westport, Connecticut
Hockessin, Delaware
Fort Lauderdale, Florida
Dunwoddy, Georgia
Bedford, Massachusetts
Columbia, Maryland

ke

Midwest Region

907 North Elm Street
Hinsclale, inois 60521
(312) 325-8816
Indianapolis, Indiana
Edini, Minnesota

ASK Computer Systems Inc.

=30 Distel Drive,
Los Altos, California 94022
Ca15) 9694442

00 ASK Computer Systems, Inc., 1982

Northwest Region

730 Distel Drive

Los Altos, California 94022
(415) 969-3442

Denver, Colorado
Beaverton, Oregon

Southwest Region

1940 West Orangewood Avenue
Suite 202

Orange, California 92668

(T14) 978-9161

Los Angeles, California

San Diego, California
Woadland Hills, California
Houston, Texas

Richardson, Texas

Printed in /5 4

ASK Computer Systems Inc.
First Quarterly Report for the
Period Ended September 30, 1982
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\SK Com
1983 incr
the

iil!'.t\lll'q' 1] report
PUter Systems. Rey
cased 329 1o 86,508

another pogy Quarter for

e |.Jrnn|g-.
S Netincome dye g
ares butstanding over th
dresult of ogy initial [lllh|ll‘l“h‘l‘|lll,' A year ago
:\. Lincome gs g pereentage of net pey t'1|l;tl‘ was
112 which was higher than our targeted Jon Il )
dvery lavorable BTOSS margin of § 1% fi r “]l'l‘l‘l'l]E:l' %
This high RIOSS margin resulted from three I:ul'h;r\tr
and is not hecessarily indicative of a tontinuing ||ﬁ~nd
Mhe factors are a higher than usual ratio of :ml'i\\-lr{- .
10 hardware in turnkey systems, less add-on hard.
ware purchases as 4 percentage of net revenue, angd
higher than usual foreign softw are license fws-‘
ASK continues to have no long or short l{’rlilll]l'IYI
We have over $11 000,000 in cash and short term

Investments ang o is a favorable 3 5.
ur excellent products. strong financial position
and aggressive sales eforts have put ASK in a good

PMosition o continue Lo Increase our market .\h;lrl' in

Spite ol a difficult economic climate, We now have
over 90 sales marketing, education, and customer
Mapport personnel in 19 direct sales offices in the
United States. We have expanded our customer
g toinclude a series of ten courses

During the quarter, we announced and started
ustomer deliveries of our SERV ICEMAN™
MEnagement product. This
Information System provides contract maintenance
and held service job reporting, costing, and service
history. SERVICEMAN is targeted for companies that
offer warranty repairs and regularly scheduled main-
tenance covered under service contracts

Fam very pleased to report that James M

anion has
been promoted to Vice President of Eastern Opera-

uons. Since 1978, Jim has been ASK's Eastern Region
Sales Manager

Per share diq
421% incregse
€ prior year a5

I aver _“:.- \l!

| our current ¢

ain-

" field servige
addition o our MANMAN®

October 1, 1982 marks one year that ASK has been
4 public company. It has been a very good year for
\SK. We thank our employees, customers, and share-
holders for their enthusiastic and loyal support.

Sty

Sandra L. Kurtzig, President

Condensed Statement of Income (Unaudited)

(In thousands, except per shure data)

Net revenue
Cost and expensces
Cost of revenue
Product development o) :
Selling, general and administrative
Total cost and expenses
Operating income
Other income
Income before income taxes
Provision for income taxes
Ne¢t income
Earnings per share ‘
Weighted average shares outstanding

Condensed Balance Sheet (Unaudited)
(In thousands)

Assets 1 . ,
Cash and short term investments
Accounts receivable

Total current assets
Net property and equipment

Liabilities and Shareholders’ Equity
Accounts payable
Accruced liabilities
Customer deposits
Income taxes payable
Deferred income taxes
Total current liabilities
Common stock
Retained earnings

Less notes receivable from sharcholders
Total shareholders’ equity

1982
$ 6,508

2,977
544
2,076
5,597
911
390
1,301
570

$§ 731
T
5,041

September 30,

1982

$11,790
5,191
16,981
2,792
$19,773

$ 1,419
1.307
436
837
900
4,899
9,506
5,847
15,353
479
14,874
$19.773

Quarter ended
Scplt'lllh‘-"' _%”.

1981

$4.916

2.634
516
1.148
1,098
818
49

867
382

$ 485
S

1,159

1981

§1.156
5,138
0,294
1,120
$7.414

3,940
539
3,401
$7,.414
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THE MANMAN

MANMAN/MFG
Manufacturing
Management
MANMAN/OMAR

Order Management and
Account Receivable
MANMAN/OMAR PLUS
OMAR plus Finished Goods
Inventory and Purchasing
MANMAN/AP

Accounts Payable
MANMAN/GL

General Ledger
MANMAN/FA

Fixed Assets

INFORMATION SYSTEM

MANMAN/PAY
Payroll

MANMAN/PLANSH

General Led
MANMAN/S
Field Ser
MANMAN/SH
SERVICEMANT
Goods Invep
Purchasing®
MANMAN/GRE
Integrated B
Graphics
MANMAN/QUE
Report Writd)

ACCOUNTING PLUS

Micro-based Accounting Systems

General Ledger
Accounts Receivable
Accounts Payvable
Sales Order Entry
Purchase Order

LOCATIONS

ASK Computer Systems Inc.

730 Distel Drive
Los Altos. California 94022
(415) 969-4442

Inventory Ck
Payroll
Point of Sale

Fixed Assel AgE

Mailing List}
Labels Plus™

ASK Micro
100 Blue

Folsom, Ci
(916) 722-8¢
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TO OUR SHAREHOLDERS

It is a pleasure to report another good quarter for
ASK Computer Systems. Revenue increased 76%
to $12,460,000 as compared with $7,095,000 for
the same quarter last year. Net income increased
21% 1o $991,000 or $.09 per share.

Net income for the quarter as a percentage of
revenue was 8%. This was lower than our targeted
10% due to (a) an unusually high ratio of hard-
ware, which has a lower gross margin, to software
revenue and (b) costs associated with ramping up
operations at ASK Micro.

This quarter we delivered our first MANMAN?®
financial products for Digital Equipment Corpora-
tion’s VAX minicomputers. As of September 30,
we had sold 70 MANMAN products for the VAX,
of which 11 were installed.

During the quarter, we significantly reorganized
our recently-acquired subsidiary, ASK Micro Inc.
(formerly Software Dimensions). ASK Micro of-
fers broad opportunities in markets we could not
previously address. In order to quickly take advan-
tage of these opportunities, we are enhancing the
subsidiary’s sales channels, and refocusing market-
ing and R&D strategies. Tom Lavey. executive
vice president, was also named president of ASK
Micro, and Roger Bottarini was transferred and
promoted to director of systems and programming.

In August, Robert Riopel was promoted to exec-
utive vice president of finance and administration
of ASK.

October 1, 1983 marks two years that ASK has
been a public company. During this time, our reve-
nues have grown more than threefold. This quarter
we announced a two-for-one stock split, payable
as of September 2. We thank our shareholders and
customers for their support, and especially thank
our employees for their hard work and dedication.
Our employees have made ASK the leader in its
market and a great place to work. _

One of ASK's proudest accomplishments 1s our
ability to attract and keep good people. We contin-
ually strive to provide an environment at ASK in
which all employees are treated with respect: and
encouraged to try new ways of doing things, to
express opinions and push their talents to the limit.

S dun {2579

Sandra L. Kurtzig, President

Condensed Statement of Income (Unaudited)

(in thousands, except per share data)

Net revenue
Cost and expenses
Cost of revenue
Product development
Selling. general and administrative

Total cost and expenses
Operating income
Other income

Income before income taxes
Provision for income taxes

Net income
Earnings per share

Weighted average shares outstanding

Condensed Balance Sheet (Unaudited)

(in thousands)

Assets

Cash and short term investments
Accounts receivable

Other

Total current assets
Net property and equipment

Liabilities and Shareholders® Equity
Accounts payable
Accrued liabilities
Income taxes payable
Deferred income taxes
Total current liabilities
Long term debt

Common stock
Retained earnings

Less notes receivable from shareholders
Total shareholders™ equity

1982 restated for an acquisition and two-for-one stock split.

Quarter ended
September 30,

1983
$12.460

6,739
1,116
3,286

11,141
1,319
432

1,751
760

$ 99
09
11,583

19K2
$ 7.005

30100
Hid
2 35S

6 U8Y
| UK
iux

| .40
SK2

$ 82
S 0Os

10,5351

September M),

1983

$18,776
11,568
3 1M

33,478
8416

341,894

$ 4,887
2,797
1,546
1,273

10,503
988

20,296
10,459

30,755
3s2

30,403
S41,894

Y82

S12.0758
S5.0%
510

17.619
1109

520,728

s 1.517
| 848
1.016

XK1
3,204
I'l

Y S48
Hh IRS

15.9%W)
47x
15.452

$20.728



THE MANMAN

INFORMATION SYSTEM

MANMAN/MFG
Manufacturing
Management
MANMAN/OMAR

Order Management and
Account Receivable
MANMAN/OMAR PLUS
OMAR plus Finished Goods
Inventory and Purchasing
MANMAN/AP

Accounts Payable
MANMAN/GI

General Ledger
MANMAN/FA

Fixed Assets

MANMAN/PAYROLI
|’;l}r'tlt|

MANMAN/PLANMAN
General Ledger Budgeting
MANMAN/SERVICEMAN
Field Service
MANMAN/SERVICEMAN PLUS
SERVICEMAN plus Finished
Goods Inventory and
Purchasing
MANMAN/GRAFMAN
Integrated Business
Graphics

MANMAN/QUIZ

Report Writer

ACCOUNTING PLUS

Micro-based Accounting Systems

General Ledger
Accounts Receivable
Accounts Payable
Sales Order Entry
Purchase Order

LLOCATIONS

ASK Computer Systems Inc
730 Distel Drive

Los Altos, California 94022
(415) 969-4442

Inventory Control

Payroll

Point of Sale

Fixed Asset Accounting
Mailing List Management
Labels Plus

ASK Micro Inc

100 Blue Ravine Road
Folsom, California 95630
(916) 722-8000
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TO OUR SHAREHOLD!

I am pleased to report record hi
income for ASK's fiscal 1984 secon
which ended December 31, 1983 N S
$1.906.000 or $.16 per share. a 12
over fiscal 1983 second quarter inc 100
or $.08 per share. Revenue increascs
$15,114,000 from $8,654,000 in the
last year.
Net income for the six months ended! er
31, 1983 was $2,897,000 or $.25 per
74% increase over income of 51,661
per share for the same period a yeu
for the first half of fiscal 1984 increx
$27,574,000 compared to $15,749 0.
ASK places great emphasis on < 1
cation of its customers. This quart ed
our first in a series of self-paced cd es
for MANMAN™ users. These cou
chased and used by customers at 1!
to teach their employees how to u

These self-paced courses supplen ve
series of classes offered at our 7 tr:
in the United States. This year, A5k ver

1000 classroom days of training
ASKNETZY our on-line remote pi

ice, continues to grow rapidly. There o rently
over 140 customers located throughout the United
States who access ASKNET through network tele-

communications nodes.

In November, the results of two Hewlett-Packard
International Users” Group surveys were published
which showed ASK’s MANMAN as the #1 rated
application software. Users rated ASK's MANMAN
products the highest in every major category sur-
veyed: features, case of use, reliability, perform-
ance, support, and overall satisfaction. ASK was
also rated as having the largest market share for
manufacturing application software.

We appreciate the continuing support of our
employees, customers, and shareholders. You've

made us #1.

Sty

Sandra L. Kurtzig, President

densed Statement of Income (Unaudited)

aands, except per share data)

venuc
ind expenses
st of revenue
duct development
ling. general and administrative
[otal cost and expenses
ting income
i income

before income taxes
on for income taxes

Hne
¢s per share

:d average shares outstanding

Quarter ended
December 31,
1983 1982
$15,114 $ 8,654

6,704 4,137
1,284 804
4,226 2,640
12,214 7.581
2,900 1,073
467 379
3,367 1,452
1,461 611

$ 1,906 $ 841
$ .16 $ .08
11,620 10,658

Six months ended
December 31,
1983 1982

$27,574 $15.749

13,443 1,237
2,400 1,438
7,512 4,995
23,355 13,670
4,219 2.079
899 777
5,118 2,856
2,221 1,193
$ 2,897 $ 1,663
$ .25 $ 16
11,601 10,595

cnsed Balance Sheet (Unaudited)

ands)

ind short term investments
unts receivable

lotal current assets
Net property and equipment
Other assets

Liabilities and Shareholders’ Equity
Accounts payable
Accrued liabilities
Income taxes payable
Deferred income taxes
Total current liabilities
Long term debt

Common stock
Retained earnings

Less notes receivable from shareholders
Total shareholders’ equity

December 31,
1983 1982

$19,203 $20,171

12,494 6,839
1,171 1,134
32,868 28,144
9,212 4,537
1,625 889

2,903 2,245
871 502
1.800 910
10,158 7,007
985 211
20,527 19,583
12,365 7,227
32,892 26,810
330 458
32,562 26.352




The MANMAN

[nformation Systems

MANMAN/MFG
Inventory Control
Bill of Materials/
Engineering Design
Work-in-Process
Shop Floor Control
Cost Accounting

Purchasing

Material Requirements
Planning

Capacity Requirements
Plinning

Resource Requirements
Planning

Master Production
Scheduling
MANMAN/OMAR

Sales Order Entry
Shipping/Invoicing
\ccounts Receivahle
Cash Receipts

Sales Analysis

MANMAN/OMAR
PLUS

Sales Order Entry
Shipping/Invoicing
\ccounts Receivable
Cash Receipts

Sales Analysis
Inventory Control
Purchasing

Cost Accounting

Master Production
Scheduling

MANMAN/AP
Youcher Prog
Cash |]I‘\-"|JI'~: f

Controls and A

MANMAN/GL
Financial Statey
Journal Process
General Ledger
Budget Mainten

MANMAN/FA

Fixed Assets Tra
Expense Report
Deprediation Py

MANMAN/PLA

Financial Mods
MANMAN/
SERVICEMAN
Mrvice Contract

Maintenanc
Job Reporting

Material Re quisit

MANMAN/GRAFY

Integrated Business

Graphics

MANMAN/QUIZ
General Purpose
Report Writer

Locations

Headquarters

730 Distel Drive
Los Altos, California 94022
(415) 909442

Eastern Region

6800 Jericho Turnpike
Suite 208W

avosser, New York 11791
(516) 921-3660
Westport, Connecticut
Hockessin, Delaware
Fort Lauderdale, Florida
Dunwoody, Georgia
Bedford, Massachusetts
Columbia, Maryland

Midwest Region

907 North Elm Street
Hinskale, [Hlinois 60521
(312) 3258516
Indianapolis, Indiana
Edina, Minnesota

-5-4SK

ASK Computer Systems Inc.

730 Distel Drive,
Los Altos, California 94022
(415 ) W0)-4442

1 ASK Computer Systems. Inc.. 1982

|

Northwest Region

730 Distel Drive

Los Altos, California 94022
(415) 9691442

Denver, Colorado
Beaverton, Oregon

Southwest Region

1940 West Orangewood Avenue
Suite 202

Orange, California 92668

(714) 978-9161

Los Angeles, California

Sin Diego, California
Woodland Hills, California
Houston, Texas

Richardson, Texas

Printed in U S.A

ASK Computer Systems Inc.
Second Quarterly Report for the
Period Ended December 31, 1982




To Our Shareholders

Revenue and income reached record levels during the
second quarter of fiscal 1983. Revenue increased 57% to
$8.002,000 as compared with $5,092,000 for the same
quarter last year. Net income increased 61% to $833.000 or
$.16 per share from $516,000 or 5.10 per share.

Financial results for the first half of fiscal 1983 also were
at record levels. Revenue grew to $14,510,000 and net
income 1o $1.564,000 or $.31 per share as compared with
revenue of $10,008,000 and income of SLOOLOOO or §.22 per
share for the first six months of fiscal 1982,

On December 21, we completed a public offering of
500,000 shares of common stock, netting ASK approximately
$10,000,000 in equity funds, As a result, we have more than
$19 million in cash and short-term investments. no long or
short-term debt, and a current ratio of 4.2. Approximately
$2.500,000 of this cash will be used to purchase and
improve additional facilities of approximately 32,000 square
feet adjacent to our headquarters.

In addition, a portion of our cash-on-hand will be used
1o fund our new ASK MICROMAN products. These manufac-
turing and financial management application software
products will be designed for use in conjunction with micro-
computers. No revenue is expected from these products this
fiscal year.

In November, we started customer deliveries of our
MANMAN manufacturing product for use with Digital Equip-
ment Corporation’s VAX minicomputers. The rest of the
MANMAN products will be released on the VAX during
calendar year 1983. Most of the initial sales of MANMAN
on DEC are expected to be “software-only sales™ to com-
panies that already own VAX hardware.

In October 1982, we acquired a paid-up license for payroll
and humn resource software packages that will interface
with our MANMAN products. Marketing release for the
payroll product is planned for February 1983.

1 am very pleased to announce the promotion of Thomas
Lavey to Executive Vice President and Chief Operating
Officer. Since 1978, Tom has been Vice President of Mar-
keting and Sales at ASK and has done an outstanding job
of expanding our sales and marketing organization Lo over

100 people in 19 sales offices in the U.S. James Manion,
previously Vice President of Eastern Operations, has been
promoted to Vice President of Sales.

In spite of continual economic uncertainty, we are pleased
with our first half results, We are optimistic that we can
continue our growth with the hard work, dedication and
enthusiasm we consistently receive from ASK employees,
and with the support of our customers and shareholders.

Sandu 2579

Sandra L. Kurtzig, President

Condensed Statement of Income (Unaudited)
{in thousands, except per share data)

Net revenue
Cost and expenses
Cost of revenue
Product development
Selling, general and administrative
Total cost and expenses
Operating income
Other income
Income before income taxes
Provision for income taxes
Net income
Earnings per share
Weighted average shares outsta nding

Condensed Balance Sheet (Unaudited)
{ In thousands)
Assets
Cash and short term investments
Accounts receivable
Other
Total current asscts
Net property and equipment

Liabilities and Shareholders’ Equity
Accounts payable
Accrued liabilities
Customer deposits
Income taxes payable
Deferred income taxes
Total current liabilities
Common stock
Retained earnings

Less notes receivable from shareholders
Total sharcholders’ equity

WD

December A

1982

19,850
7,057
1,440
28 347
1.169
$32.5106
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'O OUR SHAREHOLDERS

ncwnucs for the third quarter of fiscal 1988
were $37,004,000. Net income was 52,649,000
or $.20 per share. These results compare with
$25,399,000 revenue and income of $1,681,000
during the third quarter of fiscal 1987. We ended
the quarter with working capital of $35,408,000
and a current ratio of 19to L

During the quarter; ASK participated in two
important customer events—the semi-annual
MAXCIM™ Users Group Spring Symposium and
the annual MANMAN® Conference. The MAXCIM
Symposium is a three-day program of presentations,
panel discussions and question/answer sessions
which enabled ASK to share ideas and informa-
tion with 600 MAXCIM users. The MANMAN
Conference held March 14-17 in San Jose, California,
was attended by 1200 MANMAN users, The
Conference featured over 100 sessions ranging
from computer integrated manufacturing to mea-
suring manufacturing performance to MANMAN
product overviews. Our involvement in these
events is an important part of our effort to maintain
a current manufacturing market awareness as well
as a close working relationship with our customers.

ASK also announced two agreements with
Digital Equipment Corporation that will enable us
to expand our presence in the large Manufacturing
Information Systems and Computer Integrated
Manufacturing (CIM) markets in the Far East and
Japan. The Systems Cooperative Marketing Pro-
gram (SCMP) agreement establishes ASK as a
marketing partner with Digital in its Far East Region
covering Hong Kong, Taiwan, the Philippines,
Korea, Singapore, Malaysia, and Thailand. The

SCMP agreement helps both companies strengthen
their market positions through cooperative selling,
marketing, and technical exchange programs.
Similar programs are already established for the
U.S. and Canada. The second agreement appoints
Digital’s Japanese subsidiary, Nihon-Digital, as
ASKSs distributor for MANMAN Systems in Japan.
In addition to translating MANMAN into Japanese
and localizing ASK products for the Japanese
market, Nihon-Digital will sell and support both
the English and Japanese versions of MANMAN
on Digital computer systems.

Our overall business performance during the
quarter indicates that our sales and marketing
programs addressing larger manufacturing com-
panies, multi-national manufacturers, and our
installed customer base continue to improve in
their effectiveness. Also, business conditions in
our markets, both within and outside the U.S.,
seem strong. We are continuing the expansion of
our :\'lll.'.\' l‘l)TL—L' o Ci]pl[.]ll/.l: on new (lppm‘tunitit‘ﬁ
However, we continue to keep our overall oper-

ating expenses under tight control.

Somdoi ity

Sandra L Kurtzig

Chairman of the Board

(el Z%
Ronald W. Braniff

President and Chief Executive Officer

CONDENSED CONSOLIDATED STATEMENT OF INCOMI

(Unaudited)
{In thousands, except per share data)

Net revenue
Cost and expenses
Cost of revenue
Product development
Selling, general and administrative
Total cost and expenses
Operating income
Other income
Income before income taxes
Provision for income taxes
Net income

Earnings per share

Weighted average common and common equivalent
shares outstanding

CONDENSED CONSOLIDATED BALANCE SHEFE]
(Unaudited)

(In thousands)

Assets
Cash and short-term investments
Accounts receivable, net
Other
Total current assets
Capitalized software development costs, net
Property and equipment, net
Goodwill and other long-term assets, net

Liabilities and Shareholders’ Equity

Accounts payable

Accrued liabilities

Currently payable and deferred taxes
Total current liabilities

Long-term debt and obligations

Common stock

Retained earnings

Cumulative translation adjustment
Total shareholders’ equity

Quarter Ended

Nine Months Ended

March 31, March 31
1988 1987 1988 1987
§37,004 525399 §95,959 66,902
17,867 13,228 44597 32,538
3.055 2,044 8,675 6,156
12,764 5467 34,5841 22,449
33.686 23,739 88,113 61,143
3318 1,660 7.846 5.759
166 985 1,844 2,894
3,784 2,645 9,690 8,653
1,135 964 2907 3,202
$ 2649 S 1681 $ 6783 $ 5451
e emm = o L m———
g 20 % 113 $ S § A2
—_——— o= P me—
13,308 12,987 13,149 12943

March 31,
1988 1987
$ 25189 & 68,043
42,148 25,722
6,237 3,941
73,574 7,706
1,134 1,167
12,306 6,201
40,838 1,929
$127852 $107,003
$ 16559 § 11,422
12,094 7239
9513 8328
38,166 26989
2,081 939
43,707 44,241
44,232 34899
(334) (65)
87,605 79,075
$127852 $107,003
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25 Executives to Watch

SANDRA KURTZIG

In ber second tour of duty at the software company she founded, the CEO of ASK Computer
Systems puts ber reputation as one of Silicon Valley's brightest stars on the line. This time, she
must straighten out a troubled acquisition that she’s banking ou for growth in the '90s

J?' 7
X

hen Sandra L.

the usual corporate saga.

CEO: Building a $00 Mil- :
lion Company from the Ground Up :
chronicles the remarkable story of how :
Kurtzig started ASK Computer Systems :
Inc. in a spare bedroom and built it into :
a major software company before leav- :
ing in 1985 to raise her two sons. In the :
last chapter, Kurtzig makes a dramatic :
1989 return to rescue her corporate :

brainchild from a slump.

But CEO ends too soon. Last year, :
Kurtzig embarked on a bet-the-farm :
strategy that could make or break her :
second go-round at ASK. Her $112 mil- :
| lion acquisition, Ingres Corp., a data- :
base software maker drew her into a :
nasty proxy fight. Although Kurtzig, in :
the end, won the battle handily, the 44- :
yearold CEO now has to make the ac- : |
quisition work. “The challenge is formi- :
Brosseau, an : §
analyst at Cowen & Co. in Boston. “Her :
return will be judged on how well she : |

dable,"” Andrew

Says

pulls this off."”

Ingres and ASK aren't an easy fit. : §
ASK's manufacturing software business :
and Ingres' data-base business are dis- :
tinetly different. What's more, Kurtzig
will have to repair Ingres, which was :
losing money and suffering from poor :
marketing and financial controls in a :
cutthroat data-base market. Meanwhile, :
the recession is hurting demand for ;
ASK's software, which helps manufac- :
turers run inventory, accounting, pur- :
chasing, and other operations. Brosseau :
expects ASK to earn only 15¢ to 20¢ a :
share on £330 million in revenue for this ;
fiscal vear ending June 30. That com- :
pares with 87¢ a share on 3208 million in :

sales the previous year.

After the takeover, Kurtzig immedi :
ately laid off 12% of the combined work :
force, which helped save $15 million a : §
year. Dumping Ingres' top management, :
she formed her own team of three exec- :

Kurtzig's :
autobiography hits book- :
stores in May, it won't be :

\

]

utive vice-presidents to run the com- :
. gres deal. The payoff will come mostly

bined company. For now, she's keeping

Ingres’ headquarters in Alameda, across |
: San Francisco Bay from her Silicon Val- :
ley headquarters, and she spends two
days a week there. To encourage “‘bond- :
ing”" between the two groups, the de- :
manding but personable Kurtzig distrib- :
uted T-shirts to Ingres employees that :
said: “ASK for Ingres.” And she was :
tickled when an Ingres engineer showed :
! new generation of ASK software, due
: out in the next few years, is based on

up at the company Halloween bash in
drag—dressed as Kurtzig.

Much of her success hinges on ex- :
tracting marketing advantages from the :
Ingres deal. For example, she'll try to :
exploit new relationships with Hewlett- :
Packard Co. and General Motors' Elec- :
tronic Data Systems, to which she sold :

30% of ASK in order to finance the In-

through EDS Computer Services, which
puts together large networks of comput-
ers and software for the nation’s largest
corporations,

Kurtzig also needs to keep up with
new technology. As computing shifts to
goftware that can run on any brand of
personal computer or workstation, ASK
must rewrite virtually all its product. A

Ingres’ nonproprietary data-base tech-
nology. “Ingres is pivotal to our riding
the wave of the '90s,” Kurtzig declares.
With any luck, she can write about it in
a second installment of CEO.

By Maria Shao in Mountain View, Calif.

THE 1991 BUSINESS WEEK 1000

PHOTOGRAPH BY ANDY FREEBERG




Franklin has a tax-free
und for every American:

B You can earn income free from federal
income tax with the Franklin Federal Tax-Free
Income Fund, the Franklin Insured Tax-Free
Income Fund, or the Franklin High Yield Tax-
Free Income Fund.

B You can earn income free from federal and
state personal income taxes with a Franklin
state tax-free fund.

. You can earn income free from federal and
state personal income taxes with the Franklin
Puerto Rico Tax-Free Income Fund.

Every Franklin tax-free fund offers you monthly
income dividends, high current tax-free income,}
and professional management.

*For investors subject to the alternative minimum tax, a
small portion of the income may be subject to federal and
state alternative minimum tax. Investment return and

principal value will fluctuate with market conditions.

To find out how you can invest tax-free, talk to
your financial advisor or call Franklin today:

1-800-342-FUND Ext.714

Franklin Distributors, Inc. BWK9I
777 Mariners Island Blvd. 714
San Mateo, CA 94404-1585

Yes! 1 would like details on earning tax-free income. Please send
me a free prospectus containing more complete information,
including charges and expenses on the Franklin fund(s) I have
indicated below. I will read it carefully before I invest or send money.

[J The Franklin fund for my state:

(Please write in the name of your state.)

O Franklin Federal Tax-Free Income Fund

O Franklin Insured Tax-Free Income Fund

[J Franklin High Yield Tax-Free Income Fund
O Franklin Puerto Rico Tax-Free Income Fund

O 1am currently a Franklin shareholder.

Address

City/ State/ Zip

FRANKLIN

Member $45 Billion Franklin Group of Funds




Special Equities

-D-ASK

ASK COMPUTER SYSTEMS, INC.

1,350,000 SHARES
COMMON STOCK

MANAGING UNDERWRITER
LF. ROTHSCHILD, UNTERBERG, TOWBIN

. OFFERING INFORMATION
T e o e T ok O T S e W ST e e T e S RS H R . 2T $10 to $13 per share
EXpactad OHornD DRtEL 58, L s it i b s B it ferba s S b PATE Late September
Shares to be Sold by:

i B ey ooy | T I O O PENr e I (G SRS el 2 750,000

Seliing ShareNOIas. . .ot cit st ioaimin oiieiaieis s aiarelsiereminiale s feles ot 600,000

EVETRNIORIVIONT - o 57 5w o on e (58 et = (o Colasate 1o ot a takmbvaT e laal il 51| mev o oo o e A 135,000
Shares to be Outstanding:

MBI 500k i i eaia el o d o gt s e il e e (5 Al e e i e i A g TR 4,908,326

MBI < o e s sel e dtarsin o S L e L P O /IS D P 5,043,326

B e M e e e P 3 (R g s et s e ol S e P i ey None

Proposad, NASDAL SYMDOL: . -5 7 sive s w65 STevi Sve s 5/ 5msoe 0d) 525 arels sl e e s ASKI

U007 INOCOOME. Ik ot o o L o e i AT e i For working capital and

computer equipment

INTERNAL CONTACTS

COIPOrate FINANGH. » . o.cvr i« s0inisim winmisiaie aiois missies 3ie.0 08 Thomas |. Unterberg, Ext. 3302

....................................... Alan Herzig, Ext. 3074

...................................... Shelley Floyd, Ext. 3106

T SR ek ST L L G, B o’ iy T SR s e Ray Bosso, Ext. 2523

INVESTMENT CONCEPT
. Participation in a rapidly growing company whose computer systems help increase

the productivity and profitability of manufacturing companies.

CONFIDENTIAL: For Internal Use Only




THE COMPANY

ASK develops and markets computer systems consisting of proprietary software licensed in con-
junction with purchased minicomputer hardware. The product is a complete system solution used in im-
proving the productivity and financial management of manufacturing companies. ASK’s system con-
sists of four major software products, marketed under the trademark MANMAN, and a complementary
integrated business graphics product. In addition to being available as part of a turnkey system, these
software products may be licensed separately or used through ASK's on-line remote processing service.
At present, there are roughly 400 ASK products licensed for use in 200 manufacturing companies in the

U.S. and abroad.

FINANCIAL SUMMARY
(000's)
Years Ended June 30,
1977 1978 1979 1980 1981
NETTBVBNI. <o ars s wmata s St 5 a0a 05 $301 $469 $2,775 $8,326 $13,000
N INCome (lOBE) 1. i i s Ve o s s 28 (5) 237 995 1,491
Eamingspershare .................... $.01 — $.06 $.27 $.38
PRODUCT

ASK's software products, marketed under the MANMAN Trademark, are designed to improve prod-
uctivity by supplying timely information for management of engineering, operations, marketing and
financial areas of a manufacturing company.

All ASK's product applications are presented in a user-friendly, menu-oriented, question and answer
format. The systems are easy to use and do not require data processing personnel for implementation.
They take only two to four days to install.

ASK produces several application modules which may be licensed separately or as a complete
package. They are:

* Manufacturing management

* Order management and accounts receivable
* Accounts payable

* General ledger

* Business graphics (marketed as GRAFMAN)

The function§ performed are diverse, including: inventory control, production scheduling, materials
planning, purchasing, sales order entry, sales analysis, accounts payable, and budgeting.

Typically, a manufacturing company will have between 10-60 video display terminals on-line and

interacting at workstations throughout the plant, allowing all personnel to have easy and simultaneous
access to the computer.

The ASK system can be licensed separately or as part of a turnkey system on the HP 3000 minicom-
puter. In fiscal 1982, ASK will also offer its software on the DEC VAX 32-bit computer.

CONFIDENTIAL: For Internal Use Only
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ASK's software products license tees range from $8,500 to $50,000 and the complete turnkey
system ranges from $110,000 to $300,000.

ASK also offers its software product through an on-line remote processing service. The service is
useful as a marketing vehicle to attract customers for the complete turnkey system and is growing rap-
idly as an independent profit center.

MARKETS/CUSTOMERS

ASK's systems are specifically targeted at companies that manufacture multipart products, as
these systems are useful to manufacturing companies across a broad spectrum of industries. ASK sells
to smaller, rapidly growing companies such as Tandon, NBI, Micropolis, and MICOM, as well as divisions
of Fortune 500 Companies, such as G.M., FMC, Westinghouse, Hughes, Rockwell and Foxboro. ASK's
remote processing customers include Seagate, Econics, Automatix, Convergent Technology, and
Memorex.

PRODUCT DEVELOPMENT
ASK's current product development effort is three-fold:
= to modify software to operate on a wider variety of hardware, such as the DEC VAX,
* to enhance and modify existing software and to develop complimentary products.

* to develop or acquire new products.

ASK recognizes that its product development accomplishments will be vital to its future. ASK's
long-term objective is to spend approximately 9% of revenues on product development.

SALES POINTS

With high interest rates and operating costs, declining productivity and profitability are key prob-
lems of manufacturing companies today.

* ASKI “turnkey” systems increase productivity by allowing companies to minimize inventory and
therefore reduce operating and carrying costs.

* ASKI addresses a multi-billion dollar market and is building a strong sales force to take advantage
of this opportunity.

* ASKI's marketing strategy has been to offer a “turnkey” system that combines the company’s pro-
prietary software with hardware from Hewlett-Packard and beginning in 1982, Digital Equipment.



COMMONLY ASKED QUESTIONS

What is the payback for buyers of an ASK system?

While payback varies from company to company, an ASK system generally pays for itself within one
year. As an example, one client, whose sales increased 33% during the first year following purchase of
an ASK system, (for reasons not attributable to ASK), reduced inventory by 38%, cut part shortages in
half, and virtually eliminated late deliveries, while saving $300,000 annually in the costs of recording and

carrying inventory.

Who is ASK’s competition?

ASK offers a unique combination of quality hardware and software, with which few companies can
directly compete. Their main competitors are usually hardware manufacturers such as IBM and Hewlett-
Packard. Software companies such as COMSERV and NCA also offer products for this market.

How did manufacturing companies manage their business before ASK?

Before ASK offered its comprehensive solution, companies had two alternatives. Some chose to
keep cumbersome manual systems, entailing inefficient investments in inventory and personnel. Others
attempted to computerize and purchased expensive custom systems. These systems often caused
costly delays in development, installation and maintenance, as well as requiring a full-time systems
engineer for on-going maintenance and enhancements.




. INFORMATION MEETINGS SCHEDULE

In conjunction with this offering, a series of information meetings have been scheduled for our
sales representatives and institutional clients. Representing the company will be: Sandra L. Kurtzig,
President; Thomas C. Lavey, Vice President—Marketing and Sales; and Robert J. Riopel, Vice President
] —Finance and Administration.

The schedule of information meetings is as follows:

Europe
Wednesday, September 9th
GENEVA 12:00 p.m. Luncheon/Information Meeting
Location to be arranged.
ZURICH 5:00 p.m. Information Meeting/with Cocktails to follow
Baur au Lac

1 Talstrasse

Thursday, September 10th

PARIS 12:00 p.m. Luncheon/Information Meeting
. Location to be arranged.

Friday, September 11th

LONDON 12:00 p.m. Luncheon/Information Meeting
Barber Surgeons Hall
Montwell Square

All Europe RSVPs to Lucille D'Alisa, ext. 2691

Domestic

Monday, September 14th

BOSTON 12:00 p.m. Luncheon/Information Meeting
Locke Obers—Ober Room
Three & Four Winter Place

RSVPs to Monika Corneille, ext. 112




Tuesday, September 15th

NEW YORK

Wednesday, September 16th

MINNEAPOLIS

CHICAGO

Thursday, September 17th

DENVER

Friday, September 18th

LOS ANGELES

SAN FRANCISCO

7:45 a.m. Breakfast/Information Meeting
&

12:00 p.m. Luncheon/Information Meeting

Harmonie Club—Harmonie Room

4 East 60th Street

4:00 p.m. Due Diligence Meeting
&
4:15 p.m. Information Meeting
LFRUT—55 Water Street
Main Conference Room—3rd Floor

All NYC RSVPs to Yvonne Arroyo, ext. 2643/3307

7:30 a.m. Breakfast/Information Meeting
The Marquette Hotel—Sister Elizabeth Kenny Room
710 Marquette Avenue

RSVPs to Tony Scott, ext. 274

12:00 p.m. Luncheon/Information Meeting ._)
Metropolitan Club—Room 66-11

Sears Tower

RSVPs to Yvette La Frenere, ext. 338

12:00 p.m. Luncheon/Information Meeting
University Club of Denver—President Room
1673 Sherman Street

RSVPs to Tony Scott, ext. 274

8:00 a.m. Breakfast/Information Meeting
The University Club—Long Beach Room
640 West 6th Street

12:30 p.m. Luncheon/Information Meeting
The Bohemian Club—Red & Owl Rooms
624 Taylor Street

LA & SF RSVPs to Melissa Montgomery, ext. 8141
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This summary is not an offer to sell nor a solicitation of an offer to buy an interest in this issue. An offer can onl
be made by the prospectus. This document is a summary only, and does not purport to be complete and is
subject to change.
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PROSPECTUS

D.ASK

ASK COMPUTER SYSTEMS, INC.

1,350,000 SHARES
COMMON STOCK

Of the shares offered hereby, the Underwriters are acquiring 750,000 shares from the
Company and 600,000 shares from the Selling Shareholders. See "Principal and Selling
Shareholders”.

Prior to this offering there has been no public market for the Common Stock of the
Company. See "Underwriting — Pricing of the Offering” with respect to the method of deter-
mining the initial public offering price.

THESE SECURITIES HAVE NOT BEEN APPROVED OR DISAPPROVED BY THE SECURITIES AND EXCHANGE
COMMISSION NOR HAS THE COMMISSION PASSED UPON THE ACCURACY OR ADEQUACY OF
THIS PROSPECTUS. ANY REPRESENTATION TO THE CONTRARY IS A CRIMINAL OFFENSE.

Price Underwriting Proceeds Proceeds
fo Discounts and to to Selling
Public Commissions (1) Company (2) Shareholders (2)
P NI |8 Rosco: scmito:hde sbyatocp s eia o inre o $11.00 $.77 $10.23 $10.23
Total (3)
T R e R s NP $14,850,000 | $1,039.500 $7.672,500 $6,138,000
e e e S $16,335,000 | $1.143.450 $9.053,550 $6,138.000

(1) See “Underwriting”
(2) Before deducting expenses payable by the Company estimated at $256,000 ($.34
per share assuming the over-allotment option is not exercised) and expenses payable
by the Selling Shareholders estimated at $13,000 (5.02 per share).

(3)

The Company has granted the Underwriters an eight-day option to purchase up to

135,000 additional shares to cover over-allotments, if any See “Underwriting”. In the
foregoing table, the minimum amounts assume that the option will not be exercised
and the maximum amounts assume that the option will be exercised in full.

The shares of Common Stock are offered by the Underwriters subject to receipt and
accepftance of such shares by them. The Underwriters reserve the right to reject any order
in whole or in part. It is expected that delivery of the certificates for the shares will be made
against payment therefor on or about October 8, 1981.

LE ROTHSCHILD, UNTERBERG, TOWBIN

The date of this Prospectus Is October 1, 1981




Until December 30, 1981 (90 days after the date of this Prospectus), all dealers effecting
transactions in the Common Stock, whether or not participating in this distribution, may be required
to deliver a Prospectus, This delivery requirement is in addition to the obligation of dealers to deliver
a Prospectus when acting as underwriters and with respect to their unsold allotments or subscriptions.
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No dealer, salesperson or other person has been authorized to give any information or to make
any representation not contained in this Prospectus in connection with the offer made hereby. If
given or made, such information or representation must not be relied upon as having been autho-
rized by the Company, any Selling Shareholder or any Underwriter, This Prospectus does not con-
stitute an offer of any securities other than the Common Stock to which it relates or an offer to any
person in any jurisdiction where such an offer would be unlawful. Neither delivery of this Prospectus
nor any sale made hereunder shall under any circumstances create an implication that information
contained herein is correct as of any time subsequent to the date hereof.

IN CONNECTION WITH THIS OFFERING, THE UNDERWRITERS MAY OVER-ALLOT
OR EFFECT TRANSACTIONS WHICH STABILIZE OR MAINTAIN THE MARKET PRICE OF
THE COMMON STOCK OF THE COMPANY AT A LEVEL ABOVE THAT WHICH MIGHT
OTHERWISE PREVAIL IN THE OPEN MARKET., SUCH STABILIZING, IF COMMENCED,
MAY BE DISCONTINUED AT ANY TIME.
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PROSPECTUS SUMMARY

This summary is qualified in its entirety by the more detailed information and consolidated
financial statements appearing elsewhere in this Prospectus.

The Company

ASK Computer Systems, Inc. designs, produces, and markets turnkey computer systems
consisting of &e Company’s manufacturing and financial management proprietary software
licensed in conjunction with purchased computer hardware. These systems are used in man-
aging and increasing the productivity of manufacturing companies. The Company’s comgre-
hensive MANMAN® Information System encompasses four major software products and a
complementary integrated business graphics product. In addition to being available as part of
a turnkey system, these products may be licensed separately or used by the customer through the
Company's on-line remote processing service. There are more than 400 of the Company’s
manufacturing and financial management software products licensed for use at approxima.tely
200 manufacturing companies, The Company’s products are marketed to end users in the United
States primarily through its own direct sales and support staff operating out of 16 branch
offices and in Europe through foreign distributors.

The Offering

Minimum Maximum(1)
Shares to be sold by the Company ... . ... ...... .. ... ... 750,000 885,000
Shares to be sold by the Selling Shareholders . ... . . ... bt 5 600,000 600,000
Shares to be outstanding after the offering . . ... sienre e d.908:3268 5,043,326
Use of Proceeds R r— : 41e For working capital and capi-

tal equipment

NASDAQ symbol Satt A ASKI

Selected Consolidated Financial Information
(In thousands except per share data)

Years Ended June 30,
1977 1978 1979 1980 1981
Income Statement Data:
Netrevenue .............. sy $301 $469 82,775 $5,326 $13,000
Income (loss) before income taxes. 38 (5) 444 1,988 2,707
Net income (loss) ........ s S 28 (5) 237 995 1,491
Earnings (loss) per share .. . . . $.01 — $.06 $.27 $.38
Weighted average number of shares
outstanding k.. s et e i 3,750 3,750 3,750 3,751 3,965
June 30, 1981
June 30, As
1980 Actual Adjusted(2)
Balance Sheet Data:
Working capital .. : v i 1/ 81086 $2,051 $ 9,468
Total assets . . e 3,566 6,771 14,188
Total debt skt s D A R R None None None
Retained earnings .............. ..... 1288 2,779 2,779
Shareholders’ equity ! sent. o ]300 2916 10,333

(1) Assumes exercise in full of the Underwriters’ over-allotment option.

(2) Adjusted to reflect use of proceeds by the Company, assuming no exercise of the Under-
writers’ over-allotment option. See “Use of Proceeds”.




THE COMPANY

ASK markets tursmikey systems consisting of the Company’s manufacturing and financial manage-
ment proprietary sofgware integrated with purchased computer hardware. These systems are used
in improving the productivity of manufacturing companies by helping management to optimize inven-
tory, reduce operating €xpense and improve customer service. The Company’s complete manufacturing
information system consists of four major products which are marketed under the registered trade-
mark MANMAN®. These software products are used primarily on Hewlett-Packard Company’s HP
3000 Series minicompuaters and are licensed in conjunction with this equipment as a turnkey system
or licensed separately to existing HP minicomputer users. In December 1980, ASK commenced
offering its MANMAMN Information System as an on-line remote processing service. The Company
also provides various support services for its software products such as software enhancements,
documentation updates, installation services, customer education, and technical support. In June
1981, the Company introduced its integrated business graphics product consisting of software devel-
oped by the Company and a purchased plotter and display terminal with auxiliary software. This
product, marketed under the GRAFMAN™ name, allows MANMAN Information System data and
reports to be displayed in graphic form. The Company presently has under development a turmkey
system utilizing the MANMAN Information System in conjunction with Digital Equipment Corpora-
tion’s newest generation VAX 32-bit computers, which ASK expects to be marketing in 1952 in addition

to its HP 3000 based turnkey system.

ASK markets its products through its domestic direct sales force and through foreign distrib-
utors to a wide variety Of end users, primarily manufacturing companies which assemble or fabricate
multi-piece products. While the Company’s software products range in price (license fees) from
$8.500 to $50,000, a complete turnkey system typically ranges in selling price from $125000 to
$300,000. There are more than 400 MANMAN products licensed for use worldwide at approximately

200 manufacturing companies.

The Company was incorporated in California in 1974. At August 31, 1981, ASK had 104 employees.
Sandra L. Kurtzig, the President and founder of the Company, will beneficially own appmxim;ucly
63% of the Company's outstanding Common Stock after the offering made hereby. The Company’s
principal offices are located approximately 45 miles south of San Francisco at 730 Distel Drive, Los
Altos, California 94022, and its telephone number at that location is (415) 969-4442. The éom-
pany’s Standard Industrial Classification (SIC) Code is 7399. Unless the context oth;ernﬁse indi-
cates, all references in this Prospectus to “ASK” or the “Company” include ASK Computer Sys-
tems, Inc. and its subsidiaries.

USE OF PROCEEDS

The purpose of the offering is to increase the Company’s equi i

anticipated growth of its business. Of the net proceeds topthz Coe;lapatfuy?aepsl:i?:!\a?:sdet:o bem%p::;;}(;;
(or $8,797550 if the Underwriters’ over-allotment option is exercised in full), a m:;ima‘tel

$1,600,000 will be used during fiscal 1982 and 1983 to finance the cost of addilion;] o rty a.ng
equipment to expand the Company’s on-line remote processing service and facilities nn;) r&?balance
will be used to provide additional working capital to finance anticipated higher ‘l.ew.-ls of accounts
receivable. In addition, a portion of such proceeds may be used for possible future acquisitions of
companies or software products complementary to ASK’s business; however. no such a c?;isil'ions re
currently being negotiated, and there is no assurance that any such ac;:]uicitions :n('lll be :l

Pending such uses, the net proceeds will be invested in short-term interest bear'ing securities e

The Company will not receive any proceeds from the sale of
Selling Shareholders. e of shares of Common Stock by the

i |
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DIVIDEND POLICY

The Company has not paid cash dividends on its Common Stock since inception, and its Board
of Directors presently intends to reinvest the Company’s earnings in its business. Accordingly, it
is anticipated that no cash dividends will be paid to holders of Common Stock in the foreseeable future.

CAPITALIZATION

The following table sets forth the capitalization of the Company at June 30, 1981, and as
adjusted to give effect to the sale of 750,000 shares of Common Stock offered hereby for the account

of the Company:

Outstanding As Adjusted
TOAL AT . | <o o e e s i s s el et v aiie e e biel None None
Shareholders” equity:

Common Stock, 20,000,000 shares authorized; 4,159,139
shares outstanding; 4,909,139 shares outstanding as ad-

Yoboct( 1) 1. AoBeae. DRI 0 L 2 JINFIRTRS civaa . § 676,748 $ 8,093,248

Retained eRTnInES i i v s e i s e et e s ikl 2,778,806 2,778,806

$3,455,554 $10,872,054

Less notes receivable from shareholders(2) ... ......... 539,283 539,283

$2,916,271 $10,332,771

(1) Excludes 242461 shares reserved for issuance pursuant to options granted under the Company’s
Employee Stock Option Plan, 150,000 shares reserved for issuance pursuant to the Company’s
Employee Stock Purchase Plan and 23,400 shares reserved for issuance pursuant to the Company’s
Restricted Stock Purchase Plan. See “Management—Employee Stock Option Plan—Restricted
Stock Purchase Plan—Employee Stock Purchase Plan” and Note 3 of Notes to Consolidated
Financial Statements.

(2) See Note 3 of Notes to Consolidated Financial Statements.

See “Business—Properties” and Note 4 of Notes to Consolidated Financial Statements for infor-
mation concerning the obligations under leases.

DILUTION

The net book value of the Company as of June 30, 1981 was $2,916271, or $.70 per share.
Without taking into account any changes in such net book value after that date, other than those
resulting from the sale of the 750,000 shares of Common Stock offered by the Company hereby,
the pro forma net book value of the Company at that date would have been $10,332,771, or
$2.10 per share, representing an immediate increase in net book value of $1.40 per share to present
shareholders and an immediate dilution of $8.90 per share to new investors. “Dilution” means the
difference between the public offering price and the pro forma net book value per share after giving
effect to the offering. The following table illustrates the resulting dilution with respect to the shares
of Common Stock offered hereby:

Public offering price pershare ... . ... .. ............... $11.00
Net book value per share before offering(1) ............. $.70
Increase per share attributable to new investors ... ....... $140
Pro forma net book value per share after offering(1) ..... .. $ 210
Dilution of book value per share to new investors . ..... ... $ 8.90

(1) Determined by dividing the number of shares of Common Stock outstanding into the net worth
of the Company, Net worth consists of assets less liabilities.
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The following table summarizes, as of June 30, 1951, the difference between the existing share-
holders and the new investors with respect to the number of shares purchased from the .Company,
the total consideration paid and the average price per share paid, assuming no exercise of the
Underwriters” over-allotment option:

A

Parntage = e o

Shares of T Paid to Consideration Per

Purchased Shares Company Paid Share

Existing shareholders:
Shargs being retained 3,559,139(1) 72.5% 8 579,120(2) 6.5% $ .16
Shares being sold ... 600,000(1) 12.2(3) 97,628(2) 1.1 .16
New investors . ....... 750,000(4) 15.3(3) 8,250,000 924 11.00
Total oy et 4,909,139 100.0% 88,928|748 100.09%

(1) Of the 4,159,139 shares previously purchased by existing shareholders, 3,750,000 shares have
been outstanding for more than five years.

(2) Based on the average price paid to the Company for the 4,159,139 shares previously purchased
by existing shareholders.

(3) Upon completion of the offering, 27.5% of the Company’s outstanding shares of Common Stock
will be held by investors purchasing stock in the offering.

(4) Excludes 600,000 shares to be purchased from the Selling Shareholders in the offering made
hereby.

SELECTED FINANCIAL INFORMATION
(In thousands except per share data)

The following table summarizes certain selected consolidated financial data and is qualified by
the Consolidated Financial Statements included herein:

Years Ended June 30, L
97 1 9w 10 el
(unaudited )
Operating Data:

Net revenue ....... . ... . ceeeeenean $301 460 82775 $8,326  $13,000

Cost and expenses:
Cost of Tevenie:. . .. npn i mon it i 66 105 1,560 4619 6,617
Product development ik o e N PO 164 335 438 1,125
Selling, general and administrative .. . 74 209 466 1,446 2,722

Total cost and expenses ... 478 2,361 6,503 10,464

(9) 414 1,823 2,536
4 165 171

Operating income (loss) . .

Interest income e Bt s 30

Income (loss) before income taxes == . (5) 444 1,988 2707
Provision for income taxes . ... .. . — 207 993 1216
Net income (loss) ......... ..., $(5) $237 $ 995 § 1491
Earnings (loss) per share .. $.08 $.07 $.38
Cash dividends per share .. . o — r— = e

Weighted average number of shares

outstanding 3,750 3,750 3,751 3,965

Balance Sheet Data:
Worldng capltal ............. o B, ‘ 61 s %1 31.086 $ 2051
Totalassels . oo oo o 3920 1376 3566 8771

Longterm.debt ......vcovvmrinereniene,
Shareholders’ equity . ... ... . .. . . . . . ..

L o |
21 Ex 2 |[Slglzgl g8
1

78 315 1,310 2916




BRI e &y .. R

MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION
AND RESULTS OF OPERATIONS

The following table sets forth for the fiscal years indicated (i) the percent which the items in the
Consolidated Statement of Income bear to net revenue and (ii) the percent increase of such items as
compared to the prior fiscal year.

Percent of Net Revenue Year to Year
Years Ended June 30, Percent Increase
1980 vs. 1981 vs.
1979 1980 1951 1979 1980
Netrevenue ...............cveeieviceso-vo. 1000%  1000% 100.0%  200.0% 56.1%
Cost and expenses:
CostofiTBvenue . ooy osus it duidyg | OB 55.5 50.9 196.2 43.2
Product development . ..................... 12.1 5.2 8.7 30.7 157.2
Selling, general and administrative .. . ....... 16.8 174 20.9 210.2 88.2
Total cost and expenses .. . ...... . 85.1 78.1 80.5 175.5 60.9
D RN T IICONE, . i T e sl et ratiaid oo A 21.9 19.5 340.2 39.1
Interest income . R T ! 20 13 450.4 4.0
Income before income taxes ... ... ... ... . 160 239 20.8 347.6 36.2
Provision forincometaxes . .. ................ 75 119 93 379.7 22.5
Netincome . . . e, 85% 120%  115% 3195 49.9
Results of Operations

ASK has experienced significant increases in net revenue and net income during each of its
last three fiscal years, primarily due to increased market acceptance of the Company's products.
Increases in net income have not been attributable in any significant respect to inflation, but have
resulted primarily from a higher volume of sales.

ASK accounts for the sale of computer hardware at the time of its shipment by the manufac-
turer. Software revenue is accounted for upon software installation if performed by ASK, or upon
shipment if not installed by the Company. The level of the Company’s revenue, as well as the backlog
at any particular time, is dependent to some extent on the hardware manufacturer’s delivery schedule,
which led to quarterly fluctuations in fiscal 1981 and may lead to fluctuations in the future.

While the Company anticipates increases in net revenue and net income in the first quarter of
fiscal 1982 as compared with the first quarter of fiscal 1981, it believes that the percentage increase
in net income will be less than the percentage increase in net revenue. This reflects recent additions
to its field sales and technical staff in anticipation of future growth and unusually low expenses in the
first quarter of fiscal 1981 due to delays in hiring personnel. In addition, the first quarter of 1981
was favorably impacted by a non-recurring royalty from Sperry Corporation which had no significant
associated costs. See “Business—Trademarks, Copyrights and Licenses”.
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COST OF REVENUE

(percent of revenue)
56.2%

1979

55.5%
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50.9%

1981

PRODUCT DEVELOPMENT

(in millions)

1979

1980

$11

1981

Revenue

Revenue in fiscal 1980 and 1981 increased 200% and
569, respectively, primarily as a result of the increased
number of system sales, reflecting continuing %eographical
expansion and the addition of sales personnel to existing
and new branch offices. Another factor in fiscal 1951 was
an increase in license fees paid to the Company by its
European distributors and by Sperry Corporation. The on-
line remote processing service, introduced by the Company
in December 1980, did not make a significant contribution
to revenue in fiscal 1981, but revenue from this service is
expected to increase substantially during fiscal 1982.

Cost of Revenue

The Company’s increased purchase volume of hard-
ware from the original equipment manufacturer (primarily
Hewlett-Packard ) in fiscal 1981 allowed it to take advantage
of larger volume discounts on computer hardware. In addi-
tion, the Company’s introduction of new software products
in fiscal 1980 and 1981 and the payment of license fees to
the Company by its foreign distributors and by Sperry
Corporation resulted in a higher ratio of software license
fees to revenue from the sale of computer hardware than in
prior years. Because of this product mix and higher hard-
ware discounts, cost of revenue, although increasing in mag-
nitude in fiscal 1980 by 196% over fiscal 1979, decreased as
a percentage of revenue in fiscal 1980, While the actual cost
of revenue in fiscal 1981 increased 43%, the cost of revenue
decreased as a percentage of revenue.

Product Development

Product development expenditures are expensed by the
Company as incurred. Expenditures on product develo
ment in fiscal 1981 were $1,125411, up 157% over the
fiscal 1980 level, and resulted in new product introductions
(including GRAFMAN) and enhancements to existing
products, as well as research on future products. Product
development expenditures as a percentage of revenue were
8.7% in fiscal 1981.

Product development expenditures were $437,576 in
fiscal 1980, representing an increase of 31% over the prior
fiscal year but a decrease as a percentage of revenue from
12.1% in fiscal 1979 to 5.29% in fiscal 1980. Such decrease
was due to the Company’s 200% growth in revenue during
fiscal 1950 without a proportionate increase in the product
development staff.
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SELLING, GENERAL & ADMINISTRATIVE

Selling, General and Administrative 12
Over the last two fiscal years, the Company has en- (in millions) $2.7
gaged in significant geographical expansion and addition |
of marketing and field technical support personnel, which 24 |
was reflected in an increase to $2,722445 in marketing,
sales, general and administrative expenses during fiscal 1981,
up 88% over the prior year. In fiscal 1980, such expendi- 16
tures increased to $1,446,301, up 210% over fiscal 1979.
Marketing, sales, general and administrative expenses rose
as a percentage of net revenue in fiscal 1981 to 21% from 8
17% in fiscal 1980.
0
1979 1980 1981
Income and Earnings Per Share NET INCOME o
Pre-tax income increased 36% to $2,706,677 in fiscal (in millions) $15

1981. The pre-tax margin (pre-tax income as a percentage
of revenue) was 21% in fiscal 1981 compared with 24% in
fiscal 1980. The Company added personnel later than was 1.2
planned in both fiscal years, which favorably impacted $1.0
pre-tax margins. Provision for taxes on income increased
23% to $1,216,000 in fiscal 1981, but the effective tax rate

decreased from 50% to 45%, primarily as a result of 6
increased investment tax credits and increased foreign in-
come from the Company’s DISC. As a result, net income in-
creased 50% in 1981, which was greater than the percentage

increase in pre-tax income. The percentage increase was not 0
fully reflected in the percentage increase in 1981 earnings 1o 1960 1981

per share, which increased 41% from the prior year, be-

cause of the greater weighted average number of shares

outstanding.

Liquidity and Capital Resources EARNINGS PER SHARE S04s

Liquidity to finance the Company’s growth has been $38
almost exclusively generated by cash flow from operations. "
The Company has retained all of its eamnings for reinvest-
ment in its r)usiness. It is expected that the Company’s
cash needs in the foreseeable future will be supplied ﬂy‘
profits and by the proceeds to the Company from this
offering.

The Company’s capital resource commitments at June
30, 1981 consisted principally of its long-term lease on its
headquarters facility at Los Altos, California.

$0.30

$0.15

1979 1980 1981




BUSINESS

'1 3 -
Computer-based manufacturing and financial management information systems bare used. by
manufacturers to increase the control and efficiency of their manufacturing operations by optimizing
inventory, reducing operating expense, and improving customer service. A typical computer system

consists of computer hardware and software. Computer software, in simplistic terms, consists of coded

instructions that control the computer’s internal operations. There are two general classes of computer
System software controls the basic hardware

software: system software and application software.
operations and includes operating systems, computer language compilers, data base management
systems, report generators, and diagnostic functions. Application software processes data stored in
the computer using system software functions and produces reports for use in many diverse applications.

Computer-based manufacturing and financial systems have become more cost effective in recent
years as a result of the declining costs of computer hardware, making equipment costs associated
with an in-house computer system economically feasible for an increasing number of manu-
facturing companies. However, because the cost of developing custom application software has
continued to rise due to increases in labor-intensive programming costs and shortages of experienced
programmers, most companies using in-house computer systems cannot cost fustify custom developed
software to meet their requirements. These businesses form the primary markets for the Company’s
turnkey systems. The number of manufacturers using some form of computer-based management
information system has increased rapidly in recent years.

Products and Services

The Company’s strategy has been to create a comprehensive, integrated line of standard
manufacturing and financial management application software products designed to assist manage-
ment in supervision of the marketing, engineering, materials and production control, and financial
areas of a manufacturing company. ASK markets its MANMAN Information System application
software as part of a complete turnkey computer system with HP 3000 computer bardware and
system software. In 1982, the Company also plans to offer its MANMAN Information System
with Digital Equipment Corporation’s VAX computer hardware and system software. As a result,
ASK’s products will be available on two of the leading brands of computer hardware.

The Company commenced offering its MANMAN Information System as an on-line remote
processing service in December 1980. This service is operated on HP 3000 Series minicomputers
located at the Company’s computer center at its main offices in Los Altos, California and may be
9'00.0353‘1 llocally ei-ther through dedicated lines or through independent telecommunications networks.
This service provides manufacturing companies the opportunity to utilize the Company's software
without having to make the larger capital expenditure commitments associated with the 'pumlms,. of
a complete turnkey system. The Company'’s strategy is to convert these users to the turnkey MANMAN
Information System when the growth of their manufacturing operations makes such a n-\.lvm cost
effective. The Company currently operates two HP 3000 Series minicomputers for its nn-l'it-w remote
p@gessing service, each of which supports 12 to 15 customers, and such u;muﬁ- is bci;‘g fully
uhh.zed by 28 customers. ASK anticipates adding up to five additional HP 3000 Series minicomputers
during fiscal 1982 for this service, with the next machine expected to be fully operational in
November 1981. R

ASK offers four major proprietary manufacturin

g and financial mana . ;
facturing Management (MANMAN/MM), Order Management and mmugm:asﬁ:ﬁ* :: ;:;;/
OMAR), Accounts Payable (MANMAN/AP) and General Ledger (MANMAN/GL). These products

constitute the MANMAN Information System, which
pepine. Lo ol L imemmdw;; i:imgmdm ;r;!d.daclop(d by the Company
ses,

The MANMAN Information System is an on-line §
: v .- -ine interactiv i i
which can be completely operational within a few days of innallinfl;fmé?i::t;ﬂos':l‘:-ls(::n:iﬂ:;r‘
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use by non-technical personnel and is thus referred to as “user-friendly”. Users enter and retrieve
information from interactive terminals connected to the MANMAN Information System by responding
to simple computer-generated inquiries in a question and answer format. Typically, a company will
have between 10 and 60 video display terminals conveniently located in all the major functional
areas of a manufacturing plant. These terminals allow numerous users to simultaneously access, update
and report necessary information with which to better manage their manufacturing plant. The
Company believes that the on-line and user-friendly characteristics of its system are distinct benefits
because they allow quick access to information, responsiveness to changes in manufacturing operations
and efficient use of personnel. In addition, the system utilizes a structured program design which
provides customers with the flexibility to maintain and support their own modified versions of
MANMAN products.

The four products comprising the MANMAN Information System are integrated by common
data bases, eliminating the requirement to enter and store the same information several times,
reducing the amount of disk storage needed as well as providing for efficient verification, updating and
editing of information by the users at their work stations, While the MANMAN products can be used
independently, an increasing percentage of customers are acquiring all four products as an integrated
system,

MANMAN/MM
The Manufacturing Management product consists of eight application modules which assist
management in performing the following functions:
® Inventory control
® Bill of materials/engineering design
® Work-in-process/shop floor control
® Purchasing
® Material requirements planning
® Capacity requirements planning
® Cost accounting
® Master production scheduling

MANMAN/OMAR
The Order Management and Accounts Receivable product consists of five application modules
which assist management in performing the following functions:
® Sales order entry
® Invoicing
® Accounts receivable
® Cash receipts
® Sales analysis

MANMAN/AP
The Accounts Payable product consists of three application modules which assist management in
performing the following functions:
® Voucher processing

® Accounts payable
® Cash disbursements

MANMAN/GL
The General Ledger product consists of three application modules which assist management
in performing the following functions:
® General ledger

® Budgeting
® Financial statement preparation
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In June 1981, the Company commenced offering its GRAFMAN integrated business graphics
product which provides a wide range of pre-formatted graphs for displaying information maintained
by the MANMAN Information System. With a simple selection from a graph menu, users can produce
a number of complete, pre-formatted color graphs for analyzing important trends in each functional
area of the user's manufacturing plant. For example, graphs showing projected inventory values,
accounts receivable aging, scheduled shipments, actual versus budget expense trends, and pro-
jected work center capacity loads can be quickly graphed on the user’s CRT or on an eight-color graphic
plotter. The Company also offers a general purpose report writer and a general purpose payroll
package, which it licenses from independent third party vendors.

ASK currently offers its products for use on HP 3000 Series minicomputers manufactured by
Hewlett-Packard. ASK is currently Hewlett-Packard’s largest purchaser of HP 3000 Series computer
systems for resale. Such systems are purchased by the Company from Hewlett-Packard at a specified
discount from list price under a long-term volume discount agreement. Under the new agreement
entered into in July 1981, a part of the discount will be refunded to Hewlett-Packard if specified volume
purchases are not made during the term of such agreement. Prior to this new contract, the Company
negotiategd the volume and discount terms annually. Hewlett-Packard is responsible for the installation
and maintenance of its computer products while the Company is responsible for the installation and
maintenance of its software products. In order to increase its market share, the Company entered
into a similar long-term agreement with Digital Equipment Corporation in July 1981 to purchase
computers at a specified volume purchase discount.

Marketing and Customers

The Company markets its products in the United States primarily through its own marketing
organization and, to a minor extent, through independent distributors. As of August 31, 1981, the
Company employed approximately 57 marketing, sales and technical support personnel, located in
16 direct sales offices throughout the United States, as compared with 13 such personnel at four
sales offices as of June 30, 1980.

Sales of the Company’s products in foreign countries are made solely by independent distributors.
ASK licenses its software to its foreign distributors who in turn incorporate the software with pur-
chased hardware into a complete system for sale. In England, ASK products have been marketed for
three years by Scicon, a division of British Petroleum Co. Ltd., on an exclusive basis, and in France,
Belgium and Switzerland by CISI, a large computer service company owned by the French
government, on a non-exclusive basis. Foreign revenue (primarily in Europe) in fiscal 1950 and
fiscal 1981 was $56,750 and $718,650, respectively. See Note 1 of Notes to Consolidated Financial
Statements.

ASK provides its software products under a perpetual paid-up license agreement to be used on
a specific serial numbered computer. Under license agreements with its customers, ASK software
products cannot be sold or copied by its customers except for archival purposes or to replace worn

In many system sales the customer finances the purchase through a third-party lessor. While
the customer may finance its purchase from a third-party lessor, ASK always receives cash payment
for its sales. .

As of August 31, 1981 there were more than 400 installations of ASK products worldwide at
approximately 200 manufacturing companies. ASK has installations throughout the United States
and in Canada, Puerto Rico, Mexico, England, France and Sweden. ASK has a wide variety of
customers, including manufacturing divisions of large companies in various industries as well as smaller
emerging companies. No customer accounted for more than 6% of ASK's revenues during the 1981
fiscal year.
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ASK’s backlog of released orders increased to approximately $4,083,000 at June 30, 1981, as
compared with approximately $1,100,000 at June 30, 1980, due primarily to an increase in the volume of
incoming orders. Increases in backlog may also result from delays in shipment by the computer
manufacturer, hence backlog data at any particular time may not be indicative of future revenue.
In general, an order is entered into backlog only if a firm purchase order with a requested delivery
date within six months and a down payment of 20% of the price has been received from the
customer.

See “Trademarks, Copyrights and Licenses” for a description of ASK's marketing arrange-
ments for a version of MANMAN/MM with Sperry Corporation.

Software Enhancements, Customer Support and Training

ASK offers its customers a variety of software installation, technical support, software subscrip-
tion, user training and documentation services, which are performed either at ASK's offices or at the
customer’s site for a separate charge. In addition to sales personnel, most of ASK's sales offices
are staffed with customer support personnel who assist users with installation and on-going support.
System installation typically takes two to four days.

ASK passes through to its customers the computer hardware warranty offered by Hewlett-Packard
and other equipment manufacturers. All minicomputer hardware installation, maintenance, repair
and operating system software updates are provided under service contracts directly between the
original equipment manufacturer and ASK customers.

ASK offers a software subscription service to its customers. This service is typically billed to
the customer annually and includes reasonable telephone consulting regarding ASK software system
features and procedures, software enhancements to maintain the customer's MANMAN product soft-
ware to the latest standard release level being licensed by ASK (usually two updates per year),
and documentation updates (to go with the updated software). Substantially all of ASK’s cus-
tomers purchase the software subscription service. In January 1981, the Company introduced a
comprehensive customer education service covering a wide range of training courses in the use of
the Company’s products. This program consists of eight courses covering the features and functions
of each of the Company’s application products.

Competition

The computer software industry is highly competitive. The Company believes that the principal
factors affecting competition are product performance and reliability; ease and speed of system
installation; national direct marketing capability; customer support, training and documentation;
comprehensiveness of product applications; on-going software enhancements; and the convenience,
flexibility and ease of use of the application software to meet the customer’s needs without significant
customization. To date, price has been a less important competitive factor.

The Company competes with a number of large computer manufacturers, such as IBM, Hewlett-
Packard and Sperry Corporation, which have financial, marketing, management and technical
resources substantially greater than those of the Company. The Company may also be at a competi-
tive disadvantage to the extent that it purchases computer systems and related peripheral equipment
from these same computer manufacturers who provide competitive software products. In addition,
Sperry Corporation has a license granted by the Company to market a version of the Company’s
MANMAN/MM product. See “Trademarks, Copyrights and Licenses”. In providing its on-line
remote processing service, the Company competes with a few firms which offer similar services,
including Xerox Corporation. The Company intends to use a portion of the proceeds of this offering
to enhance and expand its on-line remote processing service operations. See “Use of Proceeds”. The
Company faces competition from a variety of other independent firms, such as systems integrators
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and specialized software companies, which range in size from large to small firms and in geographic
coverage among national, regional and local operations.

Product Development

The Company believes that its future success depends in part upon its ability to develop new
and improved products and services and to expand its customer base by modifying its software to
operate on a wider variety of computer systems. Accordingly, ASK is committed to the development
and acquisition of new products and to the continued enhancement of its existing products and related
user documentation. During the fiscal years 1979, 1950 and 1981, ASK expended $334,678, $437,576
and $1,125411, respectively, for product development activities. All product development costs are
expensed as incurred. As of August 31, 1981 ASK employed approximately 36 persons in product devel-
opment activities, principally in software product design, programming, technical documentation and
communications, and product management. ASK customers have set up user groups to share ideas
on the use of the Company’s products and to make suggestions to ASK for improvements to existing
products and development of new products.

Trademarks, Copyrights and Licenses

ASK owns various trademarks, service marks and copyrights. It does not own any patents. ASK
markets its products under the trademark “MANMAN" which is registered in the United States.
The Company secks to protect its proprietary software products by incorporating restrictions into its
license agreements with respect to the use and confidentiality of its software.

In order to expand the market for its software products, in June 1979 ASK entered into a
license agreement with the Sperry Univac Division of Sperry Corporation (“Sperry”) pursuant to
which the Company granted Sperry a then exclusive right to market the MANMAN Manufacturing
Management product (MANMAN/MM) on Sperry minicomputers under the MANMAN trademark.
In June 1981, the license became non-exclusive. Sperry’s right to use the Company’s MANMAN trade-
mark terminates in June 1982, although their license to market the product continues. Under the
agreement, Sperry pays royalties for each software package licensed by Sperry, whether or not the
package is marketed under the Company’s trademark. During fiscal year 1981, Sperry paid royalties
of $357,500 under this license, from which no material revenues are expected in fiscal year 1982, and
$315,000 for an unrelated product, for which no future royalties are expected.

ASK also markets two application software products under license agreements with third party
vendors, the revenues of which are not significant.

Employees

At August 31, 1981, ASK had 104 full-time employees, including 11 persons in finance and adminis-
tration, 36 in product development, and 57 in marketing, sales and field technical support. ASK
believes that its continued success will depend in part on its ability to continue to attract and
retain highly skilled technical, marketing and management personnel who are in great demand.

The Company has never had a work stoppage and no employees are represented under collec-
tive bargaining arrangements. ASK considers its employee relations to be excellent.

Properties

The Company leases approximately 16,000 square feet of office space for an annual rental of
approximately $232,000 in one location at Los Altos, California under a master lease expiring in
1990 which provides for an additional 12,000 square feet which will become available to ASK within

two years. The Company’s executive, marketing, engineering and product development activities,
as well as the computer center for its on-line remote processing service are located at these offices.
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In addition, the Company leases approximately 9,400 square feet of office space in the United States
for sales and customer support offices under leases expiring from 1982 to 1985. The Company
believes that its facilities are adequate for its immediate needs and that suitable additional space
is available to accommodate further expansion of the Company’s operations. See Note 4 of Notes
to Consolidated Financial Statements.

The Company owns all of its data processing equipment, including seven HP 3000 computer
systems, five of which are used for program development, customer demonstrations, and internal
sales and accounting functions and two of which are used for the Company’s on-line remote
processing service operations. The Company intends to purchase additional computer equipment
to accommodate the anticipated growth of its business, principally for its on-line remote processing
service operations and program development, some of which will be financed with the proceeds
from this offering. See “Use of Proceeds”. All of the Company’s computer equipment is in good repair,
is well maintained and continues to operate satisfactorily.




MANAGEMENT
Executive Officers and Directors
The executive officers and directors of the Company and their ages are as follows:
Name Age Foskion
Sanden L Xurtalg ..o 0ot 38 A% 4 nseid President and Director
Thomas G Lavey ...} 50 018 S eiineg Vice President—Marketing and Sales
Konneth A: KO ... ... oo e s N Vice President—Research and Development
MR FEOWHE v <. . hx sttt < it v D Vice President—Software Development
Robest JoRiopal . ...oo0 vt s vilsgn, st 120 Vice President—Finance and Administration
Ceaig W. Johnson® v b 2 o, sade 34 Secretary and Director
Ronald W. Braniff® ........... .. ........0 45 Director
M. Kenneth Oshman® ... ... ... . ... 41 Director
Thomas I. Unterberg® .. .. ... ... . .. 50 Director

® Member of Audit Committee.

All directors hold office until the next annual meeting of shareholders of the Company and until
their successors have been elected and qualified. Officers serve at the discretion of the Board of
Directors.

Mrs. Kurtzig is the founder of the Company and has been President and a director since its
incorporation in 1974. She also served as Chief Financial Officer from 1974 to February 1981. Prior to
founding the Company, she held various technical and marketing positions with General Electric
Company, Information Business Systems Division, and with TRW Inc. Mrs. Kurtzig received a
B.A. degree in mathematics and chemistry from the University of California at Los Angeles and an
M.S. degree in aeronautical engineering from Stanford University,

Mr. Lavey joined the Company in May 1978 as Vice President, Marketing and Sales. From
September 1976 through April 1978, he was product manager of manufacturing systems for ITEL
Corporation, and from 1974 to September 1976 he served as Vice President of Manufacturing for
Fulton Manufacturing Company, a division of Walter Kidde & Company, Inc. Mr. Lavey received a
B.S. degree in mathematics and computer science from Pennsylvania State University and an M.B.A.
from the University of Southern California.

Mr. Fox joined the Company in December 1980 as Vice President, Research and Development,
following eleven years with Hewlett-Packard Company, most recently as Engineering Manager of the
Data Systems Division. His prior experience at Hewlett-Packard included Section Manager for
hardware and software development of the HP 1000 L Series computer and Production Engineering
Manager for the Automatic Measurements Division. Mr. Fox holds a B.S. degree in engineering and
applied physics from Harvard University and an M.S. degree in electrical engineering and computer
science from the University of California at Berkeley.

Mr. Browne joined the Company in October 1974 in software development and in February
1977 became Vice President, Software Development. From 1972 to October 1974 he held various
staff manufacturing support positions with Farinon Microwave, a microwave equipment manu-
facturer subsequently acquired by Harris Corporation. Mr, Browne received a B.S. degree in mathe-
matics from Stanford University.

Mr. Riopel joined the Company in February 1981 as Vice President, Finance and Administra-
tion. From June 1979 to February 1951 he served as Vice President, Finance, for Advanced Electronics
Design, Inc., and from October 1974 to June 1979 served as Vice-President, Director of Administra-
tion, for Reticon Corporation, a subsidiary of EG&G Inc. Prior to that time he served as audit man-
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ager for Arthur Young & Company, certified public accountants. Mr. Riopel holds BSC/Accounting
and M.B.A. degrees from the University of Santa Clara.

Mr. Johnson has served as Secretary and a director of the Company since June and July 1980,
respectively. Mr. Johnson has been a practicing attorney since 1974 and is a member of the firm
of Wilson, Sonsini, Goodrich & Rosati, legal counsel to the Company.

Mr. Braniff has served as a director of the Company since July 1980. Since July 1976, Mr. Braniff
has been Group Vice President of Tymshare, Inc., an international computer information services
and data communications services firm.

Dr. Oshman has served as a director of the Company since July 1980. Dr, Oshman, a co-founder
of ROLM Corporation, a manufacturer of computer-controlled branch exchange telephone systems
and general purpose computers intended for use in severe environments, has served as President and
a director of ROLM since its organization in 1969.

Mr. Unterberg has served as a director of the Company since July 1980. He is Managing Senior
Partner of the investment banking firm of L. F. Rothschild, Unterberg, Towbin, the Representative
of the Underwriters, and has been with that firm or its predecessor since 1956. Mr. Unterberg is also a
director of LIN Broadcasting Corporation, Scitex Corporation Ltd., and Thermo Electron Corporation.
See “Underwriting”.

Remuneration
The following table sets forth certain information as to each of the most highly compensated

executive officers of the Company whose aggregate direct remuneration exceeded $50,000, and as to
all officers and directors as a group, during the fiscal year ended June 30, 1981.

Cash and Cash Equivalent
Remuneration
Securities
Salaries and
Individuals or Capacities in and Personal
Persons in Group Which Served Bonuses(1) Benefits(2)
Sandra L. Kurtzig Do R L Predident $ 99,815 $11,111
Thomas C. Lavey . . . 300 s s kbl uome - Vice President—Marketing 123,484 16,409
and Sales
Martin R. Browne .. ....... Vice President—Software 53,035 3,350
Development
All officers and directors as a grou
(9 perkons) (B 0L R 330,066 55,319

(1) Includes commissions, cash bonuses and profit sharing in the aggregate amount of $11108
accrued in fiscal 1980 but paid in fiscal 1981 and $19,805 accrued in fiscal 1951 and payable in
fiscal 1982,

(2) Includes (i) the value of Company-owned or leased automobiles provided for business use and
(ii) the difference between the rate of interest on promissory notes of certain officers and
directors to the Company (8%) and the average prime rate of interest during the period out-
standing,

(3) Excludes $41,827 in legal fees paid to Wilson, Sonsini, Goodrich & Rosati, of which Craig W.
Johnson, Secretary and a director of the Company, is a member.

(4) No directors’ fees were paid in fiscal 1981. However, effective July 21, 1981, directors who
are not employees or officers of the Company will receive $500 for each Board meeting attended
in addition to an annual retainer of $2,000 per year. These directors may elect to convert their
directors’ fees quarterly into shares of Common Stock at the then fair market value.
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Employee Stock Option Plan

In December 1974, ASK adopted an Employee Stock Option Plan (the “Option Plan”), pursuant
to which 375,000 shares of Common Stock were reserved for issuance upon the exercise of
options granted to key employees, including officers, of the Company. The Option Plan is admin-
istered by the Board of Directors, which designates the optionees, exercise prices and dates of
grant. The exercise price may not be less than 100% of the fair market value of the Common
Stock on the date of grant. Options are nonassignable and may be exercised only by the employee
while he or she is employed by ASK or one of its subsidiaries or within 30 days after termination
of employment (except termination for misconduct) or by his or her estate within 12 months after
his or her death (to the extent such option was exercisable on such date of death). Under the
Option Plan the Company has certain rights to purchase shares intended to be sold by an optionee and
to repurchase shares issued thereunder, all of which will terminate on the date of this Prospectus.

Options become exercisable in installments as approved by the Board of Directors, and may
be exercised on a cumulative basis at any time before expiration. Options expire as determined
by the Board of Directors, but in no case later than five years from date of grant. In order to
afford to optionees the opportunity of obtaining certain federal tax benefits applicable to qualified
stock options, the Board of Directors elected in January 1981 to accelerate the vesting of all
outstanding options to make them fully exercisable prior to May 21, 1981, subject to a repurchase
right by ASK at the exercise price upon termination of the optionee’s employment to the extent
such options would not have been vested on such termination date prior to such acceleration.

At July 31, 1981, options to purchase 40,925 shares were outstanding at exercise prices ranging
from $6.00 to $10.00, options had been exercised with respect to 131,726 shares (net of repurchases)
and 202,349 shares remained available for grant under the Option Plan.

The following table sets forth as to certain officers of the Company: (i) the number of shares
of Common Stock subject to options granted during the period from the beginning of the Company’s
last fiscal year to July 31, 1981, (ii) the average per share exercise price thereof, (iii) the net value
(market value less exercise price) realized during the period upon the exercise of options granted
during the period or prior thereto, (iv) the number of shares of Common Stock subject to options
outstanding as of the end of the period, and (v) the potential (unrealized) value of such outstanding
options as of the end of the period (market value less exercise price).

All Officers
Thomas C. Martin R. as a Group
Lavey Browne (3 Persons )
Granted—7/1/80 to 7/31/81:
Number of shares subject to options .. ... ... .. . .. — 9,000 14,000
Average per share exercise price ... .. . L. $ — $7.22 $8.21
Exercised—7/1/80 to 7/31/81: 54,000 3,000 57,000

Net value realized (market value(1) less exercise price)  $150,000 $13,000 $163,000

Qutstanding at 7/31/81:
Number of shares subject to options . ... .. e — 6,000 11,000

Potential (unrealized) value (market value(l) less
exercise price) , e i S e b $ — $ —

(1) Based on the fair value of the Common Stock as determined by the Board of Directors.
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Restricted Stock Purchase Plan

In June 1980 the Board of Directors and shareholders of the Company reserved 300,000 shares
of Common Stock for issuance to eligible employees (including officers and directors) of ASK pur-
suant to the Company’s 1980 Restricted Stock Purchase Plan. A total of 276,600 shares of Common
Stock had been issued pursuant to the plan at June 30, 1981. Of such shares, an aggregate of 60,000
were sold at a purchase price of $1.67 per share to the Company’s four non-employee directors in
October 1980 and an aggregate of 163,500 shares were sold at a purchase price of $1.67 per share
to the following officers:

Aggrega
Number of Date of Purclm:ee

Name Shares Purchase Price(1)
Thomas C. Lavey ..............ccoiieeans 96,000 October 1980 $160,000
KODNOADEAL TORS, (0ol »mtaratie e S mnsb s et Ay da et U0 February 1981 75,000
Robert J. Riopel e R e ] 22,500 February 1981 37,500

(1) All of these amounts were still outstanding at June 30, 1981, with the exception of $8,517 which
was repaid by Mr. Riopel prior to such date.

Payment was made for such shares by 8% promissory notes secured by the shares purchased and
due five years from the dates thereof. The purchase agreements entered into under the Restricted
Stock Purchase Plan provide the Company with a right to repurchase a portion of the shares sold
thereunder upon termination of the purchaser’s employment with the Company or membership
on the Board of Directors within five years after the date of purchase. As of June 30, 1981, 53,825
of the shares sold under the plan to directors and officers were vested. The largest amount of indebt-
edness outstanding from officers and directors to the Company, all of which was under the above
described notes, was $372,500, of which $338,983 was still outstanding at June 30, 1981, All loans
to officers and directors have been approved by a majority of the disinterested and independent
directors. The Company has adopted a policy not to make loans to officers, directors or employees
in the future.

Employee Stock Purchase Plan

The Company’s 1981 Employee Stock Purchase Plan (the “Purchase Plan”) was adopted by the
Board of Directors and shareholders in July 1981. A total of 150,000 shares of Common Stock are
reserved for issuance under the Purchase Plan. The Purchase Plan, which is intended to qualify under
Section 423 of the Internal Revenue Code of 1954, as amended, is implemented by one offering
during each six-month period and is administered by the Board of Directors or by a committee
appointed by the Board. All employees are eligible to participate in the Purchase Plan on the
first offering date after their employment. The Purchase Plan permits eligible employees to purchase
Common Stock through payroll deductions (which may not exceed 10% of an employee’s com-
pensation) at the lower of 85% of the fair value of the Common Stock at the beginning or end of
each six-month offering period. Employees may terminate their participation in the Purchase Plan at
any time and their participation ends automatically upon termination of employment with the
Company. To date, no shares have been offered or sold to employees pursuant to the Purchase Plan.

Cash Profit Sharing Plan

The Board of Directors has adopted a cash profit sharing plan for fiscal 1982 under which distribu-
tions will be made by the Company to eligible employees in amounts up to an aggregate of 7% of
pre-tax operating profit (prior to provision for federal income taxes). Distributions under the Plan
will be made by the Company on a semi-annual basis within 30 days after the end of each six-month
period and are allocated among eligible employees in the proportion that their base compensation
for the six-month period bears to the aggregate of all base compensation of participating employees
in that period. All full-time employees with a minimum of six months employment with the Company
are eligible to participate in the plan but must be employed on the date of distribution in order
to receive payment. For fiscal year 1981, approximately $111,000 was paid under a similar plan.
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Management Bonus Plans

The Company has management bonus plans pursuant to which officers and other key employees
may receive annual cash bonuses. Under these plans a target bonus is established for each partici-
pant. Payment of the bonus is based upon several factors, including the Company's achievement
of specified sales and profit goals and upon the individual's achievement of established personal and
departmental goals and objectives.

PRINCIPAL AND SELLING SHAREHOLDERS

The following table sets forth certain information, as of July 31, 1981, with respect to the
beneficial ownership of the Company’s Common Stock by the Selling Shareholders, by each share-
holder known by the Company to be the beneficial owner of more than 5% of its outstanding
Common Stock, by each director and by all officers and directors as a group:

Shares Shares to be
Beneficially Owned Beneficially
Prior to Offering Ghideas bo After Offering(1)
Name or Identity of Group Number Percent  Be Sold Number Percent

Sandra L. Kurtzig ... .. ..... ....... 3617450(2) 870 546550 3070900 626

730 Distel Drive

Los Altos, CA 94022
Thomas C. Lavey ........ L 150,000(3) 3.6 36,000 114,000 2.3
Martin R. Browne . ,............... 56,450 14 5,000 51,450 1.0
M. Kenneth Oshman ......... ... .. 18,257(4) 04 — 18,257 0.4
Thomas 1. Unterberg ............... 15,750 0.4 — 15,750 0.3
Ronald W. Bramiff .................. 15,000 0.4 — 15,000 0.3
Craig W. Johnson ......... ... ... 15,000 04 - 15,000 0.3
All officers and directors as a group

4TI ) R e S AT T 3,955,407 951 587,550 3,367,857 68.6
Selling Shareholders owning less than

1% of the Company’s Common Stock

CEDOTROE) .. . o . cise B Gletuia b st ’ 63,175 15 12,450 50,725 1.0

(1) Assuming no exercise of the Underwriters’ over-allotment option to purchase up to an aggregate
of 135,000 shares from the Company.

(2) Includes 103,200 shares held in irrevocable trusts and custodial accounts for the benefit of Mrs.
Kurtzig’s sons, as to which shares Mrs. Kurtzig disclaims any beneficial interest.

(3) Includes 7,200 shares held in a custodial account for the benefit of Mr. Lavey’s son, as to which
shares Mr. Lavey disclaims any beneficial interest.

(4) Includes 3,257 shares representing Dr. Oshman’s interest in Page Mill Investment Company,
a limited partnership, of which Dr. Oshman is a limited partner.

By virtue of her beneficial ownership of approximately 87% of the outstanding Common Stock
(63% after the offering made hereby) and her position as the founder and President of the Company,
Sandra L. Kurtzig may be deemed to be a “parent” of the Company within the meaning of the
rules and regulations promulgated under the Securities Act of 1933, as amended. Based upon the
number of shares to be outstanding upon completion of the offering made hereby, Mrs. Kurtzig will
be able to elect a majority of the Board of Directors of the Company.
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DESCRIPTION OF COMMON STOCK
Common Stock

The Company is authorized to issue 20,000,000 shares of Common Stock, no par value. The
holders of the Common Stock are entitled to one vote for each share held of record on all matters
to be voted on by shareholders, and, upon giving notice required by law, are entitled to cumulate
their votes in elections of directors, The holders of Common Stock are entitled to receive such divi-
dends, if any, as may be declared from time to time by the Board of Directors in its discretion from
funds legally available therefor, See “Dividend Policy”. Upon liquidation or dissolution of the Com-
pany, the holders of Common Stock are entitled to receive pro rata all assets remaining available for
distribution to shareholders. The Common Stock has no preemptive or other subscription rights, and
there are no conversion rights or redemption or sinking fund provisions with respect to such shares.
All of the outstanding shares of Common Stock are fully paid and nonassessable, and the shares of
Common Stock to be outstanding upon completion of this offering will be fully paid and nonassessable.

Shares Eligible for Future Sale

Upon completion of the offering made hereby, the Company will have outstanding 4,908,326
shares of Common Stock, based upon shares outstanding at July 31, 1981 and assuming no exercise
of the over-allotment option. Of these shares, the 1,350,000 shares sold in the offering made hereby
(including 600,000 sold by Selling Shareholders) will be freely tradeable without restriction or
registration under the Securities Act of 1933, as amended (the “Act”), and the remaining 3,558,326
shares held by existing shareholders are “restricted” shares.

Subject to the agreements described below and the limitations of Rule 144 under the Act,
approximately 3,167,050 of the restricted shares will be eligible 90 days after the date of this
Prospectus for sale in the open market in accordance with Rule 144. In general, under Rule 144
as currently in effect, a person (or persons whose shares are aggregated) who has beneficially
owned shares for at least two years, including persons who may be deemed “affiliates” of the
Company as the term “affiliate” is defined under the Act, would be entitled to sell within any
three-month period a number of shares that does not exceed the greater of 1% of the then outstand-
ing shares of the Company’s Common Stock (approximately 49,083 shares immediately after
completion of this offering) or the average weekly trading volume in the Company's Common Stock
during the four calendar weeks preceding such sale. Sales under Rule 144 are also subject to certain
manner of sale provisions, notice requirements and to the availability of current public information
about the Company. However, a person (or persons whose shares are aggregated) who is not
deemed an “affiliate” of the Company, and who has beneficially owned shares for at least three
years, would be entitled to sell such shares under Rule 144 without regard to the volume limitations,
manner of sale provisions or notice requirements. In addition, certain shareholders may be eligible
to sell shares in the public market immediately following the offering in reliance upon Section 4(1)
of the Act without regard to the restrictions imposed by Rule 144, The Company has no agreements
with any shareholders to register their Common Stock under the Act.

All of the Selling Shareholders have agreed that they will not, without prior written consent
of the Representative of the Underwriters, offer, sell or grant any option to purchase or other-
wise dispose of any of the shares of the Company’s Common Stock beneficially owned by them
(an aggregate of 3,287,075 shares) for a period of 90 days after the date of this Prospectus.

The Company intends to file a registration statement under the Act as soon as practicable after
the date of this Prospectus to register the 393,274 shares of Common Stock reserved under the
1981 Employee Stock Purchase Plan and the Employee Stock Option Plan. Shares issued upon exercise
of options after the effective date of such registration statement generally will be available for sale
in the open market,
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Prior to the offering made hereby, there has been no public market for the Common Stock of
the Company, and no precise predictions can be made of the effect, if any, that market sales of
shares or the availability of shares for sale will have on the market price prevailing from time to
time. Nevertheless, sales of substantial amounts of the Common Stock of the Company in the
public market could adversely affect prevailing market prices.

Transfer Agent and Registrar

The First National Bank of Boston is the Transfer Agent and Registrar of the Company's
Common Stock.

Reports to Shareholders

The Company will furnish its shareholders with annual reports containing audited financial state-
ments as well as quarterly reports containing unaudited consolidated financial information for each
of the first three quarters of each fiscal year,



UNDERWRITING

In the Purchase Agreement, the Underwriters, represented by L. F. Rothschild, Unterberg,
Towbin, have agreed severally, subject to the terms and conditions therein set forth, to purchase
from the Company and the Selling Shareholders, and the Company and the Selling Shareholders
have agreed to sell to them, the respective numbers of shares of Common Stock, totalling 1,350,000
shares, set forth below opposite their respective names. The Underwriters are committed to take

and pay for all shares if any shares are taken.
The names of the several Underwriters and the respective numbers of shares to be purchased
b}' each of them are: Number of
Shares to Be
Names Purchased
L. F. Rothschild, Unterberg, Towbin ................... 270,450
Bache Halsey Stuart Shields Incorporaled ............... 23,000 |
The First Boston Corporation . : e A e 23,000
B Bt O T o 23,000 ‘1
Blyth Eastman Paine Webber Incorporated ............. 23,000 |
Dillon, Read & Co: Ine. .. ..., .. ceb) Sobu i Cmpl . 20 23,000 '
Donaldson, Lufkin & Jenrette Securities Corporation . . .. .. 23,000 w
Drexel Burnham Lambert Incorporated . ... ........... 23,000 |
Coldnin Satlis U0 77 1ol A8 L NeL L T e 23,000 ”
E. F. Hutton & Company-Ine: Lo il 3l me i valietisl 23,000 |
Kidder, Peabody & Co. Incorporated 23,000 |
Earard Frernsile 030 i e/ ais sitmvin bt iy | 23,000
Lehman Brothers Kuhn Loeb Incorporated . .. ... ... .. 23,000
Merrill Lynch, Pierce, Fenner & Smith Incorporated A 23,000
Salomon Brothers .. .. .. e Al 23,000
Shearson/ American Express L o Ry (ot S N 23,000
Smith Barney, Harris Upham & Co. Incorporated ... .. .. 23,000
Warburg Paribas Becker Incorporated . . ....... ... . .. .. 23,000
Wertheim & Co., Inc. ... .. ... .. 23,000
DeanWmerReynoldsInc..,.,.... 23,000
Rlak. Prown & S0m8 . .5 & Lo aebARAE TRl S0 23,000
Hambrecht & Quist . 23,000
F. Eberstadt & Co., Inc p b ol L 16,100
Moseley, Hallgarten Estabrook & Weedon Inc. ... ....... 16,100 .
New Court Securities Corporation .. ... .. 52 R O S 16,100
Oppenheimer & Co., Inc. ... .. fer LR 43 16,100
Piper, Jaffray & Hopwood Incorporated ................. 16,100
Robertson, Colman, Stephens & Woodman .. ... ... ... ... 16,100
ABD Securities Corporation .. .. .. ... ol L, e} 4 9,300
Arnhold and S. Bleichroeder, Inc. ... ...... ............ 9,300
Basle Securities Corporation ... ........... ... ..cc.o0ues 9,300
Bateman Eichler, Hill Richards Incorporated ........... 9,300
Sanford C. Bernstein & G0, EROT e SRl e LA S T 9,300
William Blair & Company . . P e T 9,300
Blunt Ellis & Loewi Incorporated s e kP ok s 9,300
Boettcher & Company . . . A e N e e s et 9,300
J. C. Bradford & Incorporated UK sl L et 9,300
The Chicago Corporatmn ........................ FRA 9,300
COWell WesAon & .CO. .. . oo il o aies ha st arn apt s 9,300
DamBos“orthIncorporated L T e vy s 9,300
Jér, 'Guerin & Turner, Tne. M0 . L o s i s 9,300
rtFlemmglncorporated 9,300
Foster & Marshall Toe! o5 slotnh ik bevel G &~ s araars 9,300
Furman Selz Mager Dietz & B:mey Incorporated ... . ... 9,300
Bruntalile Go. el <0k, o TtiGuhl S wl oteea v b 9,300
Josephthal & Co. Incorporated ......................... 9,300
( Table continued on following page)
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: Number of

( Table continued from preceding page ) K sscampar-o
Names Purchased
Kleinwort, Benson Incorporated 9,300
Ladenburg, Thalmann & Co, Inc. 9,300
Legg Mason Wood Walker, Incorporated 9,300
McDonald & Company = : 9,300
Montgomer}' Securities 9,300
Neuberger & Berman 9,300
Prescott, Ball & Turben 9,300
Rauscher Pierce Refsnes, Inc. : 9,300
The Robinson-Humphrey Company, Inc. . 9,300
Rotan Mosle Inc. 9,300
Stephens Inc. . 9,300
Sutro & Co. Incorporated ' 9,300
Ultrafin International Corporation 9,300
Underwood, Neuhaus & Co. Incorporated 9,300
Wheat, First Securities, Inc, 9,300
Baker, Watts & Co. 5,850
Brean Murray, Foster Securities Ine, 5,850
A. T. Brod & Co. 5,850
Burgess & Leith Incorporated 5,850
Cowen & Co. 5,850
Craigie Incorporated 5,850
R. G. Dickinson & Co. 5,850
Faherty & F, aherty Inc. 5,850
First Equity Corporation of Florida 5,850
First Investors Corporation 5,850
First Southwest Company 5,850
Haas Securities Corporation 5,850
Hamershlag, Kempner & Co, 5,850
Herzfeld & Stern 5,850
Howard, Weil, Labouisse, F) riedrichs Incorporated 5,850
Laidlaw Adams & Peck Inc. 5,850
Moore & Schley, Cameron & Co, 5,850
Morgan, Keegan & Company, Inc, 5,850
Newhard, Cook & Co. Incorporated 5,850
Parker/Hunter Incomorate? 5,850
Rooney, Pace Inc. - ; . A 5,850
Rosenkrantz, Ehrenkrants Lyon & Ross, Incorporated 5,850
chneider, Bernet & Hickman, Inc. VPR = ol 5,850
Silberberg, Rosenthal & Co. 5,850
Stix & Co. Inc. : : 5,850
Wagenseller & Durst, Inc, 5,850
Wegbush. Noble, Cooke, Inc. 5,850
Young, Smith & Peacock, Inc, 5,850
Buckmaster & Moore . . 5,850
Credit Commercial de F rance 5,850
Hambros Bank Limited 5,850
Pictet International Ltd. 5,850
Pierson, Heldring & Pierson N.V. 5,850
Total . : . | Ligs <o« 1,350,000

The Underwriters propose initially to offer the shares to the public at the public offering price

set forth on the cover page of this Prospectus. The Underwriters may allow a concession not

exceeding $.40 per share to selected dealers who are members of the National Association of




The Company has granted an option to the Underwriters, exercisable during the eight-day
period after the date of this Prospectus, to purchase up to a maximum of 135,000 shares of Common
Stock at the same price per share as the initial 1,350,000 shares. The Underwriters may exercise
such option only to cover over-allotments in the sale of the shares that the Underwriters have
agreed to purchase, To the extent that the Underwriters exercise such option, each of the Under-
writers has a firm commitment, subject to certain conditions, to purchase the same percentage of
the option shares as the number of shares to be purchased and offered by that Underwriter in
the above table bears to 1,350,000,

The Company and the Selling Shareholders have agreed to indemnify the Underwriters against
certain liabilities which may be incurred in connection with this offering, including certain liabilities
under the Securities Act of 1933.

The Underwriters do not intend to confirm sales to any accounts over which they exercise dis-
cretionary authority.

Thomas 1. Unterberg, Managing Senior Partner of L, F. Rothschild, Unterberg, Towbin, is a
director of the Company and the beneficial owner of 15,750 shares of the Company’s Common Stock.

Pricing of the Offering

Prior to this offering, there has been no public market for the Common Stock of the Company.
Consequently, the offering price has been determined by negotiation between the Company and
the Representative of the Underwriters. Among the factors considered in such negotiations were
prevailing market conditions, the price earnings ratios of publicly traded companies that the Company
and the Representative believe to be somewhat comparable to the Company, estimates of the
business potential and earning prospects of the Company and the present state of the Company’s
development. The offering price set forth on the cover page of this Prospectus should not, however,
be considered an indication of the actual value of the Common Stock of the Company. Such
price is subject to change as a result of market conditions and other factors.

LEGAL MATTERS

The legality of the shares of Common Stock offered hereby will be passed upon for the
Company by Wilson, Sonsini, Goodrich & Rosati, Professional Corporation, Two Palo Alto Square,
Palo Alto, California 94304. Craig W. Johnson, a member of such firm, is Secretary and a director
of the Company and owns 15,000 shares of the Company’s Common Stock. Pillsbury, Madison &
Sutro, San Francisco, California are acting as counsel for the Underwriters in connection with certain
legal matters relating to the shares of Common Stock offered hereby.

EXPERTS

The consolidated financial statements and related schedules of ASK Computer Systems, Inc.
included in this Prospectus and elsewhere in the Registration Statement have been examined by
Arthur Young & Company, certified public accountants, to the extent and for the periods indicated
in their report with respect thereto, and are included herein in reliance upon such reports and
upon the authority of such firm as experts in auditing and accounting.

ADDITIONAL INFORMATION

The Company has filed with the Securities and Exchange Commission, Washington, D.C. 20549,
a Registration Statement under the Securities Act of 1933, as amended, with respect to the Common
Stock offered by this Prospectus. This Prospectus does not contain all of the information set
forth in the Registration Statement and the exhibits and schedules thereto. For further information
with respect to the Company and such Common Stock, reference is made to such Registration

Statement, exhibits and schedules.
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REPORT OF CERTIFIED PUBLIC ACCOUNTANTS

The Board of Directors and Shareholders
ASK Computer Systems, Inc.

We have examined the accompanying consolidated balance sheets of ASK Computer Systems,
Inc. at June 30, 1981 and June 30, 1980 and the related consolidated statements of income, share-
holders’ equity and changes in financial position for each of the three years in the period ended
June 30, 1981. Our examinations were made in accordance with generally accepted auditing standards
and, accordingly, included such tests of the accounting records and such other auditing procedures
as we considered necessary in the circumstances.

In our opinion, the statements mentioned above present fairly the consolidated financial posi-
tion of ASK Computer Systems, Inc. at June 30, 1981 and June 30, 1980 and the consolidated results
of operations and changes in financial position for each of the three years in the period ended
June 30, 1981 in conformity with generally accepted accounting principles applied on a consistent
basis during the period after restatement for the change, with which we concur, in the method
of accounting for revenue from the sale of computer hardware as described in Note 2.

ARTHUR YOUNG & COMPANY
San Jose, California
July 31, 1981




ASK COMPUTER SYSTEMS, INC.

CONSOLIDATED STATEMENT OF INCOME

Years Ended June 30,
1979 1980 1951

Net revenue (Notes 1 and 2) ............... $2774719 $8326,261  $13,000,053
Cost and expenses:

Lo T P s L~ i el T 1,559,682 4,619,313 6,616,633

Product development .. ... ... ..................... 334,678 437,576 1,125 411

Selling, general and administrative ... .. .. ... ... .. 466,176 1,446,301 2,722 445

Total cost and expenses . ............. .. 2,360,536 6,503,190 10,464,489

Operating income .. .. .. e o3 R AN 414,183 1,823,071 2,535,564

RSSO INOOMIE . s ith i Casliies s Eprsien 29,897 164,545 171,113

Income before income taxes . ............. .. 444,080 1,987,616 2,706,677

Provision for income taxes (Note 6) ... ... . . . 207,000 993,000 1,216,000

NeTINSOmS . POV AER 0. ol $ 237,080 $ 994616 $ 1,490,677

Earnings per share (Note 1) ... ... ... .............. $.06 $.27 $.38

Weighted average number of shares outstanding .. . . . 3,750,300 3,750,600 3,965,300

See accompanying notes.




ASK COMPUTER SYSTEMS, INC.

CONSOLIDATED BALANCE SHEET

ASSETS
June 30,
1950 1981
Current assets:
(9770 e VTN e e o Ay R AN O Ly e - .. $ 215152 $ 216429
Marketable securities, at cost plus accrued interest, which appro:umates
TARCERE ... Vo A e 1,640,413 1,449,203
Accounts receivable, less allowance for doubtful accounts of $100,000
($67,000 in 1980) (Notes 1 and 2) eibenias e saie R A ATLEORNON 3,952,467
Prepaid income taxes .. .. . LI - R T oy o — 287,331
Totalcurrentassets.., h .. 3,342,160 5,905,430
Property and equipment (Note I)
Equipment ......... LY S mAgab Bty . 1 : 303,934 957,089
Leaseholdimprovements ey (PR R B DL (S e L — 122,711
303,934 1,079,800
Less accumulated depreciation and amortization . . . .. ] 80,035 214,147
Net property and equipment ... ... . . R 223,899 865,653
$3,566,059  $6,771,083
LIABILITIES AND SHAREHOLDERS' EQUITY
Current liabilities:
Accombls POYRBES:- - L T o s e b GRSl oleles $ 738301  $2.407,726
Accrued liabilities . . s e A TR 5 342763 477,857
Customer deposits .. ...... .. ... .. i By T PR A 136,785 429 229
Income taxes payable .......... .. ............ R ... 1,027,267 =
Deferred income taxes (Note 6) . ; ] 11,317 540,000
Total current liabilities ................... S A 2,256,433 3,854,812

Commitments (Note 4)
Shareholders’ equity (Note 3):
Common stock, no par value; 20,000,000 shares authorized; 4,159,139

shares outstandmg (3,750,600 in 1980) ........... 21,497 676,748
Retained earnings ...... ........ e e AN e Y3 S0 o 1,288,129 2,778,806
1,309,626 3,455,554

Less notes receivable from shareholders s T S PN — 539,283
Total shareholders” equity ... .. L, - 1,309,626 2.916,271
$3,566,059  $6,771,083

See accompanying notes,




ASK COMPUTER SYSTEMS, INC.

CONSOLIDATED STATEMENT OF SHAREHOLDERS' EQUITY

Cmmaon Steck Retained Notes
Shares Amount Earnings Receivable Total

Balance at July 1, 1978 . . . ..... 3,750,000 $ 21297 § 56433 § — $ 77,730
Issuance of common stock under

stock option plan ... .. ...... 600 200 — — 200

Net: ineoms oz i v oo hits — —_ 237,080 — 237,080

Balance at June 30,1979 ....... .. 3,750,600 21,497 293,513 — 315,010

Neb'inoome «\.ox - vdintase — — 994,616 — 994,616

Balance at June 30,1980 ... ...... 3,750,600 21,497 1,288,129 —- 1,309,626
Issuance of common stock under

stock option plan ... .. ... ... 131,939 82,451 —_ — 82,451
Issuance of common stock under

restricted stock purchase plan . . 276,600 572,800 —_ (572,800) —

Payment on notes receivable . . .. — — — 33,517 33,517

NeEIooms . ..ot e o — — 1,490,677 — 1,490,677

Balance at June 30,1981 ... ... .. 4159,139 $676,748 $2,778806  $(539,283) $2916271

See accompanying notes.




ASK COMPUTER SYSTEMS, INC.

CONSOLIDATED STATEMENT OF CHANGES IN FINANCIAL POSITION

Years Ended June 30,
1979 1980 1981
Sources of working capital:
Working capital provided from operations:
Net income .. .... $ 237080 $ 994616 $1490677
Charges to operations not requmng the current use of
working capital—depreciation and amortization 14,445 44,795 134,112
Total working capital provided from operations 251525 1,039,411 1,624,789
Issuance of common stock, net of increases in notes re-
ceivable from shareholders .. .. .. ... . ... ... . 200 - 115,968
Total source of working capital .. s T 251725  1,089411 1,740,757
Application of workmg capltal—addmons to property and
equipment . . 32,314 234,440 775,866
Increase in workmg C'apltdl b Lt . 8§ 219411 8 804971 § 964,891
Changes in components of working capital:
Increases (decreases) in current assets:
Cash LR e S $ (69259) $ 219688 § (58,723)
Marketable secunhes et . 596,193 994,971 (191,210)
Accounts receivable = . . o RN 511,164 756,191 2,525,872
Prepaid incometaxes ... ...... .. ... .. : — — 987,331

1038068 2000850 2,563,270
Increases ( decreases) in current liabilities:

Note payable .. .. , iy T 49418 (49,418) p—
Accounts payable e . 433,108 186432 1,669,425
Accrued liabilities RS . 81,966 223239 135,094
Customer deposits B : : 67,641 (14,836) 292 444
Income taxes payable & oy s " . 186,524 839,145 (1,027,267)
Deferred income taxes Sty == 11,317 528,683
818,657 1,195,879 1,598,379

Increase in working capital ... .. . . : co... 8§ 219411 $ 804971 § 964,891

See accompanying notes.
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ASK COMPUTER SYSTEMS, INC.

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS

1. Summary of Significant Accounting Policies

Principles of consolidation: The consolidated financial statements include the accounts of
ASK Computer Systems, Inc. and its wholly-owned Domestic International Sales Corporation (DISC)
subsidiary, after elimination of inter-company accounts and transactions.

Property and equipment: Depreciation of equipment and furniture is provided principally by
use of the straight-line method over their estimated useful lives (primarily five years). Leasehold
improvements are amortized by use of the straight-line method over the lives of the related lease
term or their useful lives, whichever is shorter. Maintenance and repairs are charged to expense
as incurred.

Revenue recognition: Revenue from license fees on software, which generally consists of
standard application software products, is recognized upon installation if installation is requested
by the customer, or upon shipment if not so requested. The Company also receives license fees upon
the sublicense of its software by licensees, and the revenue therefrom is also recognized upon
installation of the software.

Revenue is recognized on the sale of computer hardware at the time of shipment,

Revenue from the Company’s software subscription service, which includes updates to software
products, is billed quarterly or annually, at which time revenue is recognized.

Revenue from the Company’s on-line remote processing service, begun in December 1980, is
recognized as the services are provided.

Net revenue includes $122,850, $320,377 and $1,635,970 in 1979, 1980 and 1981, respectively, from
software subscription service, on-line remote processing service and royalties, none of which accounted
for more than 8% of net revenue in any year.

Earnings per share: Eamings per share are computed using the weighted average number of
common shares outstanding during each period. Shares issuable upon the exercise of outstanding
stock options are not included in the calculation because their effect is not material,

Investment tax credits: Investment tax credits are used to reduce federal income tax expense
in the year the related assets are placed into service.

Industry segment and geographic information: The Company designs and produces application
software products and markets them along with general purpose minicomputers to manufacturing
companies. No customer accounted for more than 10% of revenue in 1979, 1980, or 1981. The
Company licenses its software through licensees in foreign countries. These fees amounted to
approximately 8% in 1981 and were not material in 1979 or 1980.

2. Restatement of Revenue

Prior to fiscal 1981, the Company recognized revenue on both the sale of computer hardware
and the license of software at the time the software was installed. In fiscal 1981 the Company
began recognizing the hardware revenue and cost of revenue at the time of shipment when the risk
of ownership passes to the customer. This change in accounting was made to be more consistent
with general industry practices. In accordance with Accounting Principles Board Opinion No. 20, all
prior fiscal periods were restated to reflect hardware revenue and cost of revenue at the time of
shipment. The effects were to increase revenue and net income in 1979 by $656,714 and $56,844 ($.02
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS—(Continued)

per share), respectively, and to reduce revenue and net income in 1980 by $534,893 and $86,934 (8.02
per share), respectively.

3. Common Stock

Stock split: Tn June 1981, the Company increased its authorized common shares from 7,500,000
to 20,000,000 and declared a three-for-two stock split. Numbers of common shares and per share
amounts for all periods presented have been adjusted to reflect the effect of the stock split.

Stock option plan: In December 1974, the Board of Directors adopted a stock option plan
under which options for a total of 375,000 shares of common stock may be granted to key employees.
Options granted under the plan have been granted at no less than 100% of the fair market value
on the date of grant, as determined by the Board of Directors. Options granted have been exer-
cisable over varying periods, and expire no more than five years from the grant date. Proceeds
of $200 and $52,451 in 1979 and 1981, respectively, under the plan have been credited to share-
holders’ equity; no charges have been made to income in connection with this plan.

Information with respect to stock options is summarized as follows:

Available Options Aggregate Price Per
for Grant Outstanding Price Share
Balance at June 30, 1978 . ... 360,000 15,000 $ 5,000 $ .33
Options granted b gt et et T ORG 77,250 28,000 $ .33-8 .50
Options exercised SRS — (600) (200) $ .33
Balance at June 30, 1979 . .. .. 282750 91,650 32,800 $ 338 50
Options granted .. ... ........ .. (26,250) 26,250 13,125 $ 50
Balance at June 30, 1980 . ..... ... 256,500 117,900 45 925 $ .33-8 50
Options granted . ... ... ...... (38,664) 38,664 115,251 $1.67-86.00
Options exercised ... ... ........ - (131,939) (82,451) $ 33-81.67
Options cancelled My e LIC 12,900 (12,900) (8,375) $ 50-81.67
Balance at June 30, 1981 ... . . . . 230,736 11,725 $ 70,350 $6.00

Options for 63,075 shares were exercisable at June 30, 1980; none were exercisable at June 30,
1981.

Key employee restricted stock purchase plan: In June 1980, the Board of Directors reserved
300,000 shares of the Company’s common stock for issuance to certain officers, directors and key
employees of the Company pursuant to a restricted stock purchase plan, The purchase price of shares
sold pursuant to the plan has been the fair market value on the date of sale, as determined by the
Board of Directors. At June 30, 1981, 276,600 shares of common stock had been issued under the
plan. Certain of the shares sold under the plan are subject to repurchase by the Company at the
original sale price if the employee or director leaves the service of the Company within five years
from the purchase date. The number of shares subject to the repurchase option is reduced ratably
over the five year period.

Employee stock purchase plan: In July 1981, the Board of Directors and the shareholders
approved the reservation of 150,000 shares of the Company’s common stock for issuance to employees
pursuant to an employee stock purchase plan. To date, no shares have been offered or sold to
employees under this plan.

Notes receivable from shareholders: The notes receivable from shareholders arose from the
sale by the Company of its Common Stock under its key employee restricted stock purchase plan.
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS—(Continued)

The notes are secured by a pledge of the shares issued, bear interest at 8%, and are payable on
various dates through June 1986.

4. Lease Commitments

The Company operates in leased and rented facilities. Rent expense was $28,000, $51.000,
and $204,000 in 1979, 1980, and 1981, respectively. Aggregate minimum annual lease commitments
are $348,000, $393,000, $454,000, $536,000, $462,000, and $2,275,000 in 1982, 1983, 1984, 1985, 1986,
and 1987-1990, respectively.

5. Profit Sharing Plan

The Company adopted a profit sharing plan during fiscal 1981 under which the Board of Directors
may set aside up to 7% of pre-tax profits for semi-annual distribution to employees. The provision for
1981 was $111,000. The plan replaced an informal bonus plan, under which bonuses of $41,000 and
$31,000 were provided in 1979 and 1980, respectively.

6. Income Taxes
The provision for income taxes comprises:

1979 1950 1981

Current: = = ] A
Ralataly. . . Ak et SO0 $792,683 $ 553,317
State ..... a0 sy e 032 40,000 189,000 134,000
207,000 981,683 687,317

Deferred:

Faderal o o i i e o — 11,317 448,683
T R T PP e o = S ST I8 —_ — 80,000
- 11,317 528,683

$207.000 $993,000 $1,216,000

Deferred taxes are recorded to reflect timing differences in reporting revenue and expense for
financial statements and income tax purposes. The sources of these differences and the tax effect of
each in 1981 are deferred profit on system sales treated as installment sales for tax purposes ($463,000),
DISC operations ($22,683) and depreciation expense ($43,000). In 1980 the effect due to DISC
operations was $11,317. As of June 30, 1981, the DISC had accumulated undistributed earnings of
$147,000 on which federal income taxes have not been provided. The Company intends to comply
with all Internal Revenue Service requirements for the permanent deferral of taxes related to these

earnings.
Investment tax credits amounted to $1,220, $15254, and $65,991 in 1979, 1980, and 1981,
respectively.

The Company’s effective tax rate differs from the statutory U.S. federal income tax rate as follows:

1979 1980 1981

Federal income tax statutory rate . .......... 47% 46% 46%
Federal surtax exemption .................. (3%) (1%) (1%)

State taxes, net federal income tax benefits . .. 5% 5% 4%
Income of DISC not subject to U.S. tax ... — (2%)

New jobs credit .............ccocceoneens (2%) = —
= — (@)

Investment tax credit ... ...
Effective tax rate ............. s X%

50% 45%
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FOR IMMEDIATE RELEASE Contacts:

Russell Castronovo
ASK Public Relations
(415) 335-5534

Stephanie Campbell
Copithorne & Bellows
(415) 541-0873

ASK SHOWS INTEGRATED MANUFACTURING SYSTEMS AND
APPLICATION DEVELOPMENT TOOLS AT AUTOFACT

Visit ASK Computer ms A th #1076

Chicago, — November 12, 1991 — ASK Computer Systems, an ASK
Company, will demonstrate MANMAN, the company's integrated
manufacturing information system, and INGRES application development
tools from November 12-14 at AutoFact in booth #1076.

Included in the booth demonstration, ASK will show Release 8.1 of
MANMAN/HP and Release 8.1 of MANMAN/VAX. For manufacturers in
the automotive industry the company will demonstrate MANMAN/
Automotive. For manufacturers in process industries, the company will
demonstrate MANMAN /Process. In addition, Ingres, an ASK Company, will
demonstrate INGRES/Windows4GL and INGRES/ Vision.

(more)

ASK Computer Systems, Inc. m 2440 W. El Camino Real = Mountain View, CA 94039-7640 m 415/969-4442




ASK Computer Systems At APICS 2-2-2

The MANMAN information system is an integrated group of software
modules that addresses the manufacturing, marketing, financial and
management reporting needs of manufacturing companies. The modular
system is designed to streamline manufacturing operations and help run
businesses more efficiently. MANMAN is the most cost effective and feature
rich MRP II solution available. It is used in over 3,000 manufacturing sites
worldwide.

The INGRES Tools comprise a broad set of decision support and
application development tools. INGRES/Windows4GL is the premier
application development tool for systems using a graphical user interface.
INGRES/ Vision is an application generator for creating complex character-
based systems.

In addition, demonstrations of MANMAN software will be conducted in
the Hewlett-Packard Co. booth.

ASK Computer Systems, Inc. (The ASK Companies) is one of the 10
largest software companies worldwide, with annual revenues of
approximately $400 million. Its comprehensive product line includes the
INGRES Intelligent Database, application development tools, and
manufacturing and financial applications. There are more than 2,100 ASK
employees worldwide. ASK is a publicly traded company; its common stock is
traded on the NASDAQ national market system under the symbol "ASKIL"
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TO OUR SHAREHOLDERS

Revenues for the second quarter of fiscal 1988
were $32,346,000. Net income was $2,252,000

or $.17 per share. These results compare with
$21,159,000 revenue and income of $1,995,000
during the second quarter of fiscal 1987. We ended
the quarter with working capital of $31,916,000
and a current ratio of 2 to 1.

During the quarter we took two important
steps in our strategy to address the needs of larger
and multinational manufacturing companies. First,
we released a new version of MANMAN® on Digital
VAX computer systems. The VAX Release 6.0
addresses the needs of large, multi-site manu-

' facturing companies, as well as the special needs

4of firms with foreign manufacturing business
operations. Also, we began shipping our MANMAN
systems on the new HP3000 Series 950. These
new, powerful machines from Hewlett-Packard,
as well as the larger VAX systems from Digital
Equipment Corporation, enable us to address the
needs of much larger manufacturing companies,
thus expanding our opportunities in major markets
around the world.

Operations outside the U.S. are becoming a
more important factor in our overall performance.
The ASK UK subsidiary, established one year ago,

experienced exceptional growth in revenues and

operating profits. In addition, we opened a new
sales office in Taiwan as part of our Southeast Asia
sales unit headquartered in Singapore. The new
office will strengthen ASK’s presence in the Pacific
Rim and enable us to better serve our customers.
Results for the quarter in terms of larger systems
sales and installed base sales indicate ongoing
improvement in our effectiveness in the manu-
facturing software and services market. Also, the
level of activity within our sales force has grown
and indicates that business conditions within the
U.S. manufacturing sector continue to strengthen.
While we remain optimistic about prospects for
company growth, our current plans call for main-
taining tight control over operating expenses

during the balance of our fiscal vear.

| WW/Z%

Ronald W. Braniff
President and Chief Executive Officer



CONDENSED CONSOLIDATED STATEMENT OF INCOME  Three Months Ended Six Months Ended
(Unaudited) December 31, December 31,
(In thousands except earnings per share) 1987 1986 1987 1986
Net revenue $32346 521,159 $58955  $41,503
Cost and expenses
Cost of revenue 15,105 9,596 26,730 19,310
Product development 3,197 2,120 5,620 4,112
Selling, general and administrative 11,687 7.274 22077 13982
Total costs and expenses 29,989 18,990 54427 37404
Operating income 2357 2,169 4,528 4,099
Other income 860 1,021 1,378 1,909
Income before income taxes 3217 3,190 5,906 6,008
Provision for income taxes 965 1,195 1,772 2,238
Net income 92252 5199 $ 4134 5 3770
e CeE— TR =
Earnings per share $37 50 05 S B2 500
C—— = T eaa——1
Weighted average shares outstanding 13,058 12,936 13070 12921
CONDENSED CONSOLIDATED BALANCE SHEET )
(Unaudited) December 31,
(In thousands) 1987 1986
Assets
ash and short-term investments $ 26985 567,629
\ccounts receivable, net 33,505 17,954
Other 4,533 2,544
Total current assets 65,023 88,127
Capitalized software development costs, net 1439 1,012
Property and equipment, net 12,331 6331
Goodwill and other long-term assets, net 41,520 1,869
$120313 $97339
E———— mE—
Liabilities and Shareholders’ Equity
Accounts payable S 9836 5 6167
Accrued liabilities 14,662 7,117
Currently payable and deferred taxes 8,609 6,265
Total current liabilities 33,107 19,549
Long-term debt and obligations 2,214 943
Common stock 43614 43,668
Retained earnings and cumulative translation adjustment 41378 33,179
Total shareholders’ equity 84992 76847

$120313 $97,339
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'ASK Offers Self-Paced Classes

Your MANMAN training can now begin
the minute you turn on your terminal.
The ASK Customer Education depart-
ment has released the firstin its series
of self-paced classes.

The MANMAN/FA self-paced course
IS now available and the MANMAN/
MFG course will be available in De-
cember. The self-paced MANMAN/
MFG course will supplement, not re-
place, ASK's standard application
training and will provide instruction for
the end-user on several system mod-
ules. The MANMAN/FA course, which
is the only class available on the Fixed
Assets product, includes implementa-
tion and application training.

The MANMAN/MFG self-paced
course is designed primarily for the
end-user while the current application
courses are directed towards the
MANMAN project team, project
leader, and top company manage-
ment. Typically, a customer will send
the project leader and project team
members to the application course
and one of them will assume responsi-
bility for administering the self-paced
course to end-users in the company.

Self-Paced Classes are User
Oriented

“The self-paced course allows the
end-user to understand the issues in
his or her own manufacturing environ-
ment," says Steve McDonnell, cus-
tomer education instructor for MAN-
MAN/MFG. “The student can directly
relate the course material to on-the-
job experiences.”

In addition, the self-paced courses
assist customers in the development
of their own in-house education and
training program. They also can be
used to help train new employees on
the system.

Working together to design the first ASK self-paced courses are: (left to right) Pamella
Dean, customer education manager, Steve McDonnell and Carol Saunders, customer

education instructors

The MANMAN/MFG self-paced
course is divided into several units, in-
cluding master planning, purchasing,
and product costing. Each unit is di-
vided into topics which are progres-
sively more detailed.

Managers can study the first topic in
all units for a subject overview, project
leaders can learn the first few topics in
each unit for more detailed informa-
tion, and end-users can learn all
topics in the relevant units.

Another use of the course might be to
“look over the fence" at another de-
partment's functions. This is useful
because MANMAN is an on-line inter-
active system; the functions of one de-
partment frequently affect another
department.

All self-paced courses will contain in-
troductory material, including training
on using a terminal, an overview of the

course, and workbook exercises.

Fixed Assets Trains Users and
Project Leaders

The fixed assels class conlains a
guide for the end-user as well as an
implementation guide for project lead-
ers or managers.

“After going through the Implementa-
tion Guide of the MANMAN/FA self-
paced course, the project leader will
have successfully prepared all data
required for implementing MANMAN/
FA," says Pamella Dean, customer
education manager.

“The MANMAN/MFG and MANMAN/
FA courses are very detailed and pro-
vide a lot of user interaction with the
system. Rather than spoon feeding
the information, the courses pose re-
alistic problems for the user to solve,”
says McDonnell. []
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SERVICEMAN ':as
New Features

The updated version of the MA! N
SERVICEMAN Field Service pro

was released in October. SER\

MAN, a fully integrated system |
manufacturers who maintain service
contracts with their customers, has
maijor enhancements to three of i1
four modules.

In the Service Contract Mainterz
module, the bills of material and -
assemblies for equipment requir
service now allow quality tracking and
traceability of parts. The enginec:ing
change order (ECO) revision lev
tracks the location of all parts

In the Job Reporting module, rep
and return job reports now prov
shipping and receiving informa
and part traceability. These repor
will display all equipment sent in 0y
customers for repair, including da!
and site information.

Within the Service History and Sta

tics module, a mean time betwes
service report has been added 10
track failure rate by equipment or
equipment type. A mean time to repair
report (MTTR) has also been added (o
analyze length of time required 1o r&-
pair an individual piece of equipment
or equipment type. An engineer’s re
sponse efficiency report has been
added to analyze actual time elapsed
from receipt of a call to the engineer’s
arrival to the job's completion.

D-45K

NEWSMAN 3 a pubkcation of ASK Computer Systems
Inc., Los Altos. CA
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VAX Product Line is Expanded

MANMAN/OMAR and MANMAN/AP,
already released in their beta test ver-
sion, join the growing number of inte-
grated products now available on
Digital Equipment Corporation's
VAX-11 computer.

The newly released financial products
interface with the updated VAX MAN-
MAN/MFG product. MANMAN/GL,
whose beta test version was released
in July, has also been updated.

The full family of MANMAN products
is being designed for the DEC VAX-11
line of computers and will become
available throughout 1984,

VAX MANMAN/OMAR features sales
order entry, shipping, invoicing, ac-
counts receivable, cash receipts, and
sales analysis.

The interface between the MANMAN/
MFG and MANMAN/OMAR products
provides:

® material requirements planning
and master production scheduling
that consider sales order demand.

® inventory counts that reflect quan-
tities shipped.

VAX MANMAN/AP includes voucher
processing, cash disbursements, and
controls and analysis.

VAX MANMAN/GL features are finan-
cial statements, journal processing,
and G/L and budget maintenance.

The first VAX-based MANMAN/OMAR
class was recently taught on-site for
beta customers. MANMAN/GL and

MANMAN/AP courses will be taught
before the end of the year, and MAN-
MAN/MFG classes are scheduled
throughout the country on a regular
basis.

VAX financial application customers
will be able to use VAX on ASKNET,
ASK's Remote Processing Service, in
late fall. The first VAX MANMAN/MFG
customer on ASKNET went on-line in
early June.

ASK product and system managers
took the VAX applications systems on
the road during the summer, visiting
all regional offices to train sales and
support staff on use of the VAX MAN-
MAN/MFG and MANMAN/GL prod-
ucts. Similar internal training will be
offered for MANMAN/OMAR and
MANMAN/AP. [

ASKNET Reaches More Customers

ASK's Remote Processing Service,
ASKNET, is linking manufacturing
companies to their manufacturing
management solutions.

Operating as a division of the Re-
search and Development Depart-
ment, ASKNET is a separate profit
center—a business within a business.
And, like the rest of ASK, business is
booming.

ASKNET now has over 115 custom-
ers—33% more than in Spring 1982.
ASKNET customers are now 20% of
ASK's total customer base.

Not only has ASKNET's customer
base grown, but ASKNET itself is
growing. The computer room, which is
four times larger than it was in 1981
when ASKNET first started operating,
has been completely re-cabled to
simplify installation and testing.

All of ASKNET's HP 3000/64 minicom-

puters will be upgraded to 3000/68's
in the fall. This will increase capacity
and improve customer response time
without requiring additional space.
Also, new telephone trunk lines have
been added to Minneapolis, MN, and
Melbourne, FL, to serve customersin
these areas.

ASKNET gives its customers the ben-
efits of complete manufacturing and
financial management without having
to maintain their own computer and
data processing staff. Most use
ASKNET as a precursor to buying an
in-house system.

“Ninety-nine percent of our customers
are planning to purchase a turnkey
system sometime in the future,” says
Lindsay MacDermid, director of com-
puter services. "ASKNET gives them
an easy way to implement the MAN-
MAN products without the capital ex-
penditure or physical resources re-
quired for an in-house system."

Many firms also use ASKNET to train
their employees to use the MANMAN
products and set up their data bases
before they actually install their own
turnkey system.

The entire family of MANMAN prod-
ucts on the HP 3000 is available
through ASKNET, as is MANMAN/
MFG on the DEC VAX compulter. Fi-
nancial products on the VAX com-
puter will be available through
ASKNET late this year. []
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Marketing Responds to Users’ Needs

Knowing what customers and poten-
tial customers need and discovering
how ASK can meet those needs is the
primary task of the Marketing Depart-
ment. Under the direction of Mark
Ripma, director of product marketing,
the department focuses its attention
on communicating with ASK's custom-
ers and with the marketplace to deter-
mine the most effective way to de-
velop products.

The department has a wide variety of
duties: customer education, product
marketing, corporate communica-
tions, and customer service. Ripma
also sets the policies and procedures
for ASK's field service organization,
which includes the technical support
staff located in ASK sales offices
throughout the country.

Education Services Offers Compre-
hensive Classes

ASK Education Services, headed by
Pam Dean, customer education man-
ager, is responsible for developing
and administering ASK's customer
training program. ASK instructors
teach customers, as well as ASK's
technical support staff and manufac-
turing consultants, how to implement
and use the MANMAN products.

The courses that are offered include
classes on all of the ASK products, as
well as the Management Perspective
course, which provides an overview of
all of the products, and an implemen-
tation planning class. Classes are
held at the seven ASK regional educa-
tion centers and at company sites.

Product Marketing Provides Vital
LinktoR&D

Product marketing managers have re-
cently been hired with expertise in
manufacturing, financial, marketing,
and system applications.

“The product marketing managers
bridge marketing and R&D," says Liz
Seckler, manufacturing product mar-
keting manager. “We help product
managers determine the direction
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products should take from a market-
ing viewpoint, and help the sales team
understand the technical aspects of
the products.”

An integral part of ASK's Marketing
Department is Corporate Communica-
tions, which focuses on developing
and maintaining ASK's public image.
The responsibilities of the group in-
clude public relations, advertising,

trade shows, internal communications,

and the development of collateral liter-
ature. The group also administers
ASK's sales contesls.

“One of our primary jobs is to keep the
ASK name out there by maintaining
full public relations and advertising
programs,” says Joan Tharp, corpo-
rate communications manager.

Customer Service Delivers the
Goods
ASK's Customer Service Department

is responsible for coordinating soft-
ware releases; they are also involved
inorganizing the installation of prod-
ucts with ASK's Order Administration
Department. The group, headed by
Nancy Picknell, customer service
manager, maintains a software status
report, which is a running log of any
problems users find with ASK
products.

Ripma has two top priorities for the

Marketing Department. Oneis to

develop a consistent “image” in ASK

products, advertising, and materials. |
The other is to develop more effective

product introductions, in particular,

improved ASK product training.

“Our main goal is to deliver products
that are responsive to the needs of our
customers," says Ripma. “Each
separate area of the department
works together to meet that goal.” [
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PLANMAN has New Capabilities

The MANMAN/PLANMAN budgeting
product will have an important new en-
hancement this fall,

PLANMAN is a fast and accurate
budgeting tool that provides an effi-
cient method of creating and revising
budgets in MANMAN/G/L. The prod-
uct acts as an interface between the
MANMAN/GL on the HP 3000 mini-
computer, and a spreadsheet pro-
gram operating on a microcomputer.
Currently, the system uses the Visi-
Calc/125 spreadsheet program and the
HP 125 microcomputer. This fall,
PLANMAN will run on the HP 120 and
125, the HP 150, or IBM PC. It will oper-

ate with other spreadsheet programs,
including VisiCalc and Lotus 1-2-3 .

The updated PLANMAN product al-
lows you to extract G/L data from any
range of fiscal periods or account
structures you indicate. The G/L file
information is then transferred to the
microcomputer, whereitcan be used for
financial modeling, budgeting, or
analyzing financial results.

"PLANMAN pays for itself in manage-
ment time saved,” says Barbara
Matchett, product marketing manager
for financial systems.

N s s BT

Riopel Appointed
Executive VP

Robert J. Riopel, ASK's vice president
of finance and administration, has
been appointed executive vice presi-
dent and chief financial officer.

Riopel, 41, joined ASK in 1981 after
serving for two years as vice presi-
dent of finance for Advanced Elec-
tronics Design, Inc. Prior to that, he
was vice president of administration
for Reticon Corp., a subsidiary of
EG&G Inc. Riopel received his BAin
accounting and MBA from the Univer-
sity of Santa Clara.

Commenting on Riopel's promotion,
ASK President Sandra Kurtzig said,
“Bob has done an outstanding job of
managing the financial and adminis-
trative operations of ASK over the last
twoyears." [
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MANMAN Helps Growing Company

As a result of their phenomenal
growth, Synchro-Start Products, Inc. a
subsidiary of Knowles Electronics, de-
cided to purchase a comprehensive
manufacturing and financial systemto
run their business. Having outgrown
the software they were originally us-
ing, the Skokie, IL manufacturer of
diesel engine protection systems and
mechanical speed switches began an
intensive search for the right system.

During their search, Synchro-Start
Products evaluated 21 software ven-
dors. "We wanted a system with a
proven reputation, and one that would
keep up with our rapid growth,” says
Bayard Jones, Synchro-Start Prod-
uct’s manager of manufacturing sys-
tems. “The vendor that we selected
had to have over 25 installations.”

Synchro-Start’s search resulted in se-
lecting a range of ASK's products
The MANMAN/MFG, MANMAN/
OMAR, and MANMAN/AP products
were installed in July 1981. The MAN-
MAN/GL and MANMAN/FA products
were installed a few months later.

"We wanted a system that would inte-
grate our manufacturing, financial,
and marketing departments. The ASK
products fit the bill. They were the
best and least expensive,” says
Jones.

Conversion to MANMAN is Fast

According to Jones, the conversion
process was smooth and swift. “The
department heads attended the ASK
training classes, which enabled them
to train the rest of the staff in-house.
Within two months, all our master files
were loaded and Payables and Pur-
chasing were up and running. Within
five months, we were entering orders
and running MPS and MRP."

Synchro-Start is particularly pleased
with the way MANMAN/MFG, MAN-
MAN/OMAR and the financial prod-
ucts bring all their departments to-
gether. "MANMAN/MFG gives sales
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MANMANIMFG manages the production line at Synchro-Start Products, Inc

the tools to knowledgeably participate
in forecasting and planning,” says
Jones. "Every month, the finance,
marketing, and manufacturing man-
agers participate in the Master Pro-
duction Schedule. With MANMAN/
MFG, we have solid data to make edu-
cated decisions.”

Statistically, the MANMAN Information
System has significantly improved
production at Synchro-Start Products
“Our work-in-process was cut in half,”
says Jones. "Our customer service
level has increased from 65 to 95 per-
cent. In other words, for every
hundred orders booked, 95 will go out
ontime.”

Synchro-Start has seen some dra-
matic cost savings due to MANMAN/
MFG. “Our inventory was reduced by
40 percent and our inventory accu-
racy has increased from 70 to 98
percent,” says Jones.

A major portion of Synchro-Start Prod
uct's business involves stocking sub
assemblies and assembling to cus-
tomer order. "We forecast and do
modeling using planning bills and we
master production schedule sub-
assemblies,” says Jones. “With the
shop floor control information from
MANMAN/MFG, we can easily control
numerous sub-contracting operations
on our parts.”

Jones explains that Synchro-Start
Product’s major customers choose o
carry no inventory. “Because of this,
we have been pressed for shorter and
shorter lead times. MANMAN/MFG
has enabled us to respond easily to
this pressure,” claims Jones

As president of the ASK Midwest
User s Group, Jones highly recom-
mends ASK's products and service
"ASK'’s customer service is great. The
tech support group is prompt and
knowledgeable." [



NEWSMAN is designed to keep you informed about developments at ASK and in the ASK Family of Products. You can let ASK's
Technical Communications Department know about any special interests you have by answenng the following guestions. We
welcome any comments regarding the current issue.

Suggestions or comments on NEWSMAN:

[1 Please send me more information

on the MANMAN Information
smam. company —
[ | Please add me to the NEWSMAN Address
mailing list. -
Phone
LSend responses to: Technical Communications Dept., ASK Computer Systems, Inc., 730 Distel Drive, Los Altos, CA 94022

-
|
|
|
|
|
|
|
|
|
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Novemnber 23° Bedtord, MA
November 30 Torrance, CA
November 30 LosAltos, CA
Decembet 7 Houston, TX
g ; Jan 4 Hinsdale, IL
The MANMAN Educational Service is currently November17 Orange.CA Janmﬂ Syosset, NY
under way at all of the seven ASK training cen- December 12 LosAtos, CA Jancuaty 19" Hinsdale. IL
ters. On-site classes are also available. Contact December 15 Hinsdaie. &
Kelly Newcomb at ASK, Los Altos, for reserva-  Saroar (2. lgmsesins RIS S Tt et
tions and information at 415/969-4442, January 19° LosAltos, CA ASKNET
January 26° Hinsdale. IL $175 Per Person (1 Day)
January 26 Los Altos, CA November 3 Bedford, MA
MANMAN MFG January 26 Houston, TX December 1 Torrance, CA
$875 Per Person (5 Days) January 26 Badiord, MA December 8 Houston, TX
November 1418 Los Altos, CA January § Hinsdake. IL
November 14-18 Torrance, CA ‘indicates s DEC VAX class January 12 Syossal. NY
November 28-December 2 Badlord, MA
November 28-December 2 Hinsdatle, IL MANMANGL MANAGEMENT PERSPECTIVE
December 5-9 Los Altos, CA $175 Per Person (1 Day) $175 Per Person (1 Day)
December 5-9° Hinsdale, IL November 11 Bedlord, MA November 8 Torrance, CA
December 12-16 Orange, CA November 11 LosAltos, CA November 14 Syosset, NY
December 12-16* Houston, TX November 18 Orangs, CA November 15 Bedlord, MA
January9-13 Los Altos, CA December13 Los Altos, CA November 17 Hinsdale, IL
January 16-20 Houston, TX December 16 Hinsdale, Il November 28 Los Allos, CA
January 16-20 Syossel, NY January 12* Badiord, MA November 30 Houston, TX
January 16-20° Bedlord, MA January 13 Torrance, CA January 24 Orange CA
January 23-27* Torrance, CA January 20" Los Altos, CA
January 30-February 3 Torrance, CA January 27 Hinsdale, IL MATERIAL REQUIREMENTS PLANNING
January 30-February 3 Hinsdale, IL January 27 LosAltos, CA $525 Per Person (3 Days)
January 30-February 3* Los Altos, CA January 27 Houston, TX December 14-16 Los Altos, CA
January 27 Bedlord, MA January 4-8 Torrance, CA
‘indicates a DEC VAX class January 4-6 Bediord MA
“indicates a DEC VAX class January 10-12 Hinsdale. IL
MANMAN OMAR
$525 Per Person (3 Days) SYSTEM MANAGER IMPLEMENTATION
November 7-9 Bedlord, MA, $350 Per Person (2 Days) $175 Per Person (1 Day)
November 7-9 LosAltos. CA October 31-November 1° Los Altos, CA Novemnber 9 Torrance. CA
November 14-16 Orange. CA November 1-2 Bediord, MA November 15 Syosset. NY
December 7-9 Syossel. NY November 15-16" Houston, TX November 16 Bedlord, MA
December 12-14 Hinsdaie, IL November21-22 * Badiord, MA November 18 Hinsdale, IL
December 19-21 LosAltos, CA November 26-29 Torrance, CA November 28 Los Altos, CA
January 1-11 Torrance, CA December5-6 Houston, TX December 1 Houston TX
January8-11* Badiora, MA January 2-3 Hinsgale. IL January 25 Orange. CA
January 16-18° LosAnos, CA January9-10 Syosset, NY
January 23-25* Hinsdale. IL January 17-18° Hinsdale, IL INVENTORY MANAGEMENT
January 23.-25 Los Altos, CA January 30-31 Orange, CA $175 Per Person (1 Day)
January 23-25 Houston, TX January 3 Torrance. CA
January 23-25 Bediord MA “Indicates a DEC VAX class
SERVICEMAN
“Indicates a DEC VAX class MANMAN/GUIZ or MANMAN DATATRIEVE $350 Per Person (2 Days)
$175 Per Person (1 Day) November 17-18 Bediord, MA
MANMAN AP October 31 Bediord, MA
$175 Per Person (1 Day) November 2° Los Altos, CA FORTRAN
November 10 Bediorg, MA November 17* Houston, TX $875 Per Person (5 Days)
November 10 LosAltos, CA November 21 Syosset, NY November 28-December 2 Syossel. NY
ASK Computer Systems Inc.
e 730 Distel Drive BULK RATE
L Los Altos, CA 94022 (415) 969-4442 U.S. Postage
PAID
Permit no. 489
ASK HEADQUARTERS SOUTHWEST REGION Los Altos, CA
30 Destel Drive 1940 ) ood Ave
415) 969-444;
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The MANMAN Information System

MANMAN/MFG
Manufacturing
Management
MANMAN/OMAR
Order Management and
Accounts Receivable
MANMAN/AP
Accounts Payable
MANMAN/GL
General Ledger
MANMAN/FA

Fixed Assets

Corporate Office

ASK Computer Systems, Inc.

730 Distel Drive
Los Altos, California 94022
(415) 969-4442

MANMAN/PAYROLL
Payroll
MANMAN/PLANMAN
General Ledger Budgeting
MANMAN/SERVICEMAN
Field Service
MANMAN/GRAFMAN
Integrated Business
Graphics
MANMAN/QUIZ

Report Writer
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Revenue for the nine months ended M
50% 10 $58.472,000 compared to $45,135,000 2 yearago. Net income
for the nine months was §5 032,000 0rs 47 per share, a 219, increase
over income of $4,655,000 or $.40 per share for the same period
i year ago

arch 31,1985 ncreased

Revenue for the three months ended March 31 1985 increased
9% 10 §19,187,000 as compared with $17.561 {000 for the same quarter
last year. Net income of $1,788.000 or $.14 per share for the third

quarter was essentially flat with the prior year comparable quarter.

The third quarter results were less than anticipated, and were
due primarily 10 unforeseen delays in booking and shipping new
orders in the last month of the quarter. The lower results were not
due to cancelled orders. We are beginning the fourth quarter with
the sense that demand for ASK products and services remains strong
i our marketplace,

During February ASk comple:
million shares from the Co nmp
sharcholders. The
$20.5 million.

Several major developments occurred in the
will add to our future success. We announced ASK's intention 1o
become an IBM Value Added Reseller. We dre currently beginning
development of a MANMAN® product for the IBM 4300 line of com-
puters. First customer delivery of our 1By product is expected in
calendar year 1987

In February, Hewlett-Packard Company signed a lette
become an exclusive distributor of the HP version of MANMAN in
certain Western European countries, The proposed agreement is for
HI 1o provide the sales and marketing of MANMAN, and for ASK to
provide product installation, support and training. The agreement
should be finalized during the fourth (uarter

Severdl new products were announced this quarter. Two of these
new products were introduced for the 1P 3000 - MANMAN/BARSCAN
and MANMAN/HUMAN RESOURCES, MANMAN/BARSCAN enables users
Of MANMAN to quickly and accurately enter data on the she ip floor.,
MANMANHUMAN RESOURCES is a powerful management tool that
anages a manufacturing company's entire human resource function,
Specific features include applicant tracking, performance evaluations
and benefits administration. In addition to the new HP-version
products, four products- MANMAN/SERVICEMAN, PLANMAN/MEG,
PLANMAN/GL, and MANMAN/PAYROLL- were announced for the DEC
VAX. More new products will be introduced this June in the areas of
repetitive manufacturing, decision support and project accounting,

We thank our employees for their dedication and hard work, and
our sharcholders for their ongoing support. We look forward to the
fourth quarter with the expectation of completing another fine year.

Somde ity

Sandra L. Kurtzig
Chairman and Chief Executive Officer

ted a public stock offering for one
any and 600,000 shares from se

! Hing
offering increased our cash reserves by

third quarter which

rof intent 1o

Nine Months ended
uarter ended March 31,
2 March Sl.qm 1985 1984
1985 Y $45,135
(In thousands, except per share data) 510187 517,561 $58,472
Net revenue 29927 22,743
oy wn Ny e e
Cost of revenue 1 L 15,167 ,
p:::dua development e = 5,229 "'2‘5_5 49,748 38,347
Selling, general and administrative 16,611 1 : .2? 5 8:724 6788
Total cost and expenses 2'572 ...5 ;(1 1.706 1,415
Operating income 73 8.203
Inlt’rtn-sl income 3311 3,085 Ig'igg 3,548
Income before income taxes 1,523 1,327 $ 5.632 $ 4,655
Provision for income taxes —’__‘____5_1_788 $ 1,758 y :ﬁ - s
. . . ‘ 2 S o4
Net income $ 14 s A5
. 1,611
Earnings per share = 12,444 11,630 11,937 L.
Weighted average common and common equivalent shares outstanding L
- Mafch 3‘0 84
1985 19
(In thousands) $50,795 $21.414
Assets 3 i 17,787 13,939
Cash and short term investments 2,053 2.327
Accounts receivable 70.635 37.680
Other ¥ 9,267
Total current assets a:?: $16.947
Net property and equipment $79, :
- 6 5 5635
Liabilities and Sharcholders’ Equity ’ 2'?:3 2,87
Accounts payable 2:3 30 1,093
Accrued liabilities 2107 1,980
Income taxes payable ;

Deferred income taxes
Total current liabilities

Long term debt

Common stock

Retained carnings

15,126 11,587
969 982
42,187 20579
21,242 14,123
429 34,702

63 i 324
63320 34378
$79,415 $46,947

Less notes receivable from sharcholders
Total shareholders’ equity
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COMPUTER SOFTWARE AND SERVICES
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ASK COMPUTER SYSTEMS

. (ASKI-19 1/2)

“~Misleading First Quarter Results
Not Indicative of Unfavorable
Full Year Results

Jan Kaplan
212/480-7155 October 12, 1983
Rating: BUY ACORN Shares Outstanding: 11,581 ;000
52-Week Range: 11-21 Dividend: - Yield: -
EPS*1982A: $0.27 P/E 1982A: 72,2

1983A: $0.35 1983A: 55.7

1984E: $0.55 1984E: 35.4
Projected 5-year Operating return on -
growth rate: 1 40% tangible assets: 18.2%
Market Proxy ROR™: 11.8% Total Debt/Equity: 9.1%
Company ROR 28.6 Return on Equity: 30.4%
Market Cycle Beta 1322 Reinvestment Rate: 30.4%

*June fiscal year.

POINT OF VIEW

Results for 1Q:84 of $0.09 versus $0.08 earned in the com-
parable period last year were lower than our estimate of
$0.12, but were in line with our revenue goals of $12-13
million. The chief reason first quarter results did not match
our expectations, we believe, may be attributed to the late-
ness in delivering software for four turnkey systems sold (2
HP and 2 DEC) which were shipped late from the equipment
manufacturers. The additional revenue from the sale of
software carries with it a higher gross margin; hence, it
would have added at least another $0.02 a share to earnings
and about $0.5 million to sales.

Nonetheless, we remain optimistic about the business outlook
for ASKI in fiscal 1984 and 1985. The company has the highest
backlog visibility ever for 2Q:84, beginning the quarter with
95% of revenue already in place. Accordingly, we feel there
is a high probability of reaching our estimate of $0.12-50.13
assuming revenue of around $14 milliocn. Our full year esti-
mate remains $0.50-$0.55 on revenue of $60 million. The
shares are rated BUY (4).

Analysis

Balance Sheet figures reflect above average growth in pay-
ables, receivables and other assets. The growth in payables
is a result of the higher percentage of hardware in the mix of

This raport was preparid irom data believed reliable but not Qquarantead by us. without furthier vetilication of MveSHgaNan and does not purpoit 1o be complete s
nol lo be considared as an offer 1o sell or a solictation al an offer 1o buy the secutities of this companies covired Dy 1his fepar. Dpmicns expressed are subhect 19
change without notice. Drexel Burnham Lambert Incotpotaled. or cne of mare of s otficers, may nAVE B pOSNion in the secunties discussed horen and Drexel
Burnham Lambart Incorporated wil be pleased 1o furnish specific information in this regard at any tirme upon teauest Drexel Bumham Lamber Incorporated may act
a8 principal 1o i1 own account of as agent lor another person, in connechion with the sate or purchagso ol any securty wiich (s the subiect of Ihis report

Dtenet Burnham Lamben incorporated 60 Broad Street. New York, New York 10004 (212) 480-6000
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current business. Growth in other assets primarily reflects the
purchase of certain software licenses such as the DEC DBMS and the
payroll package. ASK Micro also purchased a large royalty arrange-
ment. Property, plant and equipment has risen well above year ago
levels due to the purchase of a $3 million building complex for
expansion of facilities and also because of the additional $2 million
of hardware purchased to supplement the growth of ASKNET.

Profit and loss statement numbers show an increase in R&D because of
the broad enhancement effort occurring this fiscal year and also

reflect the continued work on the conversion of ASK software for the
DEC hardware.

Margin deterioration, as discussed earlier, is a consequence of the
unusually heavy mix of hardware with lower margins than the software
sold in 1Q:84. We look for margin improvement in 2Q:84 in the ensuing
quarters and towards the company's objective of a 10% aftertax return
which we judge to be achievable.

Other Comments

@ The company plans to formally release the MANMAN financial products
for the DEC hardware November with only three products (ServiceMan,
Payroll and Fixed Assets) remaining for the spring.

® To date, the company has 13 of the 18 DEC turnkey systems on order
scheduled for delivery in the second quarter. The company has
installed seven thus far.

e The seasonal summer lag evident in first quarter numbers was also
accentuated by slower-than-normal product royalty and license
fees from foreign distributors.

® ASK Micro Inc. should have manufacturing software modules com-
patible with personal computers using the MS-DOS operating system
(like IMB's PC) available by the end of fiscal 1984.

@ During the guarter ASKNET added 15 customers for a total of 125
on-line users.

Last Research Abstract on ASK Computer Systems: 8/3/83
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i 4{ 55 WATER STREET, NEW YORK, N.Y. 10041 . \DE[ L\ == R )l —

- .__ TEL: 212-425-3300  CABLE: PROBATICA LNV L o/
RAYMOND J. BOSSO, Ext. 2523 November 11, 1983

RATING: SPECIAL EQUITIES

< ASK COMPUTER:
Update and Review

Symbol, Exchange: ASKI, OTC 06/30 Yr. EPS P/E Ratios
Price (11/10/83): L7+ 1/2 bid 1985P $0.70-50.75 24.0X
52-Week Range: 21-10 1984E 0.50- 0.53 3357
Ind. Dividend: None 1983A 0.35

Yield: None

Book Value (06/83): $2.49 Oct. Trading Vol. (000): 1,601
Return on Avg. Equity: 18% Shares Outstanding: (000): 11,581

All data adjusted for 2-for-1l split in September 1983.

INVESTMENT VIEWPOINT

Ask is a rapidly growing company in the packaged software industry,
with particular emphasis on selling to high growth manufacturers--
independent companies or divisions of Fortune 1000 companies. The
company has continued to leverage its product position by adding new
modules and, more recently, making the product available on the widely
installed DEC VAX line of super minicomputers. A new group of smaller
manufacturers should be attracted by ASK Micro's packages (IBM, Apple
etc.) geared to smaller businesses. Management has established and
adhered to a disciplined, orderly growth plan and achieved it while
continuing to spend aggressively for new product development and
marketing expansion, despite difficult recent economic conditions.

We believe that this positions the company favorably, enabling it to
take advantage of the vast growth opportunities which exist in the
manufacturing sector. While the current price/earnings multiple is
high, we do not view it as excessive relative to ASK's growth pros-
pects. We believe that appreciation in line with an aggressive 40%-
50% annual growth objective will afford substantial capital gains.

T-43, 46
WITHIN THE PAST THREE YEARS, L.F. ROTHSCHILD, UNTERBERG, TOWBIN HAS
ACTED AS MANAGER OR CO-MANAGER FOR OFFERINGS OF SECURITIES OF ASK
COMPUTER AND A PRINCIPAL OF THE FIRM IS A DIRECTOR OF ASK COMPUTER.
L.F. ROTHSCHILD, UNTERBERB, TOWBIN MAINTAINS A TRADING MARKET IN
THE SHARES.




Financial and Stock Market History
(Per Share)

Year-end Avg. Payout Price P/E
Year Earnings Div. Bk. Val. ROE  Ratio Range Range
1983 $0.35 None $2.49 18% NA 20-11 1/4 57-32
1982 0.27 None 1.39 31 NA 13 3/8-5 3/4 50-21
1981 0.19 None 0.35 75 NA 8 3/8-5 1/2 44-29
1980 0.13 None 0.18 NA NA NA
1979 0.03 None - -- —~ - -
Capitalization (06/30/83)
Long-Term Debt S -0- -0-%
Common Equity* 28,808,000 100.0
Total $28,808,000 100.0%

* Represented by 11,581,000 shares outstanding, 32% controlled by insiders,
and 475,000 shares provided for options and conversions.
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@ services

ASK provides manufacturing and financial turnkey systems incorporating
its proprietary manufacturing management (MANMAN) software, packaging
it with Hewlett-Packard and, more recently, Digital Equipment's VAX
Series minicomputers. The systems are designed to solve the manu-
facturing control needs of companies covering a broad industry spec-
trum, but with particular emphasis on rapidly growing companies and
divisions of larger Fortune 500 clients. The company has about 1,800
product installations at more than 500 manufacturing facilities. 1In-
stallations typically have 10-60 video terminals accessing MANMAN.
ASK provides its software products under a perpetual paid-up license
agreement for use only on a specific numbered computer. In addition
to outright software licenses (sales), ASK offers on-line remote
processing access to its MANMAN software family. This offering, cal-
led ASKNET, permits smaller companies to utilize its systems and
allows potential customers to conduct a "hands on" trial while earn-
ing monthly credits against future purchase. The company now has
about 130 ASKNET customers and has 11 systems dedicated to this ser-
vice. 1In fiscal 1983, ASKNET accounted for $4.7 million in revenues,
and this could double in fiscal 1984. ASK's systems provide for a
payback that is normally less than one year.

There are 20 direct sales and support offices throughout the U.S. in-
cluding 7 with on site customer education facilities. Foreign sales,
. which accounted for 2% of 1983 business, are handled by independent
distributors in England, France, Belgium, Italy, Spain, and Switzerland
and by Digital Equipment Corp. in Finland. The company duplicates
its programs on computer tape and delivers them to the customer with
either Hewlett-Packard or Digital Equipment hardware. At present,
almost all current business is implemented on HP Systems. Management
believes that DEC will reach 50% of the total in the second half of
fiscal 1985. To date, the company has sold 17 DEC based systems
calling for 70 MANMAN software modules of which 11 have been instal-
led on 8 systems. ASK is responsible for installation and maintenance
of its software, with HP and DEC warrantying and servicing the hard-
ware.

PRODUCT/MARKETING

ASK's turnkey manufacturing and financial systems are designed to in-
crease productivity and control. An important aspect of these sys-
tems is the level of modular integration and expansion that is achiev-
able due to the common data base orientation of the MANMAN line. A
customer can start with a smaller configuration of the full system
and upgrade both software and hardware as dictated by the need or
level of sophistication. Twelve software products currently com-
prise the MANMAN Information System and each contains from three to
eight application medules. The company has continually expanded its
product line to encompass more of the user's application needs. 1In



this regard, current development activities are focusing on moduleg
for quality control and shop floor data collection. The current line

is as shown in Table 1. .
Table 1
MANMAN INFORMATION SYSTEM PRODUCTS [

MANMAN/MFG MANMAN/PLANMAN™

Manufacturing Management Budgeting

MANMAN/OMAR _ MANMAN/PAYROLL

Order Management and Accounts Receivable Payroll

MANMAN/OMAR PLUS MANMAN/SERVICEMAN™

OMAR plus Finished Goods Inventory Field Service

and Purchasing MANMAN/SERVICEMAN PLUS

MANMAN/AP SERVICEMAN plus Finished Goods

Accounts Payable Inventory and Purchasing

MANMAN/GL MANMAN/GRAFMAN™

General Ledger Business Graphics

MANMAN/FA MANMAN/QUIZ*

Fixed Assets Report Generator .
Source: Company Prospectus

ASK's average system including hardware has recently approximated
$300,000, up from less than $200,000 18 months ago. To a major ex-

tent, the increase has resulted from more modules being available

from ASK coincident with more powerful CPU's and disk drives, enabling
the company to focus on larger potential customers. Relatedly, three
software modules are the average for the company's total installed

base but recently, new customers have taken five to six modules on
average with their initial installation. To date, Hewlett-Packard's

3000 Series minis have been used exclusively and ASK has become HP's
largest OEM customer. In addition to systems and ASKNET sales, revenue
is derived from annual software maintenance contracts. About 85%-90%

of customers subscribe to this service, at an annual cost approximating
9.5% of the original license fee. This provides ASK with highly prof- i
itable repeat business while insuring that the user acquires the

latest version of the system. Subscribers typically receive two up- ]
dated versions of the appropriate software packages each year. To

date, half of the business has come from divisions of Fortune 500
companies and the balance from rapidly growing or emerging growth
companies with challenging manufacturing control requirements. Ex-
amples in the former category are Rockwell International, Litton In-
dustries, General Motors and Westignhouse and in the latter, Tandon .

-4~
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Corporation, Seagate Technology and Micropolis in the mini-disk memory
area and other high technology firms such as Convergent Technologies
and MICOM.

ASK's marketing is directed at individual plant production managers,

a strategy which coincides with the distributed data processing trends
that have been at work throughout the EDP field for the past five to
seven years. The primary reasons that even companies with large in-
house data processing staffs and resources turn to a specialist such
as ASK are the ever increasing cost of maintaining system updates

and a belief that the expenses of developing custom systems can be

as much as ten times the license fee to an independent. Some estimates
indicate that maintenance of existing systems consumes as much as 60%
of total in-house EDP budgets.

Of the 46,000 discrete manufacturing sites in the U.S., about 16,000

generate production in excess of $5 million a year. It is these

customers to whom ASK aims its systems products. Smaller sites are

being provided access to ASK's products via an on-line remote time

sharing system (ASKNET) which is considered attractive to locations

in the $2-$5 million a year size range. ASKNET billings per cus-

tomer average about $4,000-$5,000 per month, and the company currently

services over 120 users. It is believed that usage of between $7,000-

$10,000 per month should result in conversion to a full ASK system.

In order to attract those manufacturers with annual production of

. less than $2 million, ASK recently acquired privately owned Software
Dimensions as the basis for forming ASK Micro Inc. Distribution

and dealer relationships were already in place but ASK is placing high

priority on enhancing them as well as funding R&D to incorporate a

broader applications mix with the line.

Overall, the sales cycle has historically consumed about five man days,
spread over a two to five-month period. Installation generally takes
place three to four months after an order is received and is accomplished
in two to four days.

Table 2 on page 6 presents LFRUT's estimates of ASK's revenues from
various sources. Turnkey Systems & Add-Ons represent bundled hard-
ware/software sales of new and expansion of existing systems; ASK-
NET's timesharing of in-house systems; software maintenance fees

are payments from existing users for access to software updates and
includes other ASK support; royalties represent fees from distributors;
and ASK Micro is comprised of software sales to smaller manufacturers
implemented on micro computers, a business which was acquired by

ASK in fiscal 1983.




Table 2
ESTIMATED REVENUE COMPONENTS FOR JUNE FISCAL YEARS

(dollars in millions) .

1982 1983 19848

Turnkey Systems & Add-Ons $19.00 $28.00 $43.00
ASKNET 1.60 4.80 8.00
Royalties 0.40 0.60 0.70
ASK Micro 22108 3.10 5.00
Software Maintenance & Other 1.70 2.90 4.30
Total Revenues* $24.80 $39.40 $61.00

RECENT RESULTS AND OUTLOOK

Table 3 below highlights ASK's operations for the first fiscal quarter

of 1984 along with prior year figures for comparison. Analysis of

these results provides an unusually good insight into the short-term
influence of revenue mix on ASK's gross profit margins. In the most re-
cent quarter, the software and royalty content of revenues was well below
a year ago when this business was running well ahead of plan. The
results for the first quarter of 1984 were further depressed by losses

in the ASK Micro operations where development and marketing spending

has been aggressive. In subsequent quarters, a more favorable revenue
mix is expected to result in a full-year gross margin of slightly over .
50%. In this regard, three hardware shipments during the first quar-

ter were made late by HWP and DEC which resulted in a carryover to

the current quarter of approximately $450,000 of high-margin software
revenues. In part, this contributed to the fact that the company en-
tered the second quarter of fiscal 1984 with about 95% of planned
quarterly revenues already in backlog--the highest such relationship

in its history.

Table 3
FIRST QUARTER RESULTS
(dollars in thousands, except per share)

First Quarter Ended September 30,

1983 % 1982 %
Revenues $12,460 100.0% $7,095 100.0%
Cost of Revenues 6,739 541 3,100 43.7
Development 1,116 9.0 634 8.9
SG&A 3,286 26.4 2,355 3352
Operating Income SwlG 3119 10.6% $1,006 14.2%
Interest Income 432 D 398 5.6
Pretax Income & 1,750 14.1% $1,404 19.8%
Taxes (Rate) 760 (43.4) 582 (41.5)
Net Income § 991 8.08 § 822 11.6% )
Earnings Per Share $0.09 $0.08
Average Shares (000) 11,583 10,531

-6=




LF ROTHSCHILD,UNTERBERG, TOWBIN

55 WATER STREET, NEW YORK. N.Y. 10041
TEL 212-4253300  CABLE: PROBATICA

ASK has consistently achieved its long-term profitability target of
10% after tax and, as indicated in the P&L estimates for fiscal 1984
(in Table 6), we anticipate close to that performance for the full
year. This is despite the slow start, a 2 percentage point increase
in the tax rate, and a lower relative contribution from interest
income. This largely reflects an expected increase in sales/marketing
productivity resulting in SG&A consuming only about 28% of the 1984
revenue dollar compared with 30% in fiscal 1983. ASK spent aggres-
sively for marketing/sales personnel and facility expandion during

the recent recession and is in a highly favorable position to leverage
these outlays in the current period of recovery.

As indicated in the accompanying balance sheet (Table 4), the company's
financial condition is excellent. Our quarterly fiscal 1984 estimates
along with fiscal 1983 comparisons are provided in Table 5.

Table 4
SUMMARY BALANCE SHEET
(dollars in thousands)

1 06/30/83 09/30/83
Cash and Securities $18,664 $18,776
Accounts Receivables lg.ggg l;,igg
Other

Total Current Assets 332,3;; 533,:;2
Property and Equipment-Net

Total Assets §38,902 $41,894
Accounts Payable 4,087 4,887
Accrued Liabilities & Other 1,699 1,700
Income Taxes 2,344 2,819
Customer Deposits 960 1,097

Total Current Liabilities $ 9,090 ETﬁfgﬁi
Long-Term Debt 1,004 988
Common Stock 19,763 20,296
Retained Earnings 9.:221 10,459
Less: Shareholder Notes Rec'ble {

Total Equity 8,9 §41,894

Table 5
FISCAL 1984E BY QUARTER

June Fiscal Years

Fiscal 1983A Fiscal 1984E
Revenues EPS Revenues EPS
First Quarter $ 7,095 $0.08 $12,460 $0.09
Second Quarter 8,654 0.08 14,500 0.12
Third Quarter 10,980 g.?g ig,ggg g.i;
Fourth Quarter 12,659 . .
Total $39,388 $0.35 $61,000 $0.52




Table 6

PROFIT AND LOSS
(dollars in thousands, except per share)

1982A 1983A 1984E
Net Revenue $24,871 $39,388 $61,000
Cost and Expenses:
Cost of Revenue 12,637 18,998 29,700
Product Development 2,229 3,423 5,300
Selling, General and T
Administrative 6,317 11,759 ’
Total Cost.and Expenses $21,183 $34,180 $52,000
Operating Income 3,688 5,208 9,000
Other Income, Net 1,157 1,451 1,600
Income Before Income Taxes $ 4,844 $ 6,659 $10,600
Provision for Income Taxes 2,150 2,754 4,600
Net Income S 2,695 $ 3,905 $ 6,000 .
Earnings Per Share $0.27 $0.35 $0.52
Average Shares (mil.) 10.10 11.08 11.58

Note: Totals may not add due to rounding.

* * * * * * * *

RATIO ANALYSIS
Net Revenue 100.0% 100.0% 100.0%
Cost and Expenses:

Cost of Revenue 50.8 48.2 48.7

Product Development 9.0 8.7 8.7

Selling, General and

Administrative 25.4 29.9 27.8

Operating Income 14.8 132 14.8
Other Income, Net 47 3.7 2.6
Income Before Income Taxes 19.5 16.9 17.4
Tax Rate 44 .4 41.4 43.4
Net Income 1058 9.9 9.8
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It is a pleasure to report another good quarter for ASK
Computer Systems. Net income increased 72% to §1,706,000
or $.15 per share. Revenue increased 44% to §18,003,000
as compared with $12,460,000 for the same quarter
last year.

ASK continues to solve manufacturing problems with
state-of-the-art software solutions. Significant MANMAN
enhancements released this quarter include two-level
master scheduling, final assembly scheduling and options
order entry. These enhancements allow manufacturers to
design generic productsand build to customersspecifications.

The market for MANMAN products broadened dramati-
cally in September with the announcement of Hewlett-

Yackard’s newest minicomputer, the HP 3000 Series 37,
The new computer, which is user installable, will be sold
with MANMAN software as a complete manufacturing and
financial management information system called ASKMATE
and will cost under $125,000. This means that an in-house
MANMAN solution will become cost-effective for manu-
facturing companies and divisions of Fortune 500 com-
panies with annual revenues in the 5 to 10 million dollar
range. Most importantly, the same standard MANMAN soft-
ware that we license with larger HP computer configura-
tions will run without any modifications on the Series 37.

During the past quarter, we also expanded our product
marketing efforts with two new programs. We began an
aggressive telemarketing program designed to reach poten-
tial customers throughout the United States. In addition,
we have scheduled a series of MANMAN product fairs in
major cities across the nation. We believe these programs
will attract many new customers to the growing family
of MANMAN users.

We appreciate the continuing enthusiasm of our
customers, employees and shareholders. Your support in
the first quarter has created a firm foundation for a
successful year.

Sandra L. Kurtzig
Chairman and Chief Executive Officer

(In thousands, except per share data)

Quarter ended
September 30,
1984 1983
Net revenue $18.003 $12.460
Cost and expenses
Cost of revenue 9.272 6.739
Product development 1.420 1116
Selling, general and administrative 4.648 3286
Total cost and expenses 15.340 1141
Openting income 2,663 1319
Other income = 496 432
Income before income taxes 3.159 1.751
Provision for income taxes 1.453 260
Net income $ 1,706 s 0991
Earnings per share 3 f= 8 $ .15 s .09
Weighted average shares outstanding 11,660 11,583

September 30,
(In thousands) B 1984 1983
Assets
Cash and short term investments $24,955 SI18,776
Accounts receivable 19,060 11,568
Other 4,662 3,134
Total current asscts 48,677 33,478
Net property and equipment 8,744 84106
57,421 S41.894
Liabilities and Shareholders’ Equity
Accounts payable $ 7914 S 4,887
Accrued liabilities 5.899 2797
Income taxes pavable 1,247 1,546
Deferred income taxes 3,111 1,273
Total current liabilities 18,171 10,503
Long term debt 976 988
Common stock 21,120 20,296
Retained carnings 17,316 10,459
38,436 30,755
Less notes receivable from sharcholders 162 352
Total sharcholders' equity 38.274 30,403

$57,421

541,894
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It is a pleasure to report strong earnings and revenues for
the first half of fiscal 1985. Net income for the six months
ended December 31, 1984 was $3.844,000 or $.33 per share,
a 33% increase over income of $2,897,000 or $.25 per share
for the same period a year ago. Revenue for the first half
of fiscal 1985 increased 42% to $39,285,000 compared to
$27,574,000 a year ago.

Net income for the three months ended December 31,1984
was $2,138,000 or $.18 per share, a 12% increase over fiscal
1984 second quarter income of $1,906,000 or $.16 per share.
Revenue increased 41% to $21,282,000 from 815,114,000 in
the same period last year.

Marketing continues to grow in importance along with the
breadth of our product line. Accordingly, we have added the
position of vice president of marketing to our management
team. David Sohm has joined ASK in this capacity. David will
broaden our management team and help us to develop a wide
range of marketing programs over the coming months. Prior
10 joining ASK, David was a division marketing manager with
the Hewlett-Packard Company's Manufacturing Productivity
Division, where he was responsible for all marketing pro-
grams relating to Hewlett-Packard’s manufacturing software
product line.

During the second quarter, we moved to strengthen our
sales programs directed at major manufacturing corporations
by creating the position of national accounts manager. This
position coordinates the sales and marketing of MANMAN® to
large, multi-divisional companies. Robert Donaldson, formerly
of Digital Equipment Corporation, assumed the position in
October, and reports to James Manion, Vice President of Sales.

We are continuing to find very strong interest in our new
ASKMATE™ system. Introduced during the first quarter of this
year, ASKMATE consists of MANMAN software running on
Hewlett-Packard Company's HP 3000 Series 37 minicomputer.
ASKMATE is specifically priced and packaged for manufactur-
ing companies under $10 million in sales. The initial order
rate for ASKMATE has been excellent, and we are shipping
systems as fast as we can get them from Hewlett-Packard.

The loyal support of our customers and employees con-
tinues to make ASK the leading independent supplier of manu-
facturing m.mnFemenl software. We appreciate that support.

It will be a key factor in helping us achieve our goals for the
second half of fiscal 1985 and beyond.

SomdsiHliitrg

Sandra L. Kurtzig
Chairman and Ctuef Executive Officer

(In thousands, except per share data)

Quarter ended Six Months ended
December 31, December 31,

1984 1983 1984 1983

Net revenue $21,282  $15,114 $39,285  $27,574
Cost and expensces _

Cost of revenue 11,006 6,704 20,270 13,443
Product development 1,534 1,284 2,929 2,400
Selling, general and administrative 5,249 4,226 9,938 7,512
Total cost and expenses 17,789 12,214 33.137 23,355
Operating income 3,493 2,900 6,148 4,219
Other income 467 4167 971 899
Income before income taxes 3.960 3,367 7,119 5,118
Provision for income taxes 1,822 1,461 3,275 2,221
Net income $ 2,138 $ 1906 $ 3844 S5 2897
Earnings per share $ A8 6 16 $ 33 § 25
Weighted average shares outstanding 11,688 11,620 11,681 11,601

December 31,
(In thousands) 1984 1983
Assets
Cash and short-term investments $24,290 519203
Accounts receivable 18,925 12,494
Other 2,189 2,796
Total current assets 45,404 34,493
Net property and equipment 8,969 9,212
$54,373 543,705
Liabilities and Shareholders’ Equity
Accounts payable $ 4374 5 4584
Accrued liabilities 3,963 2.903
Income taxes payable 1,924 871
Deferred income taxes 2,593 1,800
Total current liabilities 12,854 10,158
Long-term debt 972 985
Common stock 21,225 20,527
Retained earnings 19,454 12,365
40,679 32,892
Less notes receivable from sharcholders 132 330
Total sharcholders' equity 40,547 32,562
$54373 843,705
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Covek: GTE Licuming Seeciar Probucts Grour

As automakers move toward Just-in-Time (JIT)
inventories, their suppliers must carry on in their
footsteps—or carry the automakers’ inventory.
Improved plant scheduling is essential because
without it, automotive suppliers face economic
extinction.  GTE Lighting Special Products, one
of four divisions of GTE’s Electrical Products Group,
understands the pressures. A well-known manu-
facturer of Sylvania headlamps for the automotive
industry, the company’s customers include General
Motors, Ford, and Chrysler, as well as Japanese and
European automakers. GTE's automotive lighting
operations consist of plants in Seymour, Indiana
and Hillsboro, New Hampshire,  Ten years ago,
GTE started the Seymour plant as an outgrowth of
the Hillsboro factory. As a stant-up, the plant man-
aged its operations manually and then upgraded 1o
a personal computer. Increased sales followed. But
soon the personal computer had outlasted its use-
fulness, The plant needed a more advanced system
to help manage its growing volume of business.

A solution came in the form of MANMAN
running on a Hewlett-Packard Senes 3000 Model 42
minicomputer. By automating manual func-
tions, MANMAN has enabled the Seymour plant
to produce information quickly and efficiently.
MANMAN/OMAR™ (order management/accounts
receivable) has reduced the ship-to-bill interval by
at least one day. MANMAN/AP™ (accounts payable)
has reduced end-of-month accrual report production
time from one day to three hours. And current
projections show that MANMAN/AP will ultimately
result in 2 10% reduction in effort by the accounts
payable department. In addition, MANMAN will
enable the plant to reduce inventories through
improved scheduling.  Most important, MANMAN
will allow the Seymour plant to create direct com-
puter links with its customers—an essential step for
the electronic transmission of advance shipping
notices now required by automakers.  In order to
build on the improvements already achieved, the
company plans to implement MANMAN in its
Hillsboro facility. By sharing a common database
with the Seymour plant, marketing personnel at
Hillsboro will be able to instantly access sales order
information. Communications between the two
facilities will be simplified.  With MANMAN,
GTE is meeting the challenge of adapting to
automaker requirements.




Comrany PrROFILE |

ASK Computer Systems Inc. develops, markets and supports management information systems for manu-

facturing companies. The Company’s MANMAN?® Information System consists of nineteen integrated

products for manufacturing, finance, marketing, customer service, decision support and human resource
functions. MANMAN is available from ASK as a turnkey solution with minicomputers manufactured by
Hewlett-Packard Company and Digital Equipment Corporation. The system is also available through the
ASKNET* remote processing service or on a licensed software-only basis. In addition to MANMAN, ASK
offers the MAXCIM™ Information System on minicomputers from Digital. » Along with comprehensive
software, ASK provides a full range of services and support including education, software enhancements,
technical support and implementation consulting through its 45 offices in the U.S., Canada, Europe,
Australia, Singapore and Taiwan.  ASK was incorporated in July 1974 and had its initial public offering

on October 1, 1981.

Financiar HiGHLIGHTS

(In thousands, except earnings per share) 1988 1987 1986 1985 1984
Year ended June 30:
Net revenue $142.414 $ 98,305 $76.019 $79,233 $65,076
Net income 10,795 8,001 5,889 7.949 6,142
Earnings per share .82 62 46 .65 53
Weighted average common and
common equivalent shares
outstanding 13,230 12,969 12,816 12,136 11,626
At June 30:
Working capital $ 41,975 $ 73,620 $65,164 $57,077 $28,080
Total assets 143,354 119,862 96,689 83,223 51,985
Sharcholders’ equity 91,375 82,040 72,769 65,498 36,442
Revenues (In Millions)
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To Our SHAREHOLDERS

Fiscal 1988 was a year of exciting progress and growth for ASK. We established important sales momentum
in international markets, emerged as a leader serving multinational manufacturing companies, expanded our
cooperative marketing relationships with Digital Equipment Corporation and Hewlett-Packard Company,
broadened our customer support programs and acquired a major competitor. We also achieved record
revenues and profits. w Revenue for fiscal 1988 increased 45% to $142.4 million from $98.3 million in fiscal
1987. Net income increased 35% to $10.8 million or $.82 per share as compared with $8 million or $.62 per
share in fiscal 1987. = The manufacturing industry in North America and Europe is undergoing a resurgence
that offers excellent growth potential for ASK. Faced with stiff competition, manufacturers are seeking less
costly, more effective ways to compete in the global marketplace. As a result, two trends have emerged. First,
manufacturers are expanding their operations around the world in order to be closer to their customers.
Second, they are integrating and upgrading their information systems. We believe that these trends are creating
important new opportunities for ASK products and services. More than ever manufacturers are looking

for standard software systems, cost effective computer systems technology and a strong, proven software

and services vendor that can provide worldwide support. ASK is well-positioned to capitalize on these
opportunities. = Continued expansion of ASK's operations in Europe and the Far East improved our ability
to attract and serve multinational firms. Our United Kingdom office completed its first full year under ASK
ownership with exceptional growth in revenues and a large number of new customers. ASK French and
German offices began building sales and service teams to address their respective markets. A new sales office
in Taiwan and additional staff in Singapore expanded ASK's coverage of the Asia-Pacific market. Our business
base in the Pacific Rim was also strengthened by the completion of several new agreements with Digital.
These agreements establish ASK as a marketing and sales partner with Digital in Hong Kong, Taiwan, the
Philippines, Korea, Singapore, Malaysia, Indonesia, Thailand and Australia. Also, the agreements provide
for Digital’s subsidiaries to translate and distribute MANMAN systems in Japan and the People’s Republic

of China. w New hardware from HP and Digital also expanded ASK’s ability to reach a wider range of manu-
facturers around the world. Both companies began delivering new, more powerful machines that provide
attractive upgrade paths for ASK users and enhance our opportunities to win new customers. s Excellence
in customer service is an ASK hallmark and an ongoing priority for the Company. During the year we com-

pleted the transition from local telephone technical support to two modern, well-equipped response centers

which serve North America. Together with our response center in London, they enable ASK to provide more




effective, consistent expert support to all our customers. Our customer service effort was also extended to serve
the growing number of MANMAN customers now implementing Computer Integrated Manufacturing

(CIM) programs. Our new ASK Assistance™ consulting organization is helping these companies develop

implementation plans which make more effective

use of their MANMAN and MAXCIM systems in a Sanpra L. Kurtzig,

CIM environment. = Our share of the manufac- CHAIRMAN OF THE BOARD

turing information systems marketplace increased AND RoNarLp W. Brantrr,

substantially in fiscal 1988 with the acquisition of PreSIDENT AND CHIEF

NCA Corporation of Santa Clara, California. NCA Executive OFFICER.

develops and markets manufacturing software on
Digital computers. In addition to strengthening our overall competitive position and broadening ASK’s
customer base, the acquisition brought a group of highly talented people to ASK. = Our 700 employees now
serve more than 2,000 manufacturing companies of all types and sizes. They range from small and medium
sized firms to high growth companies that have recently entered the Fortune 50010 very large, multinational
corporations. Located in every major market in the world, these firms use MANMAN and MAXCIM in
discrete, repetitive and process manufacturing environments. Their diverse businesses and activities provide
ASK with a broad range of experience in every aspect of manufacturing. = Looking ahead, we believe that
ASK is well-prepared to maintain its position as a world leader in the manufacturing information systems
market. Our advanced software systems coupled with modern computer technology enable us to take
advantage of growing demand for manufacturing productivity improvement. In addition, our worldwide
comprehensive support services clearly distinguish us from our competition. Most important, our total
focus on manufacturing companies communicates our commitment to understanding and meeting their
needs around the globe. m We wish to thank our customers and shareholders for their continuing support.
We also want to express our appreciation to our employees for their outstanding performance and dedication

to the Company’s success. We look forward to another year of growth and achievement for ASK.

Somdeo it / MW/%%

Sandra L. Kurtzig Ronald W, Braniff

Chairman of the Board President and Chief Executive Officer




Although every manufacturing business is unique, every manufacturer faces common business problems.

Inventories must be controlled. Productivity must be improved. Information must be exchanged. Customers
must be satisfied. Competing successfully in today’s global market requires careful planning and utilization
of every company resource. m That’s where ASK comes in. ASK software and services give manufacturers

a competitive edge by helping to solve their manufacturing management problems. ASK customers range

from start-ups to some of the largest corporations

in the world. They build everything from semi-
TECHNICAL CONSULTANTS
conductors and electronic equipment to automobile
AT ASK RESPONSE CENTERS
parts, machine tools and paper cups. Yet ASK
IN THE LS. AND UK
provides solutions for all of them—with compre-

PROVIDE IMMEDIATE
hensive standard software. m The secret lies in

ANSWERS TO CUSTOMER
flexibility. ASK modularized software products

QUESTIONS.
can be configured to handle the unique requirements
of a broad range of manufacturing environments.
Customers simply choose a configuration that

meets their specific needs. Continuous development

of new products and improvements to existing

products gives ASK customers an ever-increasing set of options. In

addition, ASK alliances with leading

automation vendors enable customers to link ASK products with computer systems such as automotive release

systems, computer aided design systems and bar code data collection systems. m Flexible products are just

one example of ASK's commitment to providing manufacturers with specific solutions to their specific

problems. An outstanding corps of customer service and support personnel is another example. Trained

to help manufacturers utilize ASK products in unique business environments, these experts offer on-site

consulting and implementation assis additi " :
& f ssistance. In addition, they provide telephone support from three customer

response centers around the w : ; ride de . ; -
p 1e world. m As worldwide demand for service and support continues to grow, ASK

is ex ing i ssence >
panding its presence around the globe. The Company now services customers through subsidiaries in
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Canada, Taiwan and Switzerl: et 2 G { |
a, nd Switzerland. Meeting the complex needs of multinational companies is a key part of

ASK’s international strategy.
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An aging patchwork of information systems had become too cumbersome and costly for Spectra-Physics,
Inc. to support. Computer systems vendors were unreliable and people from different divisions within
Spectra-Physics couldn’t exchange information efficiently—a major concern for a company with operations

around the world.  Based in San Jose, California, Spectra-Physics develops and manufactures lasers for

scientific, industrial and commercial applications as
well as analytical instruments and laboratory auto-
mation products. A subsidiary of CIBA-GEIGY Cor-
poration, Spectra-Physics has eight divisions located
throughout the U.S,, as well as twelve sales and ser-
vice subsidiaries in Europe, Canada and the Pacific
Basin, More than half of the company's $300 million in annual revenues result from overseas sales. By 1984,
the hodge-podge of homegrown and commercial software systems was no longer acceptable. Data from
growing worldwide operations was not readily available to managers in various sites, and was often unreliable
and difficult to consolidate. Timely information existed only as an unattainable goal.  In order to remedy
the situation, the company decided to standardize on a single set of hardware and software products. It chose
MANMAN running on Hewlett-Packard Company minicomputers. Today Spectra-Physics uses MANMAN
products in all of its domestic divisions, as well as its subsidiaries in the U.K., The Netherlands, West Germany,
France and, in the future, Japan.  MANMAN has increasingly enabled the company to obtain reliable
information quickly from its subsidiaries around the world. Sales orders. shipments and backlog data con-
solidated on a worldwide basis now allow Spectra-Physics to instantly monitor its overall business picture and
plan production realisticall.  MANMAN has also produced improvements at individual Spectra-Physics
domestic sites. In Dayton, Ohio, the company’s Construction and Agricultural Division used MANMAN to
become a Class A manufacturer. Inventory accuracy increased from 50% to 98% so that physical inventories,
which had been taken four times a year, were discontinued. And thousands of hours of overtime were elimi-
nated while production increased. MANMAN has also helped Spectra-Physics achieve significant cost
savings in labor avoidance. Since implementing the system, the company has increased annual revenues
from $170 million to $300 million while maintaining a stable headcount within its manufacturing operations.

MANMAN provides accurate information for worldwide operations in an easily accessible form.

(-




CORPORATE SYSTEMS CONTRACTORS USE SPECTRA-PHYSICS LASERS TO
MANAGER MEASURE FOUNDATION ELEVATIONS AT NEW HOMI

CONSTRUCTION SITES.




Bensons INTERNATIONAL SySTEMS, LIMITED

CHILDREN AS WELL AS ADULTS USE NOTEBOOKS CONTAIN- D.P. Manacer
ING METAL RING BINDER MECHANISMS MANUFACTURED

BY BENSONS INTERNATIONAL SYSTEMS, LIMITED.




The company had expanded rapidly over recent years to become the dominant supplier in its industry when
a shifting global economy and competition from the Orient threatened its development impetus. Now more
than ever, it needed to cut costs and improve productivity—but its old computer system just couldn’t handle
the job.  That was the situation at Bensons International Systems, Limited—the world's no. 1 supplier

of metal three ring binder mechanisms. Headquartered in Gloucestershire, England, Bensons has factories in

the United Kingdom, Singapore, Malaysia and

Australia, as well as distribution subsidiaries in
Canada, France, The Netherlands, Italy, and the
United States. It is a subsidiary of the Swedish
multinational Esselte.  Already operating in an
industry where tight margins are the norm, Bensons pondered ways to meet the Oniental price competition.
Reductions in manufacturing costs were imperative. Yet an obsolete computer system seemed ill-equipped
to meet the challenge. The solution lay in a fully integrated system with superior planning capabilities—
MANMAN running on a Hewlett-Packard Series 3000 Model 42 minicomputer. A major factor in Bensons’
choice was MANMAN’s repetitive manufacturing functionality. As a high volume manufacturer with 650
standard products and extremely short lead times, Bensons operates in a “workorderless” environment.
Its United Kingdom facility alone produces over one and one-quarter million finished products per week.
The company could not operate with any system that did not possess repetitive ma nufacturing functionality.
MANMAN was implemented to lower costs and it did. In addition to reducing raw material and component
inventories, MANMAN helped Bensons reduce direct labor costs on the shop floor. The key was improved
planning, The old system didn't do capacity requirements planning—an area where MANMAN provided a
tremendous improvement.  The system also enabled Bensons to react quickly to customer and marketplace
demands. Since implementing MANMAN, the company’s accuracy of delivery promises rate has increased
to 98%. In order to further strengthen its competitive position, Bensons is currently considering MANMAN
for its Singapore plant.  The only thing more difficult than achieving success is maintaining it. With

MANMAN, Bensons remains no. 1 in the binder mechanism industry—and is lengthening its lead.




Risdon Corporation is one of the world’s leading manufacturers of cosmetic and toiletry containers. In
keeping with its strategic plan of strengthening its position as a world class manufacturer, the company
installed an MRP-1 system.  Headquartered in Naugatuck, Connecticut, Risdon has eight divisions manu-
facturing a wide variety of containers for both the cosmetic and toiletry industries. Risdon products range
from lipstick tubes, mascara and compact cases for Revlon, Elizabeth Arden, Max Factor, Noxell and Avon, to
deadorant sticks for Procter & Gamble.  Six of Risdon’s divisions, including one in Canada, use MANMAN
to manage their operations. MANMAN's flexibility allows each location to develop its own database so it

can function autonomously, running reports specific to its product line or special needs. All the divisions
run MANMAN from a Hewlett-Packard Series 3000 Model 70 minicomputer, located at Risdon’s corporate

headquarters.  Risdon operates in a high volume,

varied lead time environment. Cosmetic company

orders, often as high as two million items, can re-

quire anywhere from weeks to months to manufac-

ture, In order to handle the workload, Risdon uses

MANMAN/REPETITIVE" ASK's repetitive manufacturing management product. MANMAN/REPETITIVE
accommodates Risdon’s high volume, low inventory, fast-paced production requirements.  Since imple-
menting MANMAN, Risdon has improved on-time deliveries by 26%, reduced its inventory by 15%, and
increased shop delivery performance. The improvement in on-time deliveries has not gone unnoticed by
Risdon’s customers. Several have officially recognized various Risdon divisions for being excellent suppliers—
a designation which reflects quality, as well as timely deliveries.  MANMAN has also helped improve
on-time delivery of materials o Risdon, an important consideration for repetitive manufacturers. By enabling
Risdon to plan and schedule production more effectively, MANMAN enables the company to give its sup-
pliers more accurate projections of its needs. As a result, on-time deliveries from vendors have improved

by 30%. By providing Risdon with a solid foundation for managing its operations, MANMAN is helping

the company achieve its goal of becoming a world class manufacturer.




Rispon CORPORATION

RispoN CORPORATION'S COSMETIC CONTAINERS

RANGE FROM LIPSTICK TUBES TO COMPACT CASES AND

ARE FAMILIAR TO WOMEN EVERYWHERE.

HUCK SANDERSON

CorrORATE DIRECTOR OF

INFORMATION SERVICES
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Opricar COMPANY MAKE THE MUSIC SEEM LIKE ITs PDO. Kings MOUNTAIN

“RIGHT THERE.




Bringing a song successfully to market requires more than top notch vocalists and musicians; today it also
requires compact disc replicators. And when a song is a hit, record companies want a lot of compact discs—
now.  Philips and Du Pont Optical Company (PDO) is a leading supplier of compact discs (CD’s) to the
music industry’s largest record companies. A joint venture established by N.V. Philips and E.I. Du Pont, the
company is headquartered in Nieuwegein, The Netherlands. PDO’ U.S. operations include facilities in

. Wilmington, Delaware and Kings Mountain, North Carolina. The company uses a manufacturing process that
combines the stamping and molding of traditional manufacturing with the reflective coatings and clean rooms
of high technology manufacturing. PDO prides itself on producing top quality products. In the music busi-
ness, time is of the essence. PDO customers typically require a ten-to-fifteen day turnaround time. When the
popularity of a specific disc skyrockets, PDO’s factory must meet demand in as little as two days. Flexibility is
essential. The company must be able to adjust production schedules on a moment’s notice.  From the time
of its founding, PDO recognized that an MRP-II system was indispensable if its manufacturing operations
were 10 hit the top of the charts. The system selected had to be on-line and real-time in order to respond
rapidly to changing customer demand. MANMAN filled the bill.  MANMAN's comprehensive software
coupled with Digital Equipment Corporation’s extensive systems network capability enables PDO to use a
VAX™ 8700 computer (located in an E.L. Du Pont plant in Raleigh, North Carolina) to run ASK products in
several locations. The MANMAN order management and manufacturing products are used at PDO’ Kings
Mountain plant and the accounting and order management products are used at its facility in Wilmington.
MANMAN's flexibility allows PDO’ two locations to keep separate databases, yet merge data when appropriate.

During the first year of MANMAN use, the company’s finished goods and materials inventory accuracy rate

jumped from 50% to 95%. The system has also enabled the company to instantly access the information it needs
10 meet customer demand. With the help of MANMAN, PDO easily accommodates the very smallest orders

and the very largest—very quickly. ~ MANMAN

has proved so successful in helping PDO replicate
compact discs in the United States that the company
recently purchased the French version of MANMAN

for its factory in Louviers, France.
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A VARIETY OF POPULAR GARDEN EQUIPMENT SUCH AS
GAS-POWERED LEAF BLOWERS ARE MANUFACTURED BY

InerTIA DYNAMICS CORPORATION.
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ASK Computer Systems
(415) 748-2803
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Copithorne & Bellows
(415) 541-0873

FOR IMMEDIATE RELEASE

L@MPUTER SYSTEMS INTRODUCES INGRES FOR A/UX 2.0;

h Users Now Have Access to Advanced Database Server Capabilities

ALAMEDA, Calif., March 25, 1991 -- ASK Computer Systems, Inc.'s Ingres
Products Division today introduced INGRES for A/UX 2.0, a complete relational database
management system (RDBMS) that brings advanced database server capabilities to Apple
Computer's Macintosh systems. INGRES for A/UX 2.0 includes the INGRES RDBMS,
INGRES 4GL application development tools, and SQL access software and will work with
AJUX 2.0, Apple Computer's Unix operating system.

"By shipping the first database server for the Macintosh, ASK continues to fulfill
its mission to lead the evolution to client-server computing," said Eric Carlson, executive
vice president of product operations for ASK. "INGRES for A/UX 2.0 is the first RDBMS
to take advantage of the multitasking and multiple windowing features of the A/UX
operating system. Macintosh users now have the same RDBMS capabilities enjoyed by
INGRES users on other Unix-based systems, and most importantly, they have it today."

INGRES for AJUX is targeted toward existing INGRES customers who would like
to use the Macintosh as a multi-user SQL database server. MIS managers, including
Apple customers in corporations, universities, federal government agencies and military
installations, will also benefit from the product as they downsize database servers to the
Macintosh. The product is also aimed at Macintosh database consultants and VARS who

require a powerful SQL RDBMS to build business applications.

(more)

ASK Computer Systems, Inc. m 2440 W. El Camino Real m Mountain View, CA 94039-7640 m 415/969-4442
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Used as a departmental server, INGRES for A/UX 2.0 builds upon the multiserver
architecture of the INGRES RDBMS to allow up to 18 users simultaneous access to large
volumes of data. Macintosh client applications developed with software such as GQL,
Hypercard, Omnis5, 4th Dimension and Excel can simultaneously access data using
Apple's DAL (Data Access Language). Automatic query optimization is provided by the
statistics-based INGRES Query Optimizer, ensuring efficient execution of requests for
data. INGRES portability and scalability allows the database server and applications to be
moved from Macintoshes to larger machines when more power is needed.

INGRES for A/UX 2.0 may also be used as a multi-user INGRES application server
or as a development system for INGRES applications and databases that reside on
VAX/VMS or Unix systems.

INGRES for A/UX 2.0 is available immediately from the Ingres Products Division
for $3,995. One license is required for each A/UX 2.0 system. Minimum hardware and
software requirements for the product include a Macintosh 1l family computer with hard
disk, A/UX 2.0 or later operating system, Macintosh OS 6.0.4, 12 MB RAM, 160 MB
storage and INGRES software.

ASK Computer Systems (NASDAQ/NMS: ASKI) is one of the 10 largest
worldwide software firms with revenue approaching $400 million. Its comprehensive
software product line includes the INGRES Intelligent Database, application development
tools, and a wide variety of commercial and information management applications. There
are more than 2,100 ASK employees worldwide in 91 locations.
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Minaging growth is an important objective for any company. But when a company’s annual revenues grow
from $23 million to $70 million in just four years, managing growth is not only important, it is crucial for the
company’s long-term survival.  Rapid growth is a familiar phenomenon at Inertia Dynamics Corporation
(IDC). Located in Chandler, Arizona, the company manufactures a vanety of gas-powered lawn trimmers

and leaf blowers for customers such as K-Man,

J.C. Penney and Home Depot. IDC was named one
of the fastest growing public companies in the
United States by Business Week magazine in 1986
and 1987, (The company was taken private in
October 1987)  IDC had always used a manual system to keep track of its sales, inventory and financials.
However, a new approach was dictated by changes in the company’s business. Specifically, IDC planned
to expand its traditional reseller customer base by directly marketing its own products. This would mean
a quantum increase in sales orders, accounts receivable, and work orders, as well as more complex build
schedules. In anticipation of projected growth, the company decided to install an MRP-II system in June 1984,
The decision proved prophetic. During the past four years, IDC has tripled in size. In order to gain greater
control over its day-to-day business operations, IDC purchased MAXCIM runming on a Digital Equipment
Corporation VAX 750 minicomputer. The company later upgraded to the VAX 8530 which it uses today.
Once the system was up and running, it produced some spectacular results, particularly in the area of
inventory control. IDC now reports a 96-97% accuracy rate on its parts count and a 97-98% location accuracy.
Even more important, MAXCIM has helped the company save millions of dollars by holding inventory
down to manageable levels. Without the system, IDC would have had to purchase at least 20% more inventory
to manage the same level of business.  The system has also enabled the company to process a tremendous
volume of information with a minimum of manpower. By eliminating much of the paperwork required by
the old manual system, MAXCIM has allowed IDC to grow without adding a lot of new staff. By eliminating
the need to hire many new personnel, the company saved an estimated 30% in clencal salary costs.  AsIDC

continues to grow, ASK will continue to provide manufacturing management solutions that meet its needs.




M nuficturing is a tough business under the best of circumstances. But it’s really tough when you manu-
facture products subject to strict government regulations.  Gen-Probe, Inc. knows about tough regulations.
As a leading biotechnology company, Gen-Probe develops products on the leading edge of medical tech-
nology. The San Diego, California-based company manufactures medical test kits subject to clearance by
the United States Food & Drug Administration. The kits are used in hospital laboratories for in-vitro diag-
nostic testing of a variety of infectious diseases.  In order to comply with federal regulations, Gen-Probe
must be able to track the lot numbers of key raw materials used in the production process. It must also be
able to track finished goods, which is why lot traceability was high on the criteria list when the company
selected a manufacturing management information system.  The MANMAN Information System helps
Gen-Probe meet its federal obligations, as well as manage its manufacturing operations effectively. A par-
ticularly important part of the system 1s MANMAN/TRACKER! An integrated lot tracking system, TRACKER
provides comprehensive traceability of a lot’s parts from tnitial receipt through manufacturing to final
shipment of the finished product.  Gen-Probe has used MANMAN through every phase of the company’s
growth. Initially, when Gen-Probe consisted of 20 employees, the company used MANMAN on ASKNET—
ASK's remote processing service. Two years later, Gen-Probe brought the system in-house on a Digital
Equipment Corporation MicroVAX™II minicomputer. Today the company is publicly held, employs 140
people and plans an aggressive growth path.  Gen-Probe’s move from timesharing to an in-house system
is typical of smaller, high growth companies. By starting out on timesharing, companies such as Gen-Probe
gain an integrated manufacturing solution without the expense of a capital investment. As these companies
grow, they can easily upgrade their computing capabilities. ASK meets their needs with a wide range of

hardware options that ofter a smooth migration path.

As Gen-Probe grows, ASK will meet its changing
needs with the proper mix of products and services.
With the help of MANMAN, Gen-Probe will con-

tinue to create, manufacture and deliver safe,

reliable products to its customers around the world.
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ASK CompuTer SysteMs Inc.

MANAGEMENT's DI1sCUSSION AND ANALYSIS

Results of Operations

ASK’s net revenue increased 45% in 1988 and 29%
in 1987 compared with a 4% decrease in 1986. Net
income rose 35% and 36% in fiscal 1988 and 1987
respectively after a 26% decline in 1986. The
increases in net revenue and net income have
resulted from a higher volume of sales and service
domestically and reflect the Company’s expansion
in international markets and the fiscal 1988 acqui-
sition of NCA Corporation. NCA Corporation was
acquired by ASK in August 1987 and recorded using
the purchase method of accounting. Fiscal 1988
results include ten and one-half months of opera-
tions related to NCA. The decreases in fiscal 1986
were attributed to a general softness in the market
for computer-based products and services as U.S,
manufacturing firms experienced a decline in busi-
ness resulting in a reduced level of capital spending.
This slowdown primarily affected systems revenues.

In addition to turnkey systems, the Company
provides related services including software sub-
scription service which includes updates to software
products, on-line remote processing (ASKNET),
education and consulting. These services repre-
sented 24%, 21% and 25% of revenues in fiscal 1988,
1987 and 1986 respectively.

Gross margin as a percent of net revenue was
52% in fiscal 1988 compared with 51% in 1987 and
52% in 1986. Software products and services, which
have a higher gross margin than computer hardware,
accounted fora slightly higher percentage of revenue
in 1988 and 1986 than in 1987. The composition
of revenue, particularly the ratio of software to
hardware, can vary from quarter to quarter causing
fluctuations in the gross margin percentage.

Product development expense in fiscal 1988
increased 43% after decreasing 1% in 1987 and
increasing 26% in fiscal 1986. The 1988 increase is
due primarily to the August 1987 acquisition of
NCA Corporation, to the internal allocation of
additional resources and to general increases in
salaries, facilities and other expenses. The flat level
of spending on product development in 1987 over
1986 was planned by the Company to bring the level
of expenditures back to a range of approximately
8% of net revenue as was the case in 1985 compared
with 11% in fiscal 1986. Selling, general and adminis-
trative expenses increased 52% and 33% in fiscal
1988 and 1987, respectively. These increases were
primarily due to the Company’s continued inter-
national expansion, the growth of the domestic
field sales and service organizations and other
administrative personnel necessary to support the
Company’s operations. The increases in 1988 include
personnel added as a result of the acquisition of
NCA Corporation and increased facilities costs.

Operating income as a percent of net revenue
was 9%, 9% and 8% for 1988, 1987 and 1986 respec-
tively. The operating income percentage was
unchanged in 1988 from 1987. The slightly higher
gross margin percentage in 1988 was offset by some-
what higher increases in product development and
selling, general and administrative expenses. The
increase in 1987 operating income over 1986 was the
result of higher revenues.

Interest and other income decreased 34% from
1987 to 1988 after increasing 11% from 1986 to 1987,
The decrease in fiscal 1988 reflects the lower level
of invested cash subsequent to the acquisition of
NCA Corporation in August 1987, which was par-
tially offset by foreign exchange gains. The increase
in fiscal 1987 over 1986 was the result of higher
invested cash balances.

The effective tax rate was 30%, 36%, and 40% in
1988, 1987 and 1986, respectively. The decrease in
fiscal 1988 reflects the effect on the Company of
tax rate changes resulting from the Tax Reform Act
of 1986. The decrease for fiscal 1987 reflects changes
in various tax credits available to the Company. In
December 1987, the Financial Accounting Standards
Board issued Statement No. 96, “Accounting for
Income Taxes; which establishes a2 new method of
accounting for income taxes. The Company intends
to adopt the standard for fiscal 1989 beginning
with the quarter ending September 30, 1988 without
restatement of prior years.

The Company’s liquidity and capital resources
position remains very strong. Working capital as of
June 30, 1988, was $42.0 million compared to $73.6
million as of June 30, 1987. The decrease of $31.6
million resulted primarily from the cash purchase
of NCA Corporation for $43.5 million offset by
working capital provided from operations which was
$17.5 million for fiscal 1988. Other major uses of
working capital were for capital additions, repur-
chase of common stock and capitalized software
development costs. The increase in accounts receiv-
able at the end of fiscal 1988 over 1987 was the result
of significantly higher revenues in the fourth quarter
of 1988 ($46.5 million) compared to the fourth
quarter of 1987 (§31.4 million).

It is expected that in the foreseeable future the
Company will have working capital needs to finance
ongoing operations as well as investments in
property, plant and equipment. These will be funded
through cash generated from operations and existing
cash and short-term investments. At June 30, 1988
the Company had total mortgage debt of $1.5 million
outstanding on four facilities. In addition, the
Company had capital lease liabilities outstanding
in the amount of $.7 million and other long-term
obligations of $1.0 million.
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ASK CompuTER SYSTEMS INC SeLecTED FiNANCIAL Dara

(In thousands, except per share data) 1988 1987 1986 1985 1984

Five Year Summary

Year ended June 30:
Net revenue $142414 $ 98,305 $76,019 $79.233 $65,076
Gross margin 74,571 49,775 39,396 40,247 31,854
Product development 11,876 8,288 8,358 6,649 5,199
Selling, general and administrative 49,816 32,778 24,658 21,404 16,656
Discontinued products - - — — 1,242
Operating income 12,879 8,709 6,380 12,194 8,757
Interest and other income, net 2,543 3.825 3,436 2,515 2,165
Income taxes 4,627 4,533 3,927 6,760 4,780
Net income 10,795 8,001 5,889 7,949 6,142
Earnings per share 82 62 46 .65 53

Dividends per share - = = = =
Weighted average common and common

equivalent shares outstanding 13,230 12,969 12,816 12,136 11,626

At June 30:
Working capital § 41,975 $ 73,620 $65,164 $57,077 $28,080
Total assets 143,354 119,862 96,689 83,223 51,985
Total long-term debt and obligations 2,088 935 951 965 979
Shareholders’ equity 91,375 82,040 72,769 65,498 36,442
First Second Third Fourth
Unaudited Quarterly Results Quarter Quarter Quarter Quarter

Fiscal 1988:
Net revenue $26,609 $32,346 $37,004 $46,455
Gross margin 14,984 17,241 19,137 23,209
Operating income 2,171 2,357 3,318 5,033
Net income 1,882 2,252 2,649 4,012
Earnings per share 14 A7 20 30

Weighted average common and common equivalent
shares outstanding
Fiscal 1987:
Net revenue

13,081 13,058 13,308 13,473

$20,344 $21,159 $25,399 $31,403

Gross margin 10,630 11,563 12,171 15,411

Operating income 1,930 2,169 1,660 2,950
Net income 1,775 1,995 1,681 2,550
14 15 33 .20

Earnings per share
Weighted average common and common equivalent

shares outstanding 12,907 12,936 12,987 13,046

- . . . 1 5.
See Note 2 to Consolidated Financial Statements concerning Acquisition =

L




ASK Computer Systems INc.

CONSOLIDATED STATEMENT OF INCOME

20

(In thousands, except per share data)
Year Ended June 30,

Net revenue (Note 1)
Cost and expenses:
Cost of revenue
Product development
Selling, general and administrative

Total cost and expenses

Operating income
Interest and other income, net

Income before income taxes
Provision for income taxes (Note 4)

Net income

Earnings per share (Note 1)

Weighted average common and common equivalent

shares outstanding

See accompanying notes.

1988 1987 1986
5142414 $98,305 $76.019
67,843 48,530 36,623
11,876 8,288 8,358
49816 32,778 24 658
129,535 89,596 69,639
12,879 8,709 6,380
2,543 3,825 3436
15,422 12,534 9816
4,627 4,533 3,927
§ 10,795 $ 8,001 § 5,889
S 82 S 62 $ 46
13,230 12,969 12,816




ASK CoMPUTER SYSTEMS Inc.

CONSOLIDATED STATEMENT OF SHAREHOLDERS' EQuiTy

(In thousands, except shares)

Balance at June 30, 1985

Issuance of stock pursuant to
stock option and stock
purchase plans

Payment on notes receivable

Cumulative translation
adjustment

Net income

Balance at June 30, 1986
Issuance of stock pursuant to
stock option and stock
purchase plans
Cumulative translation
adjustment
Net income

Balance at June 30, 1987

Issuance of stock pursuant to
stock option and stock
purchase plans

Repurchase of common stock

Cumulative translation
adjustment

Net income

Balance at June 30, 1988

See accompanying notes.

Common Stock

Cumulative
Retained  Translation Notes

Shares Amount  Eamings  Adjustment  Receivable Total
12,756,389 $42,042 $23,559 s — $(103) $65,498
148,414 1,268 - — — 1,268

— - — — 103 103

e — — 11 = 11

— — 5,889 - — 5,889
12,904,803 43,310 29,448 11 — 72,769
155,184 1,337 — = = 1,337
o sl = (67) - (67)

— — 8,001 — = 8,001
13,059,987 44,647 37,449 (56) — 82,040
90,666 979 — — — 979
(224,000) (1,552) - - — (1,552)
. - == (887) — (887)

—_ - 10,795 - — 10,795
12,926,653 $44,074 548,244 $(943) $ — $91,375
2
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CoNSOLIDATED BALANCE SHEET

(In thousands, except shares)
At June 30,
Assets

Current assets:
Cash and short-term investments (Note 3)

Accounts receivable, less allowance for doubtful accounts of $1,833

(81,253 in 1987)
Inventory

Other

Total current assets
Capitalized software development costs, net (Note 1)
Property, plant and equipment, at cost (Note 7):
Land and buildings
Equipment
Leasehold improvements

Less accumulated depreciation and amortization

Net property, plant and equipment
Other long-term assets, net
Goodwill, net of accumulated amortization (Note 2)

Liabilities and Shareholders’ Equity
Current liabilities:
Current portion of long-term debt (Note 7)
Accounts payable
Accrued payroll and related items
Other accrued liabilities
Customer deposits
Income taxes payable (Note 4)
Deferred income taxes (Note 4)

Total current liabilities
Long-term debt and obligations (Note 7)
Commitments and contingencies (Notes 5, 6 and 9)
Shareholders’ equity (Note 8):

Common stock, no par value: 40,000,000 shares authorized:
12,926,653 shares outstanding (13,059,987 in 1987)

Retained earnings
Cumulative translation adjustment

Total shareholders’ equity

See accompanying notes.

1988 1667

§ 35245 $ 70,185
49,628 33,033
5.670 5572
1323 1,717
91,866 110,507
1,309 1,09
3,977 2910
19,520 13,122
2,678 1,823
26,175 17,855
14,421 11,383
11.'-"'54 t‘,‘”l
2,851 1,787
35,574 -
$143,354 $119,862
$ 1,205 ) 16
22,589 15,200
5.598 3.727
6,071 5,126
4,059 3317
1,888 2,808
8,481 6.693

49 891 36,887
2,088 935
44,074 44,647
48,244 37.449
(943) (56)
91,375 82,040
$143,.354 $119,862




45K CompuTER SYSTEMS INC.

CONSOLIDATED STATEMENT OF CHANGES IN FinanciAL PosiTioN

(In thousands)
Year Ended June 30,

Sources of working capital:
Working capital provided from operations:
Net income
Charges to operations not requiring the current use of
working capital:
Depreciation and amortization
Total working capital provided from operations
Issuance of stock pursuant to stock option and stock
purchase plans, including payment on notes receivable

Total sources of working capital
Applications of working capital:
Acquisition of NCA Corporation exclusive of working capital
Cl’[]lp()nc“ls:
Capitalized software development costs acquired
Property acquired
Other long-term assets acquired
Goodwill
Long-term debt and obligations assumed
Capitalized software development costs
Additions to property, plant and equipment, net
Additions (reductions) in other long-term assets
Cumulative translation adjustment
Reduction in long-term debt and obligations
Repurchase of common stock

Total applications of working capital
(Decrease) increase in working capital

Changes in components of working capital:
Increases (decreases) in current assets:
Cash and short-term investments
Accounts receivable
Inventory
Other

Increases (decreases) in current liabilities:
Current portion of long-term debt
Accounts payable
Accrued payroll and related items
Other accrued liabilities
Customer deposits
Income taxes payable
Deferred income taxes

(Decrease) increase in working capital

See accompanying notes.

1988 1987 1986

$ 10,795 $ 8,001 $ 5,889
6,744 2,977 3,372
17,539 10,978 9,261
979 1,337 1,371
18,518 12,315 10,632
177 = o’
3,183 = =
1,948 — =
37,221 - =
(1,506) = -
1,115 777 665
5,480 1,637 1,704
(247) 1,363 174
887 67 (11)

353 16 14
1,552 = -
50,163 3,860 2,546
$(31,645)  § 8455 $ 8,086
$(34,940)  $ 6,545 § 9,477
16,595 11,000 3,568
98 3,648 1,288
(394) 1,180 (38)
(18,641) 22,373 14,295
1,189 1 1
7,389 3,662 4,880
1,871 978 386
945 2,925 486

742 2,269 (77)
(920) 1,549 (811)
1,788 2,534 1,344
13,004 13,918 6,209
$(31,645)  $ 8455 S 8,086
%
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ASK Compurer Systems Inc.

NoTtes To CoNSOLIDATED FINANCIAL STATEMENTS

1. Summary of Significant Accounting Policies
Principles of consolidation: The consolidated
financial statements include the accounts of ASK
Computer Systems Inc. and all of its wholly-owned
subsidiaries, after elimination of intercompany
accounts and transactions.

Revenue recognition: Revenue is generally recog-
nized upon product shipment unless installation by
the Company is required prior to customer accep-
tance, in which case the software revenue 1s recog-
nized upon installation.

Revenue from software subscription service,
which includes updates to software products, is
billed quarterly or annually, at which time revenue
is recognized. Revenue from the on-line remote
processing service (ASKNET) and customer educa-
tion is recognized as the services are provided. Net
revenue includes $34,072,000, $20,776,000 and
$18,663,000 in 1988, 1987 and 1986 respectively,
from software subscription service, ASKNET, cus-
tomer education and royalties, none of which
accounted for more than 10% of net revenue in any
year, except for software subscription service in 1988
and 1987, and ASKNET in 1986. Software subscrip-
tion was 13% and 10% of net revenue in fiscal 1988
and 1987, respectively. ASKNET was 12% of net
revenue and the associated gross margin was 66%
in fiscal 1986.

Foreign currency translation: Gains and losses
resulting from foreign currency translation are
accumulated as a separate component of share-
holders’ equity. Gains and losses resulting from
foreign currency transactions are included in the
statement of income for each of the three years
presented. Foreign exchange gains were $954,000
in fiscal 1988.

Earnings per share: Earnings per share is com-
puted using the weighted average number of
common shares outstanding during each period plus
common stock equivalents (stock options), deter-
mined using the treasury stock method, when the
resulting calculation is dilutive.

Inventories: Inventories consist of purchased
computers and computer peripheral equipment for
resale to customers in conjunction with the license
of software. Inventories are stated at the lower of
standard cost (which approximates first-in, first-out)
or market.

Property, plant and equipment: Equipment is
depreciated principally by use of the sum-of-the-
years' digits method over its estimated useful life
(primarily five years). Furniture and fixtures are
depreciated by use of the straight-line method over
their estimated useful lives (primarily six years).
Buildings are depreciated by use of the straight-line
method over twenty-five years. Leasehold improve-
ments are amortized by use of the sum-of-the-years'
digits method over the related lease term or their
useful lives, whichever is shorter.

S.ofr.ware development costs: The Company
capitalizes software development costs in accordance

with Statement of Financial Accounting Standards
No. 86. Such costs are amortized on a straight-line
basis over the estimated useful life which ranges
from one to three years or the ratio of current
revenue to the total of current and anticipated future
revenue, whichever is greater.

The capitalization and amortization of software
development costs for the years ended June 30, 1988
and 1987 follow:

(in thousands) 1988 1987
Balance, beginning of period $1,096 § 619
Software development costs

capitalized 1,292 777
Amortization of capitalized

costs 1,079 300
Balance, end of period $1,309  §1,09%

Current year additions include $177,000 of capital-
ized software development costs related to the
acquisition of NCA Corporation.

2. Acquisitions of Companies

In August 1987, ASK Acquisition Corporation, a
wholly-owned subsidiary of ASK, purchased for
$43,477,000 in cash, NCA Corporation, head-
quartered in Santa Clara, California. NCA Corpo-
ration develops, markets and supports MAXCIM,

a manufacturing resource planning (MRP-II) system.
The acquisition was treated as a “purchase” (effective
August 19, 1987), and, accordingly, the purchase
price for NCA shares and convertible subordinated
debentures has been allocated to the assets and
liabilities of NCA based on their approximate fair
values. The difference between the cost of acquisi-
tion of NCA and fair value of the net assets acquired
is accounted for as goodwill in the amount of
$37,221,000, which is being amortized over twenty
years. Amortization of goodwill for the year ended
June 30, 1988 was $1,647,000. Had ASK and NCA com-
bined as of the beginning of fiscal 1988, unaudited
pro forma combined revenues, net income and
eamings per share for the year ended June 30, 1988
would have been $143,123,000, $8,320,000 and
$.63, respectively. Similarly, had the companies com-
bined as of the beginning of fiscal 1987, unaudited
pro forma combined revenues, net income and
earnings per share for the yearended June 30, 1987
would have been $123,347,000, $3,323,000 and
$.26, respectively. The unaudited pro forma financial
information is not necessarily indicative of the
actual results that would have occurred had the
acquisition of NCA been completed as of the
beginning of either fiscal 1987 or fiscal 1988.

In December 1986, ASK purchased, for $2,360,000
in cash, the software distribution operation in the
United Kingdom for its MANMAN products. The
related results of operations for the United Kingdom
did not have a material effect on ASK’s consolidated
revenues and earnings in fiscal 1987.
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3. Cash and Short-term Investments

Cash and short-term investments are represented
primarily by investments in tax exempt issues of
various state and local governments, which total
$24,537,000, and major bank certificates of deposits,
which total $2,855,000, as of June 30, 1988. The
short-term investments are carried at cost which
approximates market. Remaining cash balances of
$7.853,000 were held in operating accounts at

June 30, 1988.

4. Income Taxes

The provision for income taxes comprises:

(in thousands)

Current:
Federal
State
Foreign

Deferred:
Federal
State

1988 1987 1986
§1,693 § 974 §1,943
751 685 640
395 340 -
2,839 1999 2583
1,032 2,156 15154
756 378 190
1,788 2,534 1344
§4,627 $4,533 $3,927

Deferred taxes are recorded to reflect timing
differences in reporting revenue and expense for
financial statements and income tax purposes. The
sources of these differences and the tax effect of

each are as follows:

un th\:umud\i

Deferred income
resulting from timing

1988 1987 1986

of revenue recognition $2,266 $1,857 $1,246

Expenses accrued for
l"ll '{}k\
DISC/FSC operations
Undistributed earnings
of foreign subsidianes
Depreciation

(433) 239 34
(5) (5) ()

- 243 =
(40) 200 69

$1,788 $2,534 $1,344

e

The Company’s effective tax rate differs from the
statutory U.S, federal income tax rate as follows:

1988 1987 1986

Federal income tax

statutory rate 34% 46%  46%
State taxes, net of

federal income

tax benefits 6 5 5
Tax exempt income (3) (12) (15)
Tax credits (4) (7) —
Disallowed tax benefit

of foreign losses 2 4 5]
Goodwill amortization 5 — -
Benefit of federal tax

rate reduction on

previously established

deferred taxes (gross

change method) (10) - -
Other — — 2
Effective tax rate 30% 36% 40%

In December 1987, the Financial Accounting
Standards Board issued Statement No. 96, “Account-
ing for Income Taxes; which establishes a new
method of accounting for income taxes. The Com-
pany is required to adopt the statement in its fiscal
vear ending June 30,1990, although early adoption
is allowed.

The Company has analyzed the impact of the
new pronouncement and intends to adopt the
standard in the year ending June 30, 1989. The
change in accounting required by this statement
does not have a material effect on shareholders’
equity at June 30, 1988.

5. Lease Commitments

The Company operates in owned, leased and rented
facilities. Rent expense was $5,835,000, $3,807,000
and $2,554,000 in fiscal 1988, 1987 and 1986,
respectively. Aggregate minimum annual operating
lease commitments are $6,474,000, $5,660,000,
§4,680,000, $3,857,000, $3,479,000 and $1,601,000
in 1989, 1990, 1991, 1992, 1993, and thereafter,
respectively.

6. Credit Agreement

In January 1988, the Company entered into a
$10,000,000 unsecured revolving credit facility with
a major bank. The primary purpose of this agree-
ment is to enable the Company to enter into foreign
exchange contracts covering specific foreign cur-
rency positions and to cover overdraft situations in
operating cash accounts. This agreement bears inter-
est on any borrowings at the bank’s reference rate.
During fiscal 1988 there were no borrowings under
the agreement. This credit facility is available through
October 31, 1988. Commitment fees under the agree-
ment are not material. Certain financial covenants
and restrictions are included in the loan agreement.
At June 30, 1988, the Company was in compliance
with all such convenants of this agreement.

25




ASK CompuTer SysTEMS INC.
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value of $3,561,000 at June 30, 1988.
One facility mortgage provides for the interest
rate to be adjusted to prime plus three percent (but

7. Long-Term Debt and Obligations
Long-term debt and obligations consist of the

following:

i gd in no case less than 12.75%) on November 1, 1988
(in thousands) and 1993, with the principal balance of approxi-
gt o mately $248,000 due November 1, 1998.
9.5%-14% facility mortgages §1,548 $951 Aggregate maturities of the facility mortgages
Other obligations 1,034 - during the next five years are §25,000, $29,000,

Capitalized lease obligations 711 - £32,000, $35,000, $39,000 and $1,388,000 in 1989,
Toz1 1990, 1991,1992, 1993 and thereafter, respectively.
3293 951 : :
. 1.205 16 The current portion of long-term debt includes
Less: Current portion : —— thetotal principal outstanding on mortgages for
Non-current portion $2,088 $935 three facilities held for sale at June 30, 1988.

Capital lease obligation maturities including
principal and interest are $621,000, $168,000 and
$13,000 in 1989, 1990, and 1991, respectively.

Other obligations consist primanly of the non-
current rent liability on the Company’s headquarters
facility. The liability arises from current rent pay-
ments being less than current rent expense recorded
on a straight-line basis over the lease term.

Facility mortgages are payable in equal monthly
installments totalling $16,000 over terms of 15 to
35 years. The mortgages have call provisions which
allow the lender, at its option, to require payment
in full of the principal then owing at specified call
dates as follows: 1996—$156,000; and 1997—$85,000.
The mortgages prohibit secondary financing and
are secured by land and buildings having a net book

8. Common Stock

Employee stock option plans: The Company adopted stock option plans in 1974 and 1982 under which
options for a total of 3,750,000 shares of common stock may be granted to key employees, except that
cancellations under the 1974 plan are no longer added back to shares available for grant. During fiscal 1988,
1,000,000 additional shares (which are included above) were reserved for issuance under the 1982 plan. Options
granted under the plans are intended to qualify as incentive stock options, and grants greater than the regu-
latory limits on incentive options are issued as nonstatutory options. Options are granted at no less than
100% of the fair market value on the date of grant. Options granted are generally exercisable over five years
from the grant date. No charges have been made to income in connection with the plans.

Director stock option plan: In 1988, the Company adopted a stock option plan under which options
for a total of 150,000 shares of common stock may be granted to non-employee directors of the Company.
Options granted under this plan are issued as nonstatutory options at a price equal to the fair market value
on the date of grant. Options are generally exercisable over five years from the grant date. No charges have
been made to income in connection with this plan.

Information with respect to the stock option plans is summarized as follows:

Available Aggregate Price Per

for Grant Outstanding Price Share

Balance at June 30,1986 873,110 1,245,529 $13,833,792 §5.00-18.50
Optfons granted (406,280) 406,280 4,554,692 9.75-14.50
Optfons exercised .- (92,657) (780,832) 5.00-15.58
Options cancelled or expired 126,727 (131,135) (1,563,225) 5.00-18.50
Balance at June 30, 1987 593,557 1,428,017 16,044,427 8.08-18.50
Shares reserved 1,150,000 = = -
Options granted (1,844218) 1,844,218 14,348,541 6.75-13.38
Optfons exercised o (37.302) (399.817) 4.54-13.50
Options cancelled or expired 1,513,594 (1,575,764) (17,824,864) 6.07-18.50
Balance at June 30, 1988 1,412,933 1,659,169 $12,168,287 $6.19-18.50

In October 1987, the Company adopted a resolution allowing all holders of outstanding options to
exchange h}gher-pnced options for new nonstatutory options at $6.75 per share, the fair market value based
on the closing price of the Company’s Common Stock on the NASDAQ National Market System on
October 27, 1_987. Options covering a total of 1,353,405 shares were exchanged pursuant to this offer and
are reflected in grants and cancellations in the table above.
~ Asof June 30, 1988,_0ptions for 40,884 shares were exercisable. At June 30, 1988 there were 575 participants
in the plans of approximately 668 employees eligible to participate.
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Employee stock purchase plan: The Company
has reserved 500,000 shares of its common stock for
issuance to employees pursuant to an employee
stock purchase plan. At June 30, 1988 327,699 shares
of common stock had been issued under the plan.

Key employee restricted stock purchase plan:
The Company has reserved 600,000 shares of the
Company's stock for issuance to certain officers,
directors and key employees of the Company pur-
suant to a restricted stock purchase plan. At June 30,
1987, 461,055 shares of common stock had been
issued under the plan, net of repurchases. The
Company does not expect to issue any further shares
under this plan.

9. Contingencies

Three purported class action complaints, alleging
damages to persons who purchased common stock
of the Company during the period February 28,
1985 through Apnil 3, 1985, were filed in the United

10. Industry Segment and Geographic Information

States District Court for the Northern District of
California against the Company, its directors, certain
of its officers and others.

On September 20, 1985 the court dismissed all
three complaints in their entirety, and granted the
plaintiffs leave to amend the complaints. The
plaintiffs filed an amended consolidated complaint.
On April 25, 1986, the court dismissed parts of the
amended consolidated complaint. On December 29,
1986, the court issued an order granting summary
judgment against certain claims asserted by the
plaintiffs in the amended consolidated complaint,
and certifying certain other claims for class action
treatment. Subsequently, one of the three original
plaintiffs voluntarily dismissed all of its claims.

No trial date has been set.

In the opinion of management the outcome
of this litigation will not materially affect the
Company’s consolidated financial position or
results of operations.

The Company, which operates in a single industry segment, designs and produces application software
products and markets them along with general purpose minicomputers as turnkey systems oron a time-sharing
basis (ASKNET) to manufacturing companies. No customer accounted for more than 10% of total revenue in

1988, 1987 or 1986.

Information regarding geographic areas at June 30, 1988, 1987 and 1986 and for the years then ended is

as follows:
North Elimi-
{in thousands) America Europe Other nations Total
Year ended June 30, 1988:
Sales to unaffiliated customers $124,353 $13,467 $ 4,594 S — $142,414
Intercompany transfers 1,014 — — (1,014) —
Net revenue $125,367 $13,467 $ 4,594 $ (1,014) $142.414
Operating income (loss) $ 12,266 $ (665) $1,278 S — $ 12,879
Identifiable assets $141,072 $11,037 $ 4,497 $(13,252) $143,354
Liabilities $ 48,339 $ 8,936 $ 3,960 $ (9,256) $ 51,979
Year ended June 30, 1987:
Sales to unaffiliated customers § 89,877 $ 6,114 $2314 S — $ 98,305
Intercompany transfers 271 — — (271) -
Net revenue $ 90,148 $ 6,114 $2314 S (271) $ 98,305
Operating income (loss) $ 7978 $ (471) $ 1,202 ) — S 8,709
Identifiable assets $115,648 $ 6,504 $ 2,560 $ (4,850) $119,862
Liabilities $ 34,636 $ 7,112 $ 1,211 S (5,137) S 37,822
Year ended June 30, 1986:
Sales to unaffiliated customers $ 75372 $ 9% $ 551 ) — § 76,019
Intercompany transfers — — — = =
Net revenue $ 75372 $ 96 $ 551 S — $ 76,019
Operating income (loss) $ 5,960 $ (313) $ 733 S — S 6,380
Identifiable assets $ 97,011 S 29 § 378 S (996) S 96,689
Liabilities $ 23,777 $§ 573 $ 532 $ (962) $ 23,920
U.S. export sales were not material during fiscal 1988, 1987, or 1986.
7
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The Board of Directors and Shareholders

ASK Computer Systems Inc.

We have examined the accompanying consolidated balance sheets of ASK Computer Systems Inc. at

June 30, 1988 and 1987, and the related consolidated statements of income, shareholders’ equity and changes
in financial position for each of the three years in the period ended June 30, 1988. Our examinations were
made in accordance with generally accepted auditing standards and, accordingly, included such tests of the
accounting records and such other auditing procedures as we considered necessary in the circumstances.

In our opinion, the statements mentioned above present fairly the consolidated financial position of
ASK Computer Systems Inc. at June 30, 1988 and 1987 and the consolidated results of operations and changes
in financial position for each of the three years in the period ended June 30, 1988, in conformity with
generally accepted accounting principles applied on a consistent basis during the period.

Arthur Young & Company
Palo Alto, California
July 27,1988
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Sandra L. Kurtzig®

Chairman of the Board of Directors
ASK Computer Systems Inc.

Ronald W, Braniff

President and Chief Executive Officer
ASK Computer Systems Inc.

Thomas J. O'Rourke!®

President

O'Rourke Investment Corp.

{(Venture capital investments)

Larry W. Sonsini®

Partner

Wilson, Sonsini, Goodnch & Rosati, P.C,
(Law Firm)

Kenneth R. Stephanz®

Chairman and Chief Executive Officer
The Stephanz Group, Inc.

(Management consultants)

Thomas 1. Unterberg®

Managing Director

Shearson, Lehman Brothers Inc,
(Investment bankers)

iiMember of Audit Committee
2iMember of Executive Compensation Committee

Executive Officers

Sandra L. Kurtzig

Chairman of the Board of Directors
Ronald W. Braniff

President and Chief Executive Officer
Martin R. Browne

Vice President, Research and Development
Rodney B. Murray

Vice President, Field Operations

David Sohm

Vice President, Marketing and Business
Development

Leslie E. Wnght

Vice President, Finance, Chief Financial Officer
and Assistant Secretary

Larry W. Sonsini, Secretary

Partner
Wilson, Sonsini, Goodrich & Rosati, P.C.

Vice Presidents
Donald E. Klaiss
Vice President; MAXCIM Operations

Lindsay MacDermid
Vice President, Customer Support

Legal Counsel
Wilson. Sonsini, Goodrich & Rosati, P.C.
Palo Alto, CA

Certified Public Accountants
Arthur Young & Company
Palo Alto, CA

Registrar and Transfer Agent
The First National Bank of Boston
Boston, MA

Annual Meeting

The annual meeting of sharcholders of ASK
Computer Systems Inc. will be held at 9:00 a.m. on
October 18, 1988 at the Company’s headquarters
located at 2440 W. El Camino Real, Mountain View,
CA 94039-7640. All ASK sharcholders are encour-
aged to attend.

For additional copies of this annual report, contact
the Corporate Communications Department, ASK
Computer Systems Inc., 2440 W. El Camino Real,
P.O. Box 7640, Mountain View, CA 94039-7640.

Form 10-K

A copy of the Company’s Form 10-K, filed with the
Securities and Exchange Commission, is available
without charge upon written request to the Corporate
Communications Department, ASK Computer
Systems Inc., 2440 W. El Camino Real, P.O. Box
7640, Mountain View, CA 94039-7640.

Market Price of Common Stock

ASK Computer Systems Incs common stock is
traded in the NASDAQ National Market System
under the symbol “ASKI” The high and low sales
prices are as reported by the NASDAQ National
Market System.

High Low

Fiscal 1988
First quarter ended

September 30 15%: 12Y%
Second quarter ended

December 31 14 6
Third quarter ended

March 31 15 b/
Fourth quarter ended

June 30 15'% 117
Fiscal 1987
First quarter ended

September 30 12% 9
Second quarter ended

December 31 13% 10Y:
Third quarter ended

March 31 17 10%
Fourth quarter ended

June 30 15% 1%

The Company has not paid cash dividends on
its common stock and does not plan to pay cash
dividends to its sharcholders in the near future. The
Company presently intends to retain its earnings
to finance further growth of its business.

As of July 31, 1988 the Company had 968 share-
holders of record.

ASK, MANMAN and ASKNET are registered trademarks of
ASK Computer Systems Inc. MANMAN/REPETITIVE,
MANMAN/OMAR, MANMAN/AP, MANMAN/TRACKER
and ASK Assistance are trademarks of ASK Computer Systems
Inc. MAXCIM is a trademark of NCA Corporation. VAX and
MicroVAX are trademarks of Digital Equipment Corporation.
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MANUFACTURING SOFTWARE SYSTEMSy INCe: MRP SOFTWARE PACKAGES 12/23/81
_ PAGE 1
Ae O SMITH CORPORATION - ¥X c -7 Fo)
Data Systems Division ( O —( SuadHWH

P« D« Box 09500 \, - . )
Milwaukeey WI 53209

414/449-2900

NAME: MDS

COMPUTER: IBM/370 COMPATIBLE COMPUTERS

LANGUAGE: PL/1

EVALUATED: NO

COMMENTS: 370/148 or largery service bureau or sale

AMERICAN BUSINESS CNMPUTER

16000 We Nine Mile Road

Suite 418

Southfieldy MI 48075

313/569-1040

NAME: ABC Manufacturing Management
COMPUTER: 1IBM SYSTEM/34e IBM 5120¢ IBM 23
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

AMERICAN SOFTWARE

443 East Paces Ferry Road

Atlantas GA 30305

404/261-4381

NAME: Manufacturing Management System

COMPUTER: IBM/370 COMPATIBLE COMPUTERSe I3M SYSTEM/3
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Converting to Burroughs 6800

ANACOMP CORPORATION

ESCOM Division

12838 Southeast 40th Place

Bellevuey WA 98006

206/641-4990

NAME: MMC

COMPUTER: PRIMEs MICRODATAs ULTIMATE
ADDS

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

)
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APPLIED CYBERNETICS
224 Camino del Cerro
Los Gatoss CA 95030
408/356-7296

NAME: JSCS/3000
COMPUTER: HP-3000
LANGUAGE: CODBOL
EVALUATED: NO
COMMENTS:

APPLIED INFORMATION DEVELOPMENTs INC.
823 Commerce Drive

Oak Brooky IL 60521

312/654-3030

NAME: AID-Manufacturing Control System
COMPUTER: IBM/370 COMPATIBLE CCMPUTERS
| LANGUAGE: COBOL

|

EVALUATED: NO
COMMENTS:

5821 Park Road
Suite 204
Charlottey VA 28209
704/554-8720
| NAME: MRP SYSTEM I1I
| COMPUTER: PRIMEs HP-3000
| LANGUAGE: COBOL
EVALUATED: NO
COMMENTS: Applied Management Systems is an agent of MRP Software
Internationale.

|

' APPLIED MANAGEMENT SYSTEMS
|

|

ARISTA MANUFACTURING SYSTEMS
' 7830 Silas Creek Parkway Extension
Winston-Salemy NC 27106
919/725-8504
NAME:
COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL
EVALUATED: YES
COMMENTS: Arista is a division of Xerox Computer ServicesSe.

Manufacturing Software
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ARISTA MANUFACTURING SYSTEMS

7830 Silas Creek Parkway Extension

Winston—-Salems NC 27106

919/715-8504

NAME: HP 3000 Version

COMPUTER: HP-3000

LANGUAGE: CDBOL

EVALUATED: YES

COMMENTS: Arista is a division of Xerox Computer ServiceSe.

ARTHUR ANDERSEN AND COMPANY

69 West Washington Street

Chicagosy IL 60602

312/580-0033

NAME: MAC PAC COBOL

COMPUTER: 1IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: CODBOL

EVALUATED: YES

COMMENTS:

ARTHUR ANDERSEN AND COMPANY

69 West Washington Street

Chicagos IL 60602

312/580-0033

NAME: MAC PAC RPG

COMPUTER: IBM/370 COMPATIBLE COMPUTERSs UNIVAC 90 SERIES
ICLy IBM SYSTEM/34, IBM SYSTEM/38s IBM SYSTEM/3
BURRDUGHSy HONEYWELL LEVEL 62+ DEC PDP/VAX 11
DATA GENERAL

LANGUAGE: RPG I1

EVALUATED: YES

COMMENTS: The conversion to the System/38 is currently in processes

ARTHUR ANDERSEN AND COMPANY

69 West Washington Street

Chicagoy IL 6062

312/580-0033

NAME: MAC PAC-HP

COMPUTER: HP-3000

LANGIJAGE: COBOL

EVALUATED: PENDING

COMMENTS: MAC PAC HP is a version of MAC PAC COBOLe. Companies review-
in MAC PAC HP should purchase the MAC PAC COBOL evaluatione

Manufacturing Software
Systems, Inc.

P. O. Box 278
Williston, Vermont 05495
802 878-5254
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ASK COMPUTER SYSTEMSs INCe.

730 Distel Drive

Los Altoss CA 94022

415/969-4442

NAME: MANMAN

COMPUTER: UNIVAC V7T7s HP-3000
LANGUAGE: FDRTRAN

EVALUATED: YES

COMMENTS: Service bureau or salee.

AUTOMATED QUILLsy INCe.

3501 South Corona

Top Floor

Englewoody CO 80110
303/761-2722

NAME: MIN-MIZ MANUFACTURING
COMPUTER: DATA GENERAL
LANGUAGE: FORTRAN

EVALUATED: NOD

COMMENTS:

AUTOMATIC DATA PROCESSING

405 Route 3

Cliftony NJ 07015
201/472-1000

NAME: ADP

LANGUAGE=: BASIC

EVALUATED: NO

COMMENTS: Service bureau onlye.

BOEING COMPUTER SERVICES
Pe De BOox 24346

Seattley WA 98124
206/575-5172

NAME: PMS

COMPUTER: HP-3000
LANGUAGE: FORTRAN
EVALUATED: NO

COMMENTS:

BRISTOL INFORMATION SYSTEMSs INC.
84 North Main Street

Fall Rivers MA 02722
617/679-1051

l
Tty
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NAME: BIS Manufacturing Package
COMPUTER: DATAPOINT

LANGUAGE: Databus

EVALUATED: NO

COMMENTS: Sold as modulese.

BUDGET COMPUTER SYSTEMS

7283 Engineer Road

Suite H

San Diegoy CA 92111

714/560~-7344

NAME: The Manufacturer

COMPUTER: MICRODATAy ULTIMATEs ADDS
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

BURROUGHS CORPORATION

Burroughs Place

Detroity MI 48232

313/972-7000

NAME: PCS 11

COMPUTER: BURROUGHS

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Evaluation discontinued 5/21/81l.

BURROUGHS CORPORATION
Burroughs Place
Detroity MI 48232
313/972-1300

NAME: PCS III
COMPUTER: BURRDUGHS
LANGUAGE: COBOL
EVALUATED: NO
COMMENTS:

BUSINESS CONTROLS CORPORATION

507 Boulevard

Elmwood Parks NJ 07407

201/791-7661

NAME: Mfge/Inve/Materials Control System
COMPUTER: DEC PDP/VAX 11

PACKAGES 12/23/81
PAGE 5
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LANGUAGE: FORTRAN
EVALUATED: NO
COMMENTS: PDP 11 onlye Has other modulese

CINCOM SYSTEMS INCORPDRATED

2300 Montana Avenue

Cincinnatis OH 45211

513/662-2300

NAME: MRPS

COMPUTER: IBM/370 COMPATIBLE COMPUTERSs UNIVAC 90 SERIES

IBM SYSTEM/3¢ NCR MAINFRAMES

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Conversions to IBM System/34s DEC PDP 11,
VAX/T780 in progress

COMPUMAX

Pse D¢ Box 1139

Palo Altos CA 94302
415/854-6T700

NAME: Compumax

COMPUTER: CP/M BASED MICROS
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

COMPUTER COVENANT CORPORATION

790 Farmington Avenue

Farmingtons CT 06032

203/677-6563

NAME: Integrated Manufacturing System
COMPUTER: DEC PDP/VAX 11

LANGUAGE: DIBOL

EVALUATED: NO

COMMENTS:

COMPUTER METHODS INCe.
9401 We. Beloit Road
Milwaukeey WI 53227
414/327-4471

NAME: PROFIT
COMPUTER: BASIC FOUR

Manufacturing Software

.. Systems, Inc.

e b

- Williston, Vermont 05495
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LANGUAGE: BASIC
EVALUATED: NO
COMMENTS:

COMPUTER SOLUTIONSs INCe.
9350 Watertown Street
Newtony MA 02165
617/332-1300

NAME: FM/3000

COMPUTER: HP-3000
LANGUAGE: BASIC
EVALUATED: NO

COMMENTS:

COMPUTER TECHNOLOGYs INCe.

11101 Northeast 8th Street

Suite 238

Bellevuey WA 98004

206/625-9765

NAME: Manufacturing Control System
COMPUTER: WANG VS

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

COMSERV CORPORATION
1385 Mendota Heights
Mendota Heightses MN 55120
612/452-7770
NAME: Advanced MAPS
COMPUTER: IBM/370 COMPATIBLE COMPUTERSe PRIMEs HP-3000
WANG
LANGUAGE: CDBOL
EVALUATED: YES
COMMENTS: Currently there are two evaluations: Advanced MAPS for

IBM 370 compatible computerss AMAPS/3000 for minisSe

CULLINANE DATABASE SYSTEMSs INCe.

400 Blue Hill Drive

Westwoods MA 02090

617/329-7700

NAME: PIOS

COMPUTER: IBM/370 COMPATIBLE COMPUTERSe DATA GENERAL
HONEYWELL LEVEL 66

S

Manufacturing Software
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LANGUAGE: COBOL
EVALUATED: NO
COMMENTS: Cullinane is an agent of Rath and Stronge.

DeBUGGE COMPUTER SERVICES

77 Brant Avenue

Clarkey NJ 07066

201/382-8745

NAME: PRO III

COMPUTER: HONEYWELL LEVEL 6y DEC PDP/VAX 11y MICRODATA
LANGUAGE: BASIC

EVALUATED: NOD

COMMENTS:

DATA GENERAL

4400 Computer Drive
Westboros MA 01580
617/366-8911

NAME: MANAP

COMPUTER: DATA GENERAL
LANGUAGE:

EVALUATED: NO

COMMENTS: Eclipse seriese.

DATA SYSTEMS FOR INDUSTRY

3450 East Spring Street

Long Beaches CA 90806

213/595-8741

NAME: MAP

COMPUTER: HP-3000

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: One version of this package uses MM/3000 from Hewlett-
Packarda

DATA 3 SYSTEMSs INC.
Pe D« Box 441
Santa Rosas CA 94502
707/528-6560
NAME: MRP3 34/38
COMPUTER: IBM SYSTEM/34y IBM SYSTEM/38
LANGUAGE: RPG II
RPG III
EVALUATED: NO
COMMENTS: ‘J

Manufacturing Software
Systems, Inc.

P. O. Box 278
Williston, Vermont 05495
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DBSI INFORMATION SYSTEMSs INCe

Twelve Daks Centery Suite 1013

15500 Wayzata Blvde.

Wayzatas MN 55391

612/475-3144

NAME: Close Loop Manufacturing System
COMPUTER: TI 990/10y TI 990/12
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

DIGITAL BUSINESS SYSTEMSs INCe.
95 Main Street

Readingy MA 01867
617/942-0220

NAME :

COMPUTER: DATA GENERAL
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

DIGITAL EQUIPMENT CORPORATION

129 Parker Street

Maynardy MA 01754

617/897-5111

NAME: UFM

COMPUTER: DEC PDP/VAX 11

LANGUAGE:

EVALUATED: NO

COMMENTS: Marketed through license with Interactive Information
Systems; the software is the same as IMCS.

EDS COMPUSOURSE
1212 East Arapaho Road
Richardsony TX 75081
214/934~-5887
NAME:
COMPUTER: DATA GENERAL
LANGUAGE: BASIC s
EVALUATED: NO
COMMENTS: Sold in modules
Uses RDOS or DOS operating systems

—
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ENGINEERED PRODUCTS
Pe DO« BOXx 6767
Greenvilley SC 29606
803/967-7951

NAME: EP/3000
COMPUTER: HP-3000
LANGUAGE: COBOL
EVALUATED: NO
COMMENTS:

FAR WEST DATA SYSTEMS

17841 Fitch

Irviney CA 92714

T14/556-4585

NAME: MAC PAC-HP

COMPUTER: HP-3000

LANGUAGE: COBOL

EVALUATED: YES

COMMENTS: Same as Arthur Andersen - MAC PAC-COBOL

FORMATIONs INCe

823 East Gate Drive

Mt. Laurel, NJ 08054

609/234-5020

NAME: FORMAN

COMPUTER: FORMATION 4000 MINIS

LANGUAGE: BPL

EVALUATED: NO

COMMENTS: Formation 4000 minis are software compatible with IBM 370°'s.
Transaction driven on-line systeme

FULCRUM COMPUTER GROUP
5711 Six Forks Road
Raleighsy NC 27609
919/848-0001

NAME: GRIP

COMPUTER: GRI COMPUTERS
LANGUAGE: BASIC
EVALUATED: NOD

COMMENTS:

GENERAL ELECTRIC MIMS SYSTEMS,s INCe.
One New England Executive Park
Burlingtony MA 01803

617/273-4111

Manufacturing Software
___ Systems, Inc.
¥ ® P. O. Box 278
g Williston, Vermont 05495

- 802 878-5254
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NAME: MIMS

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: PL/I

EVALUATED: YES

COMMENTS: Service Bureau or salee.

GLOBAL COMPUTER SYSTEMS

3176 Pullman Street

Suite 104

Costa Mesasy CA 92626
T14/754-0292

NAME: MFG

COMPUTER: MICRODATAs ULTIMATE
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

GULL RESOURCE MANAGEMENT SYSTEMS

100 Parkway Drive South

Hauppauges NY 11787

516/435-0600

NAME: MMC

COMPUTER: PRIMEs MICRODATAs ULTIMATE
ADDS MENTOR

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

HERBERT FRIEDMAN AND ASSOCIATESs INC.
106 Wilmot Road
Deerfields IL 60015
312/948-7180
NAME: CRISP
COMPUTER: IBM/370 COMPATIBLE COMPUTERSe IBM SYSTEM/38
IBM SYSTEM/3
LANGUAGE: RPG I1I
RPG III
EVALUATED: NO
COMMENTS:

HEWLETT-PACKARD

19447 Pruneridge Avenue
Cupertinoy CA 95014
408/725-8111

: 7

Manufacturing Software
Systems, Inc.

P. O. Box 278
Williston, Vermont 05495
802 878-5254
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MANUFACTURI

NAME: MATE
COMPUTER:
LANGUAGE: S
EVALUATED:
COMMENTS:

HONEYWELL I
Pe De Box 6
Phoenixe AZ
602/866-600
NAME: HMS
COMPUTER:
LANGUAGE: C

COMMENTS:

HONEYWELL I
Pe O« Box 6
Phoenixs AZ
602/866-600
NAME: 1IMS/
| COMPUTER:
LANGUAGE: C
EVALUATED:
COMMENTS:

HONEYWELL I
200 Smith S
Walthamy MA
617/895-600
NAME: IMS
COMPUTER:
LANGUAGE: C
EVALUATED:
COMMENTS:

HONEYWELL I
200 Smith S
Walthams MA
617/895-600
NAME: IMS/
COMPUTER:

EVALUATED: YES

3
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RIALS MANAGEMENT/3000
HP-3000

PL

0BOL

YES

NFORMATION SYSTEMS
000

85005
0

HONEYWELL LEVEL 6+ HONEYWELL LEVEL 66
080L

NFORMATION SYSTEMS
000
85005

0

66

HONEYWELL LEVEL 66
0BOL

YES |

NFORMATION SYSTEMS

treet |
02154

0

2000 EXTENDED

HOMEYWELL LEVEL 62y HONEYWELL LEVEL 64

0B80L

YES

NFORMATION SYSTEMS
treet
02154
0
64
HONEYWELL LEVEL 64 |

Manufacturing Software
__ Systems, Inc.

N P. O. Box 278
_ Williston, Vermont 05495
802 878-5254
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LANGUAGE: COBOL
EVALUATED: YES
COMMENTS:

IBM

DATA PROCESSING DIVISION

1133 Westchester Avenue

White Plainss NY 10604

914/696-1900

NAME: COPICS

COMPUTER: 1IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: ASSEMBLER

coBoL
EVALUATED: YES
COMMENTS:
I1BM

DATA PROCESSING DIVISION

1133 Westchester Avenue

White Plainse NY 10604

914/696-1900

NAME: PICS

COMPUTER: 1IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: ASSEMBLER

COBOL
RPG
EVALUATED: YES
COMMENTS:
IBM

GENERAL SYSTEMS DIVISION
5575 D Glenridge Drive NE
Atlantay GA 30301
404/238-2000

NAME: IPICS

COMPUTER: IBM SYSTEM/3
LANGUAGE: RPG

EVALUATED: YES

COMMENTS:

IBM

GENERAL SYSTEMS DIVISION
5575 D Glenridge Drive NE
Atlantay GA 30301
404/238-2000

PAGE 13

|
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NAME: MAPICS
COMPUTER: 1IBM SYSTEM/34, IBM SYSTEM/38
LANGUAGE: RPG II
RPG III
EVALUATED: YES
COMMENTS:

ICLy INCORPDRATED

197 Highway 18

East Brunswicky NJ 08816
201/246-3400

NAME: OMAC

COMPUTER: ICL

LANGUAGE: COBOJL
EVALUATED: NO

COMMENTS:

INFORMATICSe INCORPORATED
701 Lee Street

Suite 500 .
Des Plainesy IL 60016

312/298-9300

NAME: Production 1V

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

INFORMATION MANAGEMENT TECHNOLOGIESs INCe.
180 North Michigan Avenue

Chicagoy IL 60601

312/372-4222

NAME: MACS

COMPUTER: WANG 2200VS

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

INFORMATION PROCESSING DIRECTIONSs INCe.
666 Dundee Road

Suite 203

Northbrooksy IL 60062

312/291-0800

Manufacturing Software
— Systems, Inc.
B P. O. Box 278
g Williston, Vermont 05495
802 878-5254
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NAME: Production & Inventory Mgmte. System
COMPUTER: DATA GENERAL

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Any CS series Data General under ICOSe.

INTERACTIVE APPLICATIONs INCe.
2316 Walsh Avenue

Santa Claray CA 95051
408/727-8161

NAME: MCS

COMPUTER: HP-3000

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS: Service bureau onlye

INTERACTIVE INFORMATION SYSTEMS
10 Knollcrest Drive
Cincinnati, OH 45237
513/761-0132
NAME : IMCS :
COMPUTER: 1IBM/370 COMPATIBLE COMPUTERSs DEC PDP/VAX 11
LANGUAGE: BASIC
COBOL
ASSEMBLER
EVALUATED: NO
COMMENTS:

INTERACTIVE MANAGEMENT SYSTEMSy INCe.
375 Concord Avenue

Belmonts MA 02178

617/864-9200

NAME :

COMPUTER: DEC PDP/VAX 11

LANGUAGE: BASIC

EVALUATED: NO
COMMENTS: PDP 11 uses RSTSe VAX uses DMSe. Also a Service Bureaue.

INTERACTIVEs INCe
9787 Aero Drive
Suite A

San Diegos CA 92123
714/560-8525

J

Manufacturing Software
Systems, Inc.

P. O. Box 278

Williston, Vermont 05495
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NAME: Infoflo

COMPUTER: PRIMEs MICRODATAy ULTIMATE
ADDS

LANGUAGE: BASIC

EVALUATED: NOD

COMMENTS:

INTERACTIVEs INCe

9787 Aero Drive

Suite A

San Diegoy CA 92123

T14/560-8525

NAME: Mfg Inventory/Production Mgmt Systm

COMPUTER: PERTEC PCC 2000

LANGUAGE:

EVALUATED: NOD

COMMENTS: Complete name: Manufacturers Inventory/Production Manager
Systems

INTERTEC DIVERSIFIED SYSTEMS
2525 Park Blvd

Palo Altos CA 94306
415/326-8900

NAME : MAP /3000

COMPUTER: HP-3000

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

JACOBSEN AND ASSOCIATESe INC.
10229 Lower Azusa Road

Temple Citys CA 91780 |
213/575-7504

NAME:

COMPUTER: IBM/370 COMPATIBLE COMPUTERSs DATA GENERAL
LANGUAGE: COBOL

EVALUATED: NOD

COMMENTS: Service bureau or salees

McCULLOUGH & ASSOCIATES

Pe De Box 434

Excelsior Springsy MO 64024
816/637-8638

Manufacturing Software
- Systems, Inc.
8 P. O. Box 278
@ Williston, Vermont 05495
802 878-5254
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NAME: IMPAC

COMPUTER: ALPHA MICROCOMPUTERS

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS: Will quote on conversion to COBOL and other computerses

MANAGEMENT SCIENCES

4321 West College Avenue
Appletony WI 54911
414/739-3616

NAME: UNIVATION/PACS
COMPUTER: TI DS 990 MODEL 8
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

MANAGEMENT TECHNOLOGYs INCORPORATED

A4562 64th Street

Hollandy MI 49423

616/335-5821

NAME: MIPS

COMPUTER: 1IBM/370 COMPATIBLE COMPUTERSs BURRDUGHS
HONEYWELL LEVEL 62+ HONEYWELL LEVEL 64
HONEYWELL LEVEL 66

LANGUAGE: FORTRAN

EVALUATED: NO

COMMENTS: Also 32 bit minicomputers like Perkin—-Elmer

MANDALA INFORMATION SYSTEMS

84 Montezuma

San Franciscos CA 94110

408/988-8311

NAME: MADIC

COMPUTER: PRIMEs MICRODATAs ULTIMATE
ADDS

LANGUAGE: BASIC

EVALUATED: NOD

COMMENTS: Service bureau or salee.

MANDATE CORPORATION
300 East Ohio Building
1717 East Ninth Street
Clevelands OH 44114
216/861-8100

Manufacturing Software
Systems, Inc.

P. O. Box 278
Williston, Vermont 05495
802 878-5254
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NAME: Mandate Management System

COMPUTER: HP-3000

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Service bureau or salee« The system has also been converted
to computers using TOTAL for data base management.

MANUFACTURERS RESOURCES & PLANNINGy INCe.
1430-M South Village Way

Santa Anas, CA 92705

714/972-2000 ‘
NAME: MAN-FACT II

COMPUTER: PRIMEy MICRODATAs ULTIMATE
LANGUAGE: BASIC

EVALUATED: ND

COMMENTS:

MANUFACTURING RESOURCES MANAGEMENT |
Suite 106 |
10721 West Capitol Drive
Milwaukeey WI 53222 [
414/462-3500 |
NAME: PACS
COMPUTER: IBM SYSTEM/34, IBM SYSTEM/38y IBM SYSTEM/3 |
WANG VS
|
|

LANGUAGE: RPG II
RPG III
EVALUATED: NO

COMMENTS:

MARTIN MARIETTA DATA SYSTEMS |
300 East Joppa Road |
Baltimoreyy MD 21204

301/321-5744

NAME: MAS M

COMPUTER: DEC PDP/VAX 11

LANGUAGE:

EVALUATED: NO

COMMENTS:

MARTIN MARIETTA DATA SYSTEMS
6303 Ivy Lane

Greenbeltsy MD 20770
301/982-6500

Manufacturing Software
e Oystems, Inc.
',‘E{rﬂ!*' ‘:: P. O. Box 278

A Il o
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- Williston, Vermont 05495
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NAME: MAS E

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL

EVALUATED: YES

COMMENTS:

MARTIN MARIETTA DATA SYSTEMS
6303 Ivy Lane

Greenbelty MD 20770
301/982-6500

NAME: MAS H

COMPUTER: HP-3000

LANGUAGE: COBOL

EVALUATED: YES

COMMENTS:

MARTIN MARIETTA DATA SYSTEMS

6303 Ivy Lane

Greenbelty MD 20770

301/982-6500

NAME: MAS I

COMPUTER: IBM/370 COMPATIBLE COMPUTERSs UNIVAC 90 SERIES
ICLy HP-3000y HONEYWELL LEVEL 66

LANGUAGE:=: COBOL

EVALUATED: YES

COMMENTS: Service bureau or salees

MARTIN MARIETTA DATA SYSTEMS

6303 Ivy Lane

Greenbelty MD 20770

301/982-6500

NAME: MAS II

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

METASYSTEMSy INCe.

3645 Warrensville Center Road
Cleveliandy OH 44122
216/561-9111

NAME : IMPACS

COMPUTER: DATAPODINT

)

Manufacturing Software
Systems, Inc.
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LANGUAGE: Databus
EVALUATED: NOD
COMMENTS:

MICRO MANUFACTURING SYSTEMS

1670 Norma Road

Columbusy OH 43229

614/885-0738

NAME: M(CS2

COMPUTER: TRS B0y CPM BASED MICROS
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

MID-AMERICA COMPUTER CORPORATION
Mid America Drive
Thorndale at York Drive
Bensenvilley IL 60106
312/595-4100
NAME: MACE ;
COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL

ASSEMBLER
EVALUATED: NO
COMMENTS:

MIDECy INC.

267 Kappa Drive

Pittsburghs PA 15238
412/963-6011

NAME: Midec Manufacturing System
COMPUTER: HP-3000y TANDEM
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: HP Version is in BASIC.

MINI DATA SYSTEMS
2041 Rosecrans Avenue
E1 Segundos CA 90245
213/640-0404

NAME: TOPIC
COMPUTER: TI 990

Manufacturing Software
_ _ Systems, Inc.
A
g P. O. Box 278

— Williston, Vermont 05495
<N
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LANGUAGE: RPG II
EVALUATED: NO
COMMENTS:

MINI-COMPUTER BUSINESS APPLICATIONS
2441 Honolulu Avenue

Montrosey CA 91020

213/957-2900

NAME: MCBA'S MANUFACTURING SYSTEM
COMPUTER: DEC PDP/VAX 11

LANGUAGE: DIBOL

EVALUATED: NO

COMMENTS: No VAX.

MRP SOFTWARE INTERNATIONAL

A Subsidiary of Software International
331 Montvale Avenue

Woburny MA 01801

617/938-0901

NAME: MRP SYSTEM 1

COMPUTER: PRIMEs MICRODATA

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS: Also marketed through agents

MRP SOFTWARE INTERNATIONAL

A Subsidiary of Software International
331 Montvale Avenue

Wwoburns MA 01801

617/938-0901

NAME: MRP SYSTEM 2

COMPUTER: PRIMEs HP-3000

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Also marketed through agents.

MRP SOFTWARE INTERNATIONAL

A Subsidiary of Software International
331 Montvale Avenue

Woburns MA 01801

617/938-0901

NAME: MRP SYSTEM 3

COMPUTER: IBM/370 COMPATIBLE COMPUTERS

Manufacturing Software

Systems, Inc.
P. O. Box 278

‘ Williston, Vermont 05495
802 878-5254
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LANGUAGE: ASSEMBLER

COBOL
EVALUATED: YES
COMMENTS:

NATIONAL BUSINESS DATA SYSTEMS,
450 North Syndicate

Saint Pauls MN 55104
612/647-0143

NAME: AMRP

COMPUTER: QUANTEL

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

NCA CORPORATION

388 Dakmead Parkway
Sunnyvaley CA 94086
408/245-7990

NAME: MS-11

COMPUTER: DEC PDP/VAX 11
LANGUAGE: BASIC
EVALUATED: NO

COMMENTS:

NCR CORPORATION

1700 North Patterson Boulevard
Daytons OH 45479

513/445-5000

NAME: IMCS 2

COMPUTER: NCR MINIS

LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

NCR CORPORATION

1700 North Patterson Soulevard
Daytons OH 45479

513/445-5000

NAME: MISSION

COMPUTER: NCR MAINFRAMES
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

INCa:

INCe.

MRP SOFTWARE PACKAGES 12/23/81
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NORTHEAST DATA SYSTEMS

20 "A"™ Street

Burlingtony MA 01803

617/273-2920

NAME: MMC

COMPUTER: PRIMEs MICRODATAy ULTIMATE
ADDS

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

OPTIMUM SYSTEMSs INCe

2801 Northwestern Parkway

Santa Claras CA 95051

408/98T-4444

NAME: MICS

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Service Bureau or Purchase

PARTHENON SYSTEMSy LTD.
25 Just Road
Fairfieldy NJ 07006
201/575-7516
NAME: The Parthenon MRP System
COMPUTER: DATA GENERALs BASIC FOURs REXON
LANGUAGE: BASIC
COBOL
EVALUATED: NO
COMMENTS:

PRAXA

26 Springdale Road

Cherry Hille NJ 08034
609/424~-3600

NAME:

COMPUTER: DEC PDP/VAX 11
LANGUAGE: COBOL
EVALUATED: NO

COMMENTS: Praxa is a division of Xerox Computer ServicesSe

PAGE 23
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PROFESSIONAL COMPUTER RESOURCESs INCe.
2021 Midwest Road

Dak Brooke IL 60521

312/932-2200

NAME: RMS /34

COMPUTER: 1IBM SYSTEM/34

LANGUAGE: RPG II

EVALUATED: NO

COMMENTS =

QANTEL

4142 Point Eden Way
Haywardy CA 94545
415/88T7-TTT77

NAME: QMRP
COMPUTER: QANTEL
LANGUAGE: BASIC
EVALUATED: NO
COMMENTS:

ReAel«Rs INCORPORATED

465 Castro Street

Mountain Views CA 94041

415/964-0413

NAME: Micro MRP

COMPUTER:= HP-2000y ONYXe & OTHER MICROS
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS: Service bureaue.

RATH AND STRONG

4835 LBJ Freeway

Suite 300

Dallase TX 75234

800/527-5915

NAME: PIODS

COMPUTER: IBM/370 COMPATIBLE COMPUTERSy DATA GENERAL
HONEYWELL LEVEL 66

LANGUAGE: CDBOL

EVALUATED: NO

COMMENTS:

Manufacturing Software
.. Systems, Inc.
= P. O. Box 278
o Williston, Vermont 05495

- 802 878-5254
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REMDTE BUSINESS SERVICESy INCe.

9 Bettswood DOrive

Norwalks CN 06851

203/853~-1270

NAME:

COMPUTER: DEC PDP/VAX 11
LANGUAGE: DIBOL

EVALUATED: NO

COMMENTS: Service bureau or sale.

ROBERT Fe WILLIAMS ASSOCIATES

626 Al-Hil Drive

San Luis Dbispos CA 93401

805/544-5749

NAME: IMP

COMPUTER: DATA GENERALy NOVA LOOKALIKES
LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

SBC (THE SERVICE BUREAU COMPANY)
500 West Putnam Avenue
Greenwichy CT 06830
203/622-2000
NAME: MFG/PLUS
COMPUTER: IBM/379 COMPATIBLE COMPUTERS
LANGUAGE: COBOL
ASSEMBLER
EVALUATED: YES ;
COMMENTS: Same as Software International 370 compatible softwaree

SCIENTIFIC COMPUTERS INCe.

10101 Bren Road East

Minnetonkas MN 55343

612/933-4200

NAME: PFIRMZ2

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: BAL

EVALUATED: NO

COMMENTS: Service bureau onlye

SESA

888 Worcester Road
Wellesleysy MA 02181
617/6431-1492

2

Manufacturing Software
Systems, Inc.
P. O. Box 278

802 878-5254

Williston, Vermont 05495
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NAME: SESAP

COMPUTER: PRIMEy MICRODATAy ULTIMATE
ADDS

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

SOFTWARE MANAGEMENT SYSTEMS

1642 South Parker Road

Denveres CO 80231

303/752-1550

NAME: MMC

COMPUTER: PRIMEy MICRODATA, ULTIMATE '
ADDS |

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS : |

SOFTWARE MANAGEMENT SYSTEMS
1642 South Parker Road
Denvers CO 80231
303/752-1550

NAME: MMS

COMPUTER: HP-3000
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS:

SPERRY UNIVAC

Pe De Box 500

Blue Belly PA 19422
215/542-4011

NAME: MANMAN

COMPUTER: UNIVAC V77
LANGUAGE: FORTRAM

EVALUATED: YES

| COMMENTS: Same as ASK MANMAN.

|

! SPERRY UNIVAC

' Pe De Box 500
8lue Belly PA 19422
215/542-4011

Manufacturing Software
Fat Systems, Inc.
e P. O. Box 278

- Williston, Vermont 05495
802 878-5254




MANUFACTURING SOFTWARE SYSTEMSy INCe: MRP SOFTWARE PACKAGES

NAME: UNIS/80

COMPUTER: UNIVAC 80 SERIESy UNIVAC 90 SERIES
LANGUAGE: COBOL

EVALUATED: PENDING

COMMENTS: Contact MSS for status of evaluatione

SPERRY UNIVAC
PO« Box 500
Blue Bell, P2
215/542-4011
NAME: UNIS/1100
COMPUTER: UNIVAC 1100
LANGUAGE:= COBOL
EVALUATED: YES
COMMENTS:

19422

SPERRY UNIVAC
P«D« Box 500
Blue Belly PA
215/542-4011
NAME: UNIS/90
COMPUTER: UNIVAC 90 SERIES
LANGUAGE: ASSEMBLER

COoBOL
EVALUATED: YES
COMMENTS:

19422

STSCe INCa
462 Boylston Street

Bostony MA 02116

61772676864

NAME: CMCS

COMPUTER: 1IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: APL

EVALUATED: NO

COMMENTS:

SYMBOLICSs INCe

10125 West Sixth Avenue
Su.te 102
Lakewoods CO
303/232-4262

80215

12/23/81
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Service Bureaus Formerly SCIENTIFIC TIME SHARING CORPe INC.

Manufacturing Software
Systems, Inc.

P. O. Box 278
Williston, Vermont 05495
802 878-5254
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NAME:
COMPUTER:
LANGUAGE:
EVALUATED:
COMMENTS:

RTMM/250
HP-250

BASIC
NO

SYSTEMATIONy INCe.

Two Commerce Park Square

23200 Chagrin Boulevard

Clevelandy OH 44122

216/464-8616

NAME: MMC

COMPUTER: PRIMEes MICRODATAs ULTIMATE
ADDS

LANGUAGE: BASIC

EVALUATED: NO

COMMENTS:

SYSTEMATIONs INCe.

Two Commerce Park Square
23200 Chagrin Boulevard
Clevelandy OH 44122
216/464-8616

NAME: MMS
COMPUTER:
LANGUAGE:
EVALUATED:
COMMENTS:

HP-3000
coBsoL
NO

SYSTEMS MANAGEMENTs INCORPORATED
10400 Higgins Road

Rosemonts IL 60018

312/298-3840

NAME: MCS
COMPUTER: PRIMEy MICRNODATAy, ULTIMATE
ADDS

RPL

COBOL

NO

LANGUAGE =

EVALUATED:
COMMENTS:

THE ULTIMATE CORPORATION
77 Brant Avenue

Clarks NJ 07066
201/388-8800

MRP SOFTWARE PACKAGES 12/23/81
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NAME:

COMPUTER: ULTIMATE

LANGUAGE: RPL

EVALUATED: NO

COMMENTS: ULTIMATE markets this package as an agent of SMI (Systems
Management Incorporated)a.

THOMASy LAGUBAN & ASSOCIATES

Pe De Box 523

Barringtony IL 60010

312/381-3200

NAME: E-PICS

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE: COBOL

EVALUATED: NO

COMMENTS: Al11 COBOL version of the systeme

THOMASs LAGUBAN & ASSOCIATES

Pe D« Box 523

Barringtony IL 60010

312/381-3200

NAME:, E-PICS

COMPUTER: IBM SYSTEM/34y IBM SYSTEM/38s IBM SYSTEM/3
LANGUAGE: RPG

EVALUATED: NO

COMMENTS: RPG version of the system.

TYMSHARE

Corporation QOffices
20705 Valley Green Drive
Cupertinos CA 95014

408 /446-6000

NAME: MANUFACTS
LANGUAGE:

EVALUATED: NO

COMMENTS: Service Bureau

XERDX CDOMPUTER SERVICES
5310 Beethoven Street
Los Angelesy CA 90066
213/7306-4000

NAME: IAS

Manufacturing Software
Systems, Inc.
P. O. Box 278

- Williston, Vermont 05495
802 878-5254
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LANGUAGE: BCC

EVALUATED: NO
COMMENTS: Service Bureaue. Software evaluation discontinued.

XERNDX COMPUTER SERVICES

5310 Beethoven Street

Los Angelesy CA 90066

2137306-4000

NAME : XMP

COMPUTER: IBM/370 COMPATIBLE COMPUTERS
LANGUAGE:

EVALUATED: NO

COMMENTS: Service Bureau or Salee

_/

Manufacturing Software

Systems, Inc.
i P. O. Box 278

_ Williston, Vermont 05495
802 878-5254
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SANDRA KURTZIG

President

July 15, 1982

Ms. Esther Dyson

Vice President
Oppenheimer & Co., Inc.
One New York Plaza

New York City, N.Y.10004

Dear Esther,

I enjoyed your recent article in Datamation entitled
"Getting Set for Vertical Markets. ow futuristic of you
to suggest “down-scaling your vertical market software onto
a microsystem." That sure sounds like a good idea??

Keep smiling!

Sincerely,

ASK Computer Systems Inc. 730 Distel Drive, Los Altos, California 94022 (415) 969-4442

*—







(ol = bmden sl o o st
4T il o

fr K spands $o-celen, WX Ol Oct-. 13,178)

—~——

(=

Lavopw)S— Do~/ v f(2. 1 slesourty y
j \ A L(- 4 (| \ : k / FmrC A ﬁ'P ’ -ru,/v"c'b
n“i = IQ_&_‘_& e & g/ C_.H\-'( - 2 4 d (7 [~ L

AN \elg R linE . e T

If(‘ iU,\ L\,\{%J ‘O(u_ub %5 CZ; G J L,,(.‘J/: ; :

L weer ven }\\c_,..). Laans |'.,-u6? r%(’(_{

lk'*-_ﬁu(‘hs wawne YeN. OE‘{Q““'-‘[?C‘A:R* 1.*3 LJI/C\S

SKM_JCJC_ SLLb (Cc\c,Q LQ\ALV\‘@-\\U%‘C.CG&\/

e (15 pee fu&amma.ﬂi—ﬂ-&\

%S e c\&% :V‘-““’(‘QCQ\




American Electronics Association AE/'\

2680 Hanover Stree!
Palo Alto, California 84304

(415) 857-9300

QUEST IONNAIRE

™

We need your help!

The growing popularity of the Monterey Conference has meant that
each year we have had to turn away a growing number of people
wanting to attend. This is not necessarily bad as long as the
organizations and individuals who should be at the Conference are
able to attend. However, we want to evaluate our policies to make
sure the conference\is serving the AEA companies and the financial
community in the best possible way.

Listed below are some of the suggestions we have received concering
this conference, which is for public companies only. We would like
to learn what you think is the best course of action.

\_/

1. Keep the conference in Monterey and limit attendance to
no more than the number attending this year.

2. Move the conference to a larger hotel in Northern California,
which would possibly mean a move to San Francisco and a
change in format.

3. Schedule two conferences a year, one in October and one in
the spring, which would enable us to accommodate more com-
panies and more people in the financial community.

4. Schedule two conferences, again one in the fall in Monterey
and with the second in the spring on the east coast.

kﬁ 5. Extend the conference to a full week and schedule half of
the companies in during the first 2+ days and the other

half in the latter part of the week. This would mean that
registrants would perhaps have to stay the full week. A
possible variation would involve grouping of companies from
various segments of the industry so that analysts could come
and go depending on their special interest.

Please indicate your first and second choices from the above, and
comment further on/these or other ideas on the back. Thank you for
your thoughts.

~

N\ (<H | ,,S T
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PLEASE RETURN THIS FORM TO THE AEA MESSAGE CENTER DESK BEFORE
DEPARTING.
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D-ASK

SANDRA KURTZIG

President

October 23, 1981

Ms. Esther Dyson

Vice President
Oppenheimer & Company
1 New York Plaza

New York, NY 10004

Dear Esther,

It was a pleasure seeing you again at the AEA Monterey
Conference. I certainly enjoyed our dinner. Thank you
very much.

I hope that I've answered your questions and have given
you more of a feeling for our company. Please do not
hesitate to call me or Bob Riopel, our Vice President
of Finance, if you have any other questions.

Thank you very much for your interest in ASK. I look
forward to seeing you soon.

Sincerely,

e

ASK Computer Systems Inc. 730 Distel Drive, Los Altos, California 94022 (415) 969-4442
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October 21, 1981

Ms. Esther Dyson

Oppenheimer Management Corporation
One New York Plaza

New York, NY 10004

Dear Ms. Dyson:

1 have finally recovered from the information meetings, global travel, and seem-
ingly endless string of meals which are all required when bringing a company
public. I am sure that listening to presentations can be as exhausting as
giving them -- and while I hope our meetings were interesting and informative,

I would Tike to thank you very much for your participation in our sessions and
your interest in ASK.

One of my most pleasant surprises on our recent tour was the number of you who
offered names of prospective users for our MANMAN Information System. We have
repeatedly found that sales leads provided by the financial community prove to
be excellent prospects, and often quickly become ASK customers. This certainly
is a benefit to us, but it often benefits you as well by insuring that your
friends (and investments) in manufacturing firms have a greater chance for
success and improved productivity.

We would like to take full advantage of your excellent contacts within the
manufacturing industry by offering a program we call "GIVE ASK THE BUSINESS".
A11 you have to do to participate is fill out the enclosed "GIVE ASK THE
BUSINESS" card and return it to us. We'll do the rest!

I am completely serious about "GIVE ASK THE BUSINESS". Your knowledge of
quality, growing manufacturing companies is a mutually beneficial resource
which we appreciate very much.

Thank you once more for your interest in ASK. We are all looking forward to
an extremely exciting first year as a publicly held company.

Sincerely,

AL T
?;£¢ Az . ’*zzu}*jjz

- " F
Sandra L. Kurtzig v
President

SLK/1rr

Enclosure

ASK Computer Systems Inc. 730 Distel Drive, Los Altos, California 94022 (415) 969-4442




GIVE ASK THE BUSINESS

s from new start-ups to divisions of the world's largest manufacturing companies. They manufacture a spectrum of
ym automolive components to telecommunications equipment. and are used in applications on the land. sea and air. If you
turing firms who could benefit from our MANMAN® Manufacturing and Financial Management System. please GIVE ASK THE
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IFCROTHSCHILD U\JTE‘#BERw TOWSBIN Raymond J. Bosso, Ext. 2523
- April 20, 1983

RATING: SPECIAL EQUITIES
ASK COMPUTER SYSTEMS:

THIRD QUARTER UPDATE/REVIEW

Symbol, Exchange: ASKI, OTC 06/30 Yr. EPS P/E Ratios
Price (04/20/83): 35 bid 1984p $0.95-51.05 35.0X
52-Week Range: 36-13 1983E 0.68 515
Ind. Dividend: None 1982A 0.48

Yield: None

Book Value (12/82): $4.64 March Trading Vol. (000): 295
Return on Avg. Equity: 27.4% Shares Outstanding (000): 5,551

INVESTMENT VIEWPOINT

ASK is a rapidly growing company in the packaged software industry,
with particular emphasis on high growth manufacturers—--independent
companies or divisions of Fortune 1000 companies. The company has
continued to leverage its product position by adding new modules
and, more recently, making the product available on the pervasive

. DEC VAX line of super minicomputers. Management has established and
adhered to a disciplined, orderly growth pattern and achieved it while
continuing to spend aggressively for new product development as well
as significant marketing expansion. We believe that this positions
the company favorably, enabling it to take advantage of the vast
growth opportunities which exist in the manufacturing sector. While
the current price/earnings multiple is high, we believe that stock
appreciation in line with an aggressive 50% growth objective pro-
vides the basis for significant long-term capital gains.

THIRD QUARTER REVIEW

The accompanying table highlights ASK's recently reported third
quarter along with nine-month results and comparative fiscal 1982
data. During the third quarter gross profit margins declined signi-
ficantly from both the prior quarter and the year-ago period. This
reflected a shift in mix to a higher content of pure hardware sales
than was experienced in the earlier quarters. This activity in-
cluded a large number of high-end Hewlett-Packard configurations as
well as one DEC/VAX system. Incidentally, we understand that ASK in-
stalled five or six MANMAN DEC/VAX software systems during the quar-
ter. The company did business with 34 new customers during the

third quarter and its total customer base now numbers approximately
400, including 90 ASKNET users. This remote access service accounted
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for 13% of third quarter revenues and about 12% of business for the
first nine months. The company has nine ASKNET systems in its net-
work and upgraded three of these systems during the most recent
quarter.

THIRD QUARTER AND NINE-MONTH RESULTS
(dollars in millions, except per share)

Third Quarter March 31, 1983 March 31, 1982 % Change
Revenues $9,903 100.0% $6,000 100.0% +65%
Cost of Revenues 5,454 55.1 3,138 52.3 +74
R&D W i i | 7.8 440 T:3 +77
SG&A 2,422 2d .5 1,633 27.2 +48
Operating Income $1,250 12.6% S 789 13.2% +58%
Other Income - Net 365 3.7 379 6.3 (4)
Pretax Income $1,615 16.3% $1,168 19.5% +38%
Taxes (Rate) 678 (42.0) 537 (46.0) +26
Net Income § 937 9.5% $ 631 10.5% +40%
Earnings Per Share $0.17 $0.12 +42
Avg. Shares (mil.) 5,552 5,043 +10

Nine-Month

Revenues $24,413 100.0% $16,008 100.0% +53%
Cost of Revenues 12,382 50.7 8,557 03 +45
R&D 2,024 8.3 1,196 7.5 +69
SG&A 6,779 27.8 4,054 25.3 +67
Operating Income $ 3,228 13.2¢ § 2,201 13.7% +47%
Other Income - Net 1,131 4.6 790 4.9 +43
Pretax Income $ 4,359 17.9% $ 2,991 18.7% +46%
Taxes (Rate) 1,858 (42.6) 1,359 (45.4) +37
Net Income $ 2,501 10.2% $ 1,632 10.2% +53%
Earnings Per Share $0.48 $0.34 +41
Avg. Shares (mil.) 5,555 4,748 +17

Other income remained relatively flat compared with both the third
quarter of 1982 as well as the second quarter of 1983, despite the
fact that the company's cash balances increased due to a December
1982 public offering. This is because, in addition to lower interest
rates, the company purchased a building for future expansion which

is now occupied by other tenants. These "real estate" activities

are expected to continue to generate small losses over the two-year
period after which ASK will become the sole occupant. In addition,
management recognized some capital losses on its portfolio of float-
ing rate preferred issues in the most recent quarter.

In the fourth quarter it appears that expense growth trends in R&D

and SG&A combined could moderate somewhat, leading to margin en-
hancements from these areas. This, coupled with a more normal mix

of revenues and some pick-up in interest income factors, should enable
the company to earn at least $0.20 per share in the fourth quarter of
fiscal 1983 and achieve full year results approaching $0.70 per share.

e e T T i— S



ANNOUNCES INTENT TO ACQUIRE SOFTWARE DIMENSIONS INC.

During the quarter ASK signed a letter of intent calling for the
issuance of approximately 400,000 ASK shares to acquire Software
Dimensions Inc., a privately held software company. This company is
a developer of micro computer-based business applications software
for Apple and CP/M compatible personal computers. Over the past
twelve months, Software Dimensions' revenues approximated $3 million,
resulting in net income of $400,000.

This acquisition, if consummated, seems to be very consistent with
ASK management's long-term goals. In fact, in 1982, the company in-
dicated that it had earmarked spending of $2.5 million over a two-
year period to develop micro-based software products. The intent is
to provide MANMAN-like capabilities on stand-alone small business
computers and enable the company to extend its market reach to those
manufacturers doing less than $3 million in annual production. The
existing profitability of the acquired company is in excess of ASK's
long-term goal of 10% after taxes. We believe the acquisition will
be additive to ASK's earnings following consummation but that the
company will use the higher margins of the business to further
development activities as well as to continue expansion of the market-
ing organization. On balance, we view this acquisition as a positive
development for the company.

ADDITIONAL INFORMATION IS AVAILABLE UPON REQUEST

WITHIN THE PAST THREE YEARS, L.F. ROTHSCHILD, UNTERBERG, TOWBIN HAS
ACTED AS MANAGER OR CO-MANAGER FOR OFFERINGS OF SECURITIES OF ASK
COMPUTER SYSTEMS AND THE FIRM MAINTAINS A TRADING MARKET IN THESE
SHARES. A PRINCIPAL OF L.F. ROTHSCHILD, UNTERBERG, TOWBIN IS A
DIRECTOR OF ASK COMPUTER SYSTEMS.
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ASK COMPUTER SYSTEMS ANNOUNCES MERGER

—y

LOS ALTOS, CA--ASK Computer Systems Inc. announced today that it has signed a
letter of intent to acquire Software Dimensions, Inc., a privately-held

corporation.

It is anticipated that approximately 400,000 shares of ASK common stock will
be issued in the transaction. The merger is subject to the execution of

definitive agreements and the obtaining of appropriate approvals.

Software Dimensions is a leading developer of microcomputer-based business
application software for Apple and CP/M-compatible personal computers. Its
“Accounting Plus" software is the best selling accounting package for
CP/M-based machines, with more than 20,000 copies sold since the company's
founding two years ago. Later this month, Software Dimensions is expected to
announce a version of Accounting Plus for IBM personal computers. Software
Dimensions' revenues for the past twelve months approached $3 million with

net income of about $400,000.

ASK is the leading independent supplier of manufacturing and financial
software systems for manufacturing companies. Its minicomputer-based
management information system is known as MANMAN®, ASK is the eighth

fastest-growing public company in the nation.

- 30 -
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ASK’s first micro package uses VisiCalc

ASK Offers Budgeting Product

O e oy

ASK released the latest addition
to its family of integrated manu-
facturing management tools — the

PLANMAN Budgeting System.

Operating in conjunction with the
MANMAN General Ledger System,
PLANMAN is a fast and accurate
budgeting tool. It provides an effi-
cient method of creating and revising
budgets that is important for tactical
planning.

PLANMAN lets you manipulate your
G/L budget information using the
VisiCalc/125 program and the HP
125 microcomputer

PLANMAN acts as an interface
between MANMAN/GL on the HP
3000, and the VisiCalc/125 pro-
gram on the HP 125 computer. It
creates a file containing the speci-
fied G/L budget account information
from the G/L System. This file is
then loaded into the HP 125, where
VisiCalc/125 is used to create
budget data. PLANMAN then reloads
this revised data back into the G/L
System data base.

The system is designed for use by
anyone responsible for the creation
and maintenance of budgets. Only
one person need actually access
and update the G/L System data
base for all your departments, which
provides security over changes to
the data base. The system is pass-
word and lockword protected.

Information can be extracted from
the G/L System data base in dif-
ferent formats, such as the whole
account structure, single accounts,
or a block of accounts. Data can be
arranged sequentially, by division or
department, or by natural account
structure for convenient manipulation.

HP 3000

HP 125

LINK/125

VisiCalc/125

Also, separate parts of the G/L
account structure can be put into
individual files for use by various
budgeting groups.

MANMAN customers can get PLAN-
MAN as an add-on system for $2,500.
If the PLANMAN software is pur-
chased with either the HP 125 or
HP 120 microcomputer, the cost is
$1.000.

Once the line item account infor-
mation has been entered and rela-
tionships between accounts established.
budgets can be easily recalculated
and modified as many times as
necessary. If changes are made in

a preliminary budget, all data based
on the changed value is automatically
recalculated. All account information
numbers are automatically verified

before they are returned to the G/L
System data base.

“We expect PLANMAN to be a
useful tool for all of our customers,”
says Elbridge Stuart, ASK's product
marketing manager. “It's flexible
enough to meet the budgeting needs
of all companies.” =

Introducing:

MANMAN Products
on Digital’'s VAX-11

See page 6

. WY iR, | P
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Sandra L. Kurtzig,
president

Thanks to our loyal customers and enthusiastic and hard working employees,
ASK has had another excellent year. Revenue for calendar year 1982 was
$27.271,000 and net income was $2,901,000 or $.57 per share.

We are committed to maintaining our position as market leaders by continuing
to emphasize product development and customer support. As proof of this
commitment, we invest over half of our R & D budget in enhancements to
current products and the remaining funds are invested in new project
development.

During the past year, we substantially enhanced our MANMAN products and
expanded our Information System to include: Fixed Assets, SERVICEMAN
Field Service Management, PLANMAN, OMAR PLUS, and PAYROLL

Another major accomplishment for ASK this year was the delivery of our first
MANMAN/MFG product on Digital Equipment Corporation’s VAX series of
32-bit superminis. MANMAN operates on the VAX in native mode and is
built around DEC's new data management system, DBMS-32. With this DEC
implementation, MANMAN is now available on the two most popular mini-
computers in the market.

During 1982, we also expanded our ASKNET remote processing service and
continued building a national telecommunications network that is now
installed in Los Angeles, Orange (CA), Boston, New York, Chicago,
Houston, and Dallas. A node will soon be installed in Minneapolis.

Our customer support network now has 20 field support offices nation-
wide, with over 100 people in direct sales, technical support, marketing,
and education.

Our customer training program has expanded to include a series of 10
courses offered at seven ASK regional training centers throughout the
country, or on-site at the customer’s facilities.

As intelligent microcomputer work stations become more powerful and
cost effective, we are studying ways 10 use this technology in our
MANMAN Information System. Our first microcomputer product,
PLANMAN, allows users to download information from the MANMAN
data base to an HP-125 personal computer. With VisiCalc, the user can
create budgets and then use PLANMAN to load the new budget back
into the MANMAN data base.

We are looking forward to another year as exciting as the one just
completed. We are dedicated to providing the latest technology in soft-
ware, hardware, and manufacturing techniques to our customers

Payroll Product
is Available

The newly released MAN!
PAYROLL produ
defined payroll &

]
1051

s the

neaas ol n

Uo U

companies, regardless

MANMAN/PAYROLL
gither the HP 3000 or the l,asa

stand-alone sys sers o
y lypes
one
linked and calculated i ted

number ol ways

The MANMAN/PAYROI
proviges system aefin
stangard intormatior
name and address. A

is user-defined. This a bility
thal Is especially useill

factluring

varnous |\

condition of the contra the
payroll iIs automaticaily iea
The product is table nange

......




NEWSMAN

Lavey Assumes New Duties

Tom Lavey joined ASK when the
:ompany had 10 employees. two
roducts, and no other salesperson.
ir and a hall years later, Lavey
1as been named chief operating
cer of ASK, which now employs
out 200 people, and markets and
upports 14 products

\s the newly appointed chief oper-
iling officer, Lavey is in charge of
ihe dally operations of ASK. He
supervises the growth of a company
thal has more than doubled in size
r the last year and a half, and
expected fo triple by 1986. He
ilso oversees the development,
narketing, and support of ASK's
xpanding product line.

We wanlt lo continue growing profil-
bly in a carefully planned and
recled manner,” says Lavey. “We
wan! to continue providing a
allenging and enjoyable work en-
onment for the employees. My
sponsibility 1s to make sure thal
of these goals are successfully
1eved

a result of the company's growth,

avey anticipates hiring more product

marketing managers to supervise the
promotion of ASK's products. They

will also act as a link between
R&D and the outside world by
directing feedback from the cus-
tomers, the prospective buyers, the
field support and sales people, to
the R&D staff. “This is the best
way of making sure that our cus-
tomers get what they want,” says
Lavey,

With the appointment of Lavey.
Sandra Kurizig, president and founder
of ASK, will now devote herself to
the company's long term strategic
planning. "Our strong financial con-
dition and leading marketshare
position within our industry presents
us with some outstanding growth
opportunities,” says Kurtzig. “These
management changes will help us
take advantage of them.” The com-
pany's long term plans include
developing manufacturing and finan-
cial management packages using
microcomputers for smaller manu-
facturers.

“We have a whole decade of valu-
able experience in manufacturing
management to bring to bear on our
line of products for micros,” says
Lavey. "This is why it makes sense
for ASK to develop and market them.”

Tom Lavey 15 ASK's chief operating officer.

Lavey's broad background in com-
puters and manufacturing makes him
a valuable asset to ASK. Besides
having a degree in Mathematics and
Computer Science and an MBA,
Lavey has worked as a programmer,
a systems analyst, a financial analyst,
and has run a manufacturing plant
as a controller and a vice president

Lavey believes the people at ASK
deserve all the credit for his and the
company's success. “If we are at the
top today,” says Lavey, “it's because of
our hard working employees.” m

ASK has Record Second Quarter

ASK reported record revenue and
earnings for the second quarter of
the 1983 fiscal year ended December
31, 1982, Revenue increased 57% to
$8,002,000 and net income increased
61% 1o $833,000 or $.16 per share
compared with the same quarter last
year. Net income as a percentage
of net revenue was 10.4%.

Performance for the second quarter
indicates ASK's continued growth
despite weak economic conditions.
Sandra Kurlzig, president of ASK,
attributed the gains to excellent

products, a strong financial position,
and aggressive sales efforts. ASK now
has over 90 sales. marketing, education,
and support personnel in 19 direct sales
offices in the United States.

Second Offering Completed

ASK completed a second public
offering of its common stock on
December 14, 1982, which netted
the company approximately $10
million. This increased the total num-
ber of shares outstanding to approx-
imately 5.5 million.

Of the 1.250.000 shares offered,
500,000 were sold by the company,
and 750,000 shares were sold by a
shareholder. L. F. Rothschild,
Unterberg, Towbin managed the
underwriting.

ASK will use the proceeds of this
oftering for working capital and to
finance facilities, capital equipment
commitments, and software develop -
ment. m
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R&D Perspectives:

The Future of MANMAN

By Kenneth A. Fox

vice president,
research and development

I'd like to share with you our future
plans for the MANMAN Information
System. Our business strategy is to
offer MANMAN products on both the
HP 3000 and DEC VAX minicomputers.

Since we write extensively about the
VAX on the following pages, let me
address the HP 3000. Our partnership
with HP serves both companies well for
many reasons. As you know, ASK has
built its business and reputation by
becoming the leading supplier of
manufacturing management systems
on the HP 3000. HP provides reliable
hardware, quality service and software,
and a well-known commitment to new
product development.

Our commitment to HP is reflected in
our software achievements of the past
years. Last year alone, we introduced
major new capabilities to the MANMAN
System including: SERVICEMAN,
PLANMAN, OMAR PLUS, and PAYROLL.

As one of HP's largest OEMs, we have
had the opportunity to preview HP's
new products and plans for the 3000
hardware and software. This preview
has further strengthened our enthusiasm
for MANMAN products on the HP. We
plan to take full advantage of many
exciting HP enhancements.

Now let me address the MANMAN
System itself. The following are some
of the enhancements and new
capabilities we have planned for the
MANMAN System on the HP 3000 and
DEC VAX computers:

—Full serial number and lot tracking
—Multiple plant installations
—Repetitive manufacturing
—Quality control

—Project accounting

—More flexible master scheduling
—Data collection

—Integrated decision support tools
—Purchase requisitions

We are committed to keeping the
MANMAN products on the HP 3000
and DEC VAX the "state of the art" for
many years 10 come.

Our on-going policy is 1o prov
enhancements to existing n s, al
no charge, to customers with software
subscriptions. As new products are
developed, they will be offer:
introductory prices for a limiled e

| hope | have given you sot sght
into our future goals for the MAN
products. Throughout the ¢ ] year,
NEWSMAN will keep you inf id ol

our progress. We look forwa a
wards

Payroll

(Continued from page 2)

from one division 1o another,” says
Bernard Weisberg, software engineer.
"With other payroll systems, that can
be a complex procedure.”

Unlike most payroll products,
MANMAN/PAYROLL is designed to
minimize the number of hardcopy
reports required, and maximize the use
of on-screen inquiries. In this way,
printed reports need only be used for
extensive review, while on-line
inquiries allow for quick checking of a
particular item.

“It's going to be tough to break payroll
people away from their report papers,’
says Weisberg, “But it's certainly going
o make things easier."

MANMAN/PAYROLL consists of four
conceptual modules: Employee Data,
Pay Calculation, Deductions, and Taxes.
The Pay Calculation module allows you
10 pay employees automatically or by
time Card, and can process any
combination of pay frequencies in the
same payroll run. Pay can be issued by
checks or direct deposit Checks can
be reconciled and a complete employee
earnings history is maintained. The
module also handles worker's com-
pensation, calculates shift premiums,
and overtime,

rewarding year as we progrt

these goals. m

The Deductions module car ulate

an unlimited number of deductions at a
fixed rate, percentage, or rate multiplied
by hours. Deduction tables are used 10
maintain common deduction formulas.

The Taxes module produces W2 forms
and calculates federal, state, and local
taxes. Il also handles tax-shellered
earnings and deductions. An optional
lax maintenance service is available

Scheduled enhancements to the
product include the addition of a human
resources package that will share the
payroll data base. =
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Inventory Control for Marketing Tools

as released a special repack-
varsion of the MANMAN Man-
ring Management System that
S Inventory management ca-
5 for companies that have
nulion or field service manage-
lunctions

pecial version of MANMAN,
he Inventory Management
I, Operates in conjunction with
the MANMAN Order Manage-
it/ Accounts Receivable (OMAR)
IANMAN SERVICEMAN systems.

ventory Management System
5 four modules from MAN-
MFG that allow either MANMAN/
or MANMAN /SERVICEMAN
tand alone as a complete man-
ent system. The modules are:
y Control, Purchasing, Cost
unting, and Master Production
hng

In only one year, the ASK Remote
Processing Service, ASKNET, has
Iripled in size. It now services 90

customers throughout the country.

"We have customers in practically
every corner of the United States.”
says Lindsay MacDermid, ASK's
director of computer services.
ASKNET's private communications
network has dedicated lines operating
from Boston, New York, Chicago.
Dallas, Houston, Los Angeles, and
Orange County, A Minneapolis line
will be installed within a few months.

Rapid expansion is evident at ASKNET
headquarters in Los Altos. “In the
last year, we've added seven com-
puters and enlarged the computer
room three times.” says MacDermid.

“Customers can now buy order man-
agement or field service capabilities
without the total cost of MANMAN/
MFG." says Elbridge Stuart, product
marketing manager at ASK. “They
no longer have to pay for modules
they don't use.”

When used with MANMAN/OMAR
("OMAR PLUS"). these four MAN-
MAN/MFG modules provide inventory
management to companies that
either manufacture and distribute
their products or solely distribute
products. When used in conjunction
with MANMAN/SERVICEMAN ("SER-
VICEMAN PLUS"), the four modules
provide inventory management for
companies that have field service
requirements.

As a result of the integration of the
OMAR and Inventory Management
products, OMAR PLUS allows greater

control of stock. Items shipped are
automatically decremented from in-
ventory, OMAR PLUS also handles
inventory allocations and realloca-
tions, depending on order priorities.
The Master Scheduling module keeps
track of sales orders and fore-
casts so reports can accurately
reflect products to be purchased.

MANMAN/SERVICEMAN is designed
for companies that provide direct
field service or third party main-
tenance on manufactured products.
The system provides a complete
field service job reporting and con-
tract maintenance system. SERVICE-
MAN PLUS contains automatic inter-
faces for part number validation,
inventory location information, and
part availability. It also provides auto-
matic backordering of unfilled ma-
terial requisitions and costing
information. m

ASKNET Growth Continues

"We are staffed around the clock,
seven days a week, except for Friday
and Saturday nights.” The ASKNET
staff has tripled to meet the needs
of the increasing number of customers.

Currently, ASKNET offers a full range
of MANMAN products on the HP
3000. The new MANMAN Manu-
facturing Management System on the
Digital Equipment Corporation's
VAX-11 computer will also be available
to ASKNET customers. (For more
details about the VAX project, please
see page 6.)

ASKNET is particularly attractive to
small companies in the early stages
of their growth because it does not
require the resource commitment
needed for an in-house turnkey
system. Turnkey system users often
use ASKNET as well to train their
personnel and set up their data
bases before the in-house system
arrives.

“Most of our customers begin with
one or two porls and add more as
they grow." says MacDermid. “Once
they have six or seven ports, it
usually becomes cost effective for
them to go in-house.”

ASKNET users for the VAX and HP
systems are provided with complete
support and regular program updates.
Through hands-on experience, cus-
tomers get a thorough understanding
of the MANMAN products’ capabilities.
ASKNET customers learn just how
easy the systems are o use.

*ASKNET gives us the chance to
become familiar with the systems while
we decide whether or not to go in-
house,” says Paul Conard, cost account-
ing manager at Altos Computer, San
Jose, CA. "The syslems are easy o use
and the documentation is very clear.” m
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ASK Releases MANMAN On Digital ’s VAX-11

several months. Ken Fox, ASK's
vice president of research and

ASK now offers users a choice of
hardware for its MANMAN Information
System.

In January, MANMAN Manufacturing
Management System software be-
came available for use on Digital
Equipment Corporation's VAX-11 line
of computers. The full family of
MANMAN products is being designed
for the computer, and will become
available in stages over the next

full availability of software on the
VAX computer,

Decision Will Expand Market

"Our motivation for seeking a
second machine,” says Fox, "rests

development, targets Spring 1984 for

squarely on business, not technical
concerns. Simply stated, we want 1o

Documentation and Classes are Developed

Documentation and user training for VAX products will include an
on-line help facility, functionally oriented reference manuals, and
education courses for learning the systems.

Sylvia Onalfo-Wybrant, manager of MANMAN-VAX documentation
notes, "'For the VAX systems, every prompt will be documented on-line
We feel this will be particularly important to ASKNET customers,
On-line documentation is possible because of the structure of the VAX
operating system.

Information will be available at the command level. For each command
documented, information will be provided on the applications, special
considerations (called qualifications), and each prompt. On-screen ex-
amples will be provided for list commands.

Printed documentation will also be provided. The user reference manuals
will give command-by-command documentation organized by depart-
mental function. For example, two of the nine functional applications for
the VAX MANMAN/MFG documentation will be material planning and
shop floor control.

Regarding documentation for the MANMAN-VAX products, Onalfo-
Wybrant says, “We expect to maintain the same high quality as our
HP system manuals. The new format is based on our experience with
the HP manuals, and interviews with long-term MANMAN users. new
users, and ASK user groups.”

Mark Ripma, ASK director of field services. is developing separate
courses for the VAX products which will follow the lines of the courses
taught for the MANMAN products on the HP 3000. The plan is to rely
primarily on classroom instruction; however, the possibility of some self-
paced training is being considered.

Ripma notes, “We do not need to completely redo the current HP
classes. The similarities between the MANMAN-HP and the MANMAN-
VAX products will be such that development of new classes should be
fairly painiess. In fact, the system manager's course will be the only
course which will be dramatically different in its content

“Our Management Perspective and MANMAN Implementation courses
which are scheduled for release in the next few months.” he added
“will also apply to both systems.”

broaden the potential m or the
MANMAN products

Concerning DEC. he n /e
chose DEC equipment ! & il is

state of the art technol ind be-
cause of DEC's service o ration
its customer base, and | silive
attitude the company r toward
OEMs. The VAX computer was the

obvious choice

“We looked at many of iner
minis and feel confident ihe HP
3000 and the VAX-11 ar

leading machines. Hawir

MANMAN products ava
two leading superminis
In an excellent positior rve a
very substantial part of !
facturing sector

Fox says there are n

adap! the MANMAN ¢ o any
other computer, “Whal ave
plans for, however, is | e
our MANMAN tinancial ¢
Keting applications on Ihe L on

the

schedule

We are in the excellent IonN

of having experience in how manu-
facturing information systems should
function today, and where they are

heading,” says Fox. "O D man-

agement team is already laying Ihe
groundwork for many new capa
bilities. We will implement these
capabilities on the HP 3000 and
the VAX."

Programming is Ongoing

Howard Klein, the MANMAN-VAX
project leader, began organizing the
VAX effort in mid-1981

Speaking for his team of software
engineers, Klein says, “We received
our VAX 11/780 in September 1981.
By March 1982, we began coding
the MANMAN/MFG product. We are
now well under way with the coding
of the financial packages and the
design of the Order Management
and Accounts Receivable products

Inte there are large differences
betw tne VAX and HP machines,”
Kle :5, "but the user will see

littl iy, difference in the

ape ol the programs. | would
compare the differences in the HP
ani MANMAN/MFG product to
thi ance in automobiles, To the
dr se I8 little difference be-
twe arrari or a Porsche, but

0 iwehanic there are tremen-
dou rences, It is just the same
in s, MANMAN users will feel
eq 15 comforiable on either

carn s The only person for whom
the :nces are significant is the
Sys anager.
LL processors will use DEC's
CC . data base manager, DBMS-
3: )EC introduced in early 1982.
Acc ; 1o Fox, ASK spent three to
four hs evaluating available data
bas inagement systems before
de in the DEC DBMS. "We tried
sevaral of the available data base
mel nent systems in-house and
conciudad that the DEC CODASYL
systam provides the best performance
and rogst uselful feature set,” Fox says.
Moreover, it's written specifically for
the VAX which makes it faster and more
flexible for use in our system designs.”

New Features are Offered

There are several new features being

introduced in the VAX MANMAN/MFG

product. These features, which are

also slated for incorporation into

MANMAN/MFG on the HP system,

include the following:

O Multi location and lot ability — allows
parts lo be designated as single or
multiple inventory location/lots.

O Two units of measure — parts and
supplies may be purchased using
one unit of measure and stored and
consumed using another measure.
System maintained conversion
factors automatically keep track of
units of measure and quantities
involved.

l

ASK and TC! Inc., a telecommunications firm in Mountain View, CA., joined forces 10
implement the lirst MANMAN System on Digital’s VAX-11 computer. From left [o righl.
Fred Dorweller. production control supervisor, and Beth Stearns, programmer/analys!
at TCI, look over a MANMAN/MFG repori with ASK's Howard Klein, VAX product
manager, and Roger Battarini, director of special producls.

O Routings — master (standard)
routings can be maintained and
alternate operations on routings
allowed.

O Work-In-Progress — capabllity to
associate work orders with specific
projects or sales orders.

Discounts are Available

"We're very enthusiastic about the new
offering,” says Elbridge Stuart, ASK's
product marketing manager. He notes,
“Customers who install manufacturing
software on a VAX computer can take
advantage of the three types of
discounts we offer.” First, ASK offers a
discount on VAX hardware purchased
for use with MANMAN products. “We
can offer this discount because we are
a volume buyer and we pass that
discount on to our customers,” says
Stuart. Second, discounts are offered
on ASK software products, The third
and newest type of discount available is
for VAX customers who buy MANMAN
financial products before the official
release date of fall 1983.

"We will be making quite an effort to
meet the information needs of our VAX

customers” Stuart says. “We have one
customer who is currently using
ASKNET (the ASK Remote Processing
Service) in conjunction with his VAX. His
MANMAN /MFG product is in his VAX,
and his financials are on the ASKNET
HP machines. As soon as the forth-
coming VAX-based products are avail-
able, we will work with him to convert
his data entirely 1o his in-house system.”

CAD/CAM Users are Anticipated

Fox notes “Manufaclurers using
computer aided design (CAD) and
computer aided manufacturing (CAM)
are one sector of the manufacturing
market we think the VAX-based pro-
ducts will particularly interest. VAX is
the most widely used computer for
these applications. Moreover, many
CAD/CAM users are beginning to
express an interest in integrating their
operations with manufacturing resource
planning (MRP) software such as
MANMAN offers. Currently, the term
CAM implies control of manufacturing
equipment. But | think in the future, the
definition of 'CAM’ will be expanded to
include the standard use of manu-
facturing information systems as well." m

7
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Sales Team has a Winning Sty e

To say that ASK has a successful
sales force is an understatement.
In the last quarter alone, revenues
increased by 57% compared to the
same quarter last year, reflecting
the work of this aggressive, busy
department.

A secret to the success of the ASK
sales force is their desire to see
that the system and the customer
are truly compatible. “Our sales
approach is honest and upfront,”
says Jim Manion, ASK's vice
president of sales. "We know
MANMAN can't be all things to all

people.”

Tom Harris, regional manager for
the Northwest Sales Region, agrees.
adding, "Our approach is to show
the customer how MANMAN can
aid him with his particular manu-
facturing needs. We don't present it
as a product; we present it as a
solution, a tool."

The sales reps have an excellent
knowledge of the product. “We
expect every rep to be able to do
a demo of the entire system," says
Harris. Sales reps currently learn

about the MANMAN products through
special orientation classes, and bring
with them years of related exper|-
ence when they join ASK

ASK sales reps have another ad-
vantage. “Our financial stability is
Very reassuring to our customers
because they know we'l be around
years from now to stand behind
our products,” says Harris. “Also.
our secure financial base assures
them that we will continue putting a
large portion of our revenues into
research and development, which
ultimately benefits all our customers

The Sales Depariment is divided
into four regions. The Eastern
Region includes the northeast and
southeast regions of the country

Its headquarters are in Syosset, NY
The Midwest Region is based in
Hinsdale, IL, a suburb of Chicago
The Southwest Region stretches
from California to Texas, and has
iis headquariers in Orange, CA. The
Northwest Region, which includes
Northern California and the Pacific
Northwest, is based at ASK head-
Quarters in Los Altos

Each region has a al head-
quarters in additior 5 offices
in other locations w he region
Each has a regiona ager, who
reports 1o the vice j ent of
sales at ASK headn S in

Los Allos

The regional offices e sales
reps are allowed 1o n their
own style, based or eeds of
their customers, acc 1o Manion.
The main office in | 5 Serves
10 oversee and coor the vari-
ous offices

Other depariments w SK work
closely with the sak This is

particularly true of tf eling

group, which compt d Ser-
vices, Corporate C ations,
Product Marketing, a nnical

Support. Field Servics h In-

cludes Customer Ser wd Edu-
cation Services, provi critical
link between the cusi and ASK
Education Services pr s a com-
prehensive series of courses on
implementation and application of
the MANMAN products, along with

seminars on special topics. Cus-
tomer Service coordinates software
subscriptions, the release of soft-
ware and documentation updates,
and any discrepancies between the
documentation and the product

The Technical Support group pro-
vides on-site and telephone con-
sulting for customers who have
questions about the implementation
and use of ASK products. Corporate
Communications and Product Mar-
keting provide the sales force with
marketing and pricing informabion
and literature

Like the rest of ASK, the Sales
Department is not resting on its
past achievements, but is aggres-
sively moving ahead. The Los Altos
office will soon be moving to its
site across the street from corpor-
ate headquarters, in addition 10
acquiring its own computer. ®
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_@K SPOTLIGHT:  Jim Manion

Jim Mani \SK's newly appointed
vice pre { sales, is not worried
about ) 1o the life style when
he movs 1 New York to California
this spi lanion, ASK's former
vice pr { of the eastern region,
leaves NY, to join the ASK
staff al rporate headquarters
in Los / A

"My fan ved between southern
Califorr New York nearly every
two yea : | was growing up,”
Manior | can go to either
New Y Los Angeles and see
people ! 10 high school with.”
Manior born in New York, and
estimals noved nearly 26 times
before ; 22 years old

Manior udied at CW. Post
College woksville, New York,
where eived a B.S. in Mar-
keting 2. after college, he
started in the New York area
asan g representative for

Burroughs Corp. He was there for
two years before moving to Xerox
Corp. in the same capacity. Two
years later, he became a branch
manager for Iltel Corp. His supervisor
at ltel was Tom Lavey, who is now
ASK's chief operating officer. When
Lavey became vice president of
sales and marketing for ASK in 1978,
he remembered Manion's record,
and asked him to join ASK. Manion
started as ASK's first New York
marketing representative in 1978.

"l was ASK's first full-time employee
outside California,” Manion recalls.
“When | started, we had only three or
four customers in the eastern region.
Now the region has more than 100
customers, seven sales offices, and 27
employees.”

Manion's wife, Julie, and their two
daughters, Kimberly, aged seven,
and Nicole, aged four, currently
live in the New York area. They

plan to join Manion in California
after the girls finish their school
year. Until then, Manion will be
scouting the area for a house.

When asked about his spare time
activities, Manion just chuckles and
points to his desk brimming with
papers and reports. "I don't really
have that much spare time.” m

M/ANMAN Thrives in Midwest

Business is booming at ASK's windy
city office. The midwest region.

with headquarters in Hinsdale,

IL, a suburb of Chicago, now handles
over 55 customers

Among the customers are: Litton
Industries in Florence, KY, automatic
conveyor system manufacturers; Nor-
la_ke. Inc. in Hudson, WI, a commer-
cial refrigerator unit manufacturer;
Goulds Inc.-Getty Division in Racine,
Wi, makers of electric motors; and
Collins-Rockwell International, Avionics
Division in Cedar Rapids. IA.

Rolscreen Co., the world's largest
manufacturer of Cadillac windows,
uses MANMAN products in their one
million square foot lowa plant. (The
plant is so large they use shuttle
buses to get around, and the aisles
have street names.)

Robbins & Meyers in Ohio uses the
MANMAN Manufacturing Manage-
ment System in three of its divi-
sions, and Mark Controls Corp. uses
MANMAN products in all five of its
valve system manufacturing divisions
in the midwest and southwest.

The Chicago office opened in October
1979 with Paul Caffrey and Bob Stosz,
now regional manager and regional
technical manager, respectively. The
two worked together previously for an
early MANMAN user. There, they
selected the MANMAN Manufacturing
Management System, helped install it
and get it running before coming 1o
ASK to open the midwest regional
office. For the first eight months, Caffrey
and Stosz formed the entire fulltime
staff of the midwest regional office.

Then, ASK's midwest region, like all of
ASK, began to grow.

“The first two installations in the
midwest region were sold from the
east coast, even before we had an
office or any salespeople,” says
Michelle Stenzel, marketing manager.
“Today, we have over 55 installations
and about 10 ASKNET customers.
We also have an education center,
and about 14 people working in the
regional headquarters office alone.”

In addition to the office in Chicago,
the midwest region has two other
offices; one in Indianapolis. IN,

and the other in Edina, MN. The
Indianapolis office opened in late
1981, and the Edina office opened
in January 1982. m
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ASK and NPS: A Striking Team
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This machine produces a component! of a valve used in oil production on the north

shore of Alaska

National Production System (NPS)
had a record sales increase of over
200% from 1979 to 1981. A manu-
facturer of production and drilling
equipment for the petroleum industry,
NPS decided their existing manu-
facturing management system could
not meet these increased demands
After thorough discussions with an
outside consultant, NPS decided the
best way to cope with future growth
was to automate its manufacturing
management process

NPS, a unit of National Supply and
a division of ARMCO, Inc., assigned
a five man steering committee,
headed by Darryl Makepeace, super-
intendent of materials management,
to look at various manufacturing
management systems. Each person
in the committee represented a
different department within the com-
pany, assuring that each particular
department’s needs would be ad-
dressed. After a few months of
thorough search and analysis, the
committee decided that ASK's MAN-
MAN Information System would best
suit their purposes.

10

“Our selection criteria were simple,'
says Makepeace. “We wanted a sys-
tem that would be user-friendly,
could be used at all levels within
our facility, would grow as our

needs grow, and would give us
ongoing hardware and software
support. ASK met all of these
conditions.”

NPS licensed a range of MANMAN
products including: Manufacturing
Management. Order Management and
Accounts Receivable, Accounts Pay-
able, General Ledger, and the Inte-
grated Business Graphics System

MANMAN is Implemented

“Because of good planning and a lot
of emphasis on education,” says
Makepeace, “we had minimal problems
implementing the systems. ASK's
Education Services were instrumental
in achieving this. The classes en-
couraged us to learn by actually
using the product and helped us

get over the fear of the unknown
Furthermore, the classes brought us
in contact with other people in
similar situations with whom we

shared, and continue to share, all
kinds of useful tips.”

After completing ASK's classes, the
implementation team began training
the other employees at the plant
"We were well aware that MANMAN
could not help us by itself,” says
Makepeace. “We had to use it
properly. That's why we started
lraining everyone in the company
They had to understand not only
MANMAN and the basic concepls «
MRP, but also realize the importanc:
of cooperating with other depart
ments and entering accurate and
up-to-date information.’

MANMAN Shows Results

When asked about the results o©
using the MANMAN products, Mak
peace claims, "They are drama
We now have up-to-date informat
on our active as well as inactive
inventory. We virtually eliminated a
obsolete raw material. We identifiec
all slow moving materials. We car
respond rapidly to order input
changes resulting from economic
fluctuations in the oil industry. We
identified all surpluses and now avoid
putting more on the shelf by mistak
In short, MANMAN allows us to d
our job right the first time. It gives
us a total wvisibility that helps us
control our manufacturing process
and plan for the future

Makepeace has a word of waming
for those companies without auto-
mated manufacturing managemeni
systems. “In today’s world, if you

don't automate, your competitors will

Makepeace was full of praise for
ASK and its employees. “The com-
pany is personable and friendly, and
the people are very dynamic and
experienced. The technical support
group, for instance, is not only know-
ledgeable, but also more than willing
to help. One of the things | most
like about ASK is that they really
care about you. You make a sug-
gestion and they listen m
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L-ASK News Bits and Bytes

New Offices Opened

ASK : added three new sales
and ce offices to its network of
16 « 5 throughout the United
Stat /hile doubling the size of its
cory headquarters in LLos Altos, CA.
Th v ASK office in Woodland
Hii \, Increases service to the
ar customer base in the Los
An area. There are also new
off n Englewood, CO, and

Ci bia, MD

ol ne outdone, ASK corporate
hea irlers has added 30,000
square 'eet of space with the
purchase of an office building directly
opi ‘e the one it nOw occupies
After remodeling, the building will
become the new home of the North-
west Hegional Sales Division

ASK orate headquarters now
cor f two 30,000 square foot
bui complete with atriums, a
CUS r training center, lunchroom,
an wzzi and lockers.
ASK llers Discounts
As f the largest OEMs for
Hew! '1-Packard hardware, ASK pro-

vides 10% discount on most HP

eql ant purchased for use with
the MANMAN Information System.
ASK o offers discounts on Digital
Equipment Corp. hardware purchased
for use with MANMAN products.
These discounts apply to new and
existing cuslomers.

In addition to the hardware discount,
customers are eligible to receive
various discounts on ASK software
products

“In today's complex business world,
an investment in computer hardware
and software is quickly paid back,"
says Tom Harris, ASK's northwest
regional sales manager. “The dis-
counts we offer make buying a
manufacturing system or adding
hardware to an existing system a
cost effective proposition. Rather

than pay list price for add-on equip-
ment, most customers prefer to
purchase through ASK."

For further details on the discounts
available on ASK products, contact
your local ASK sales office.

Talking About Manuals

ASK's Technical Communications
Dept. has started an on-going dia-
logue with MANMAN product users
to keep up-to-date with customers’
documentation needs.

“We have been hearing nothing but
praise about our manuals for the
past two years,” says Stewart
Florsheim, ASK's director of techni-
cal communications, “We decided to
get off our laurels and speak to
users so we could find out, not

only what is right with the manuals,
but ways in which we could enhance
them.”

Members of ASK's Technical Com-
munications Depariment visited local
user sites and conducted telephone
interviews. Companies contacted in-
clude Megatest Corp., Santa Clara,
CA; Lexel Corp., Palo Alto, CA; Con-
vergent Technologies, Santa Clara,
CA; and Source Technology,
Mukilteo, WA.

Suggested enhancements to the
existing manuals include organizing
the manuals functionally, instead of
by command; adding more examples
and flow charts; and including
indexes to all of the manuals.

The customer interface will proceed
on a continual basis. If any user

is interested ih participating, contact
Stewart Florsheim or Sylvia Onalfo-
Wybrant, manager, technical com-
munications, at ASK headquarters in
Los Altos.

Users' Group Meets

The ASK National Users' Group will
elect officers at their meeting in
Montreal, Canada, during the week
of April 25-29, 1983.

The meeting is being held in con-
junction with the HP 3000 Inter-
national Users' Group annual North
American Conference.

In addition to electing officers, ASK
users will discuss forming various
special interest groups, and the
distribution of the new users' swap
tape.

For more information about the
meeting or the users’ group, call
Mike Clark at Powell Industries,
Houston, TX, at (713) 944-6900.

r—_----—---—_-—_—_——_—-q

I NEWSMAN is designed to keep you informed about developments at ASK and in the |
ASK Family of Products. You can let ASK's Technical Communications Department

| know about any special interests you have by answering the following questions. We l

' welcome any comments regarding the current issue. |

| Suggestions or comments on NEWSMAN: |

| |
O Please send me more information on the MANMAN Information System I

| O Please add me to the NEWSMAN mailing list.

I Name l

| Title |
e sl |

| Address

I Phone I

I Send responses to: Technical Communications Dept. I

| Ask Computer Systems, Inc., 730 Distel Drive, Los Altos, CA 94022

e — _—-—_—_—————_-—_-—_—_4
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ASK Classes are Scheduled

The MANMAN Educational Services is currently ““f:: - ::‘ﬁ::?mm [ Sa——_—
underway at all of the seven ASK training May 2.6 Houston, TX My 18 Orange, CA
centers. On-site classes are also available mr 19-5130 ?rﬂmt N& May 24 Syossel. NY
y 16- orrance. May 26 Bedford, MA
Contact Kelly Newcomb at ASK, Los Altos, for May 23.27 Los Allos. CA va! : e
reservations and information at 415/969-4442. June 20-24 Houston. TX June 10 Hnadsle il
- "
MANAGEMENT PERSPECTIVE e 27l 1 Bedod, 1A x i TR G
§150 Per Person (1 Day) June 27-July 1 Los Akos CA MANMAN FA
Aprid 20 Syossel, NY Flaea Assets wé 500N De avadabie as a sell-paced
May 4 Orange. CA MANMAN OMAR couse Call Pamella Dean in Los Allos for more informanion
Mey 11 Holston, TX SR 09 Pormon: . N : SYSTEM MANAGER
May 11 Los Anos, CA March 7-8 Los Alos, A $330 Per Person (2 Days
May 25 Hinsdale, IL March 22.24 Syosset NY { ) A
June 1 Bedtord. MA Apeil 11413 Los Atos. CA Maich 39 gl
April 18-20 Houston, TX Jarch 28-29 Los Alios CA
MATERIAL REQUIREMENTS PLANNING May 811 Hinadsle IL Apri 4-5 Orange. CA
$450 Per Person (3 Days) May 8-11 Orange, CA Apeil 1112 Bedtorn MA
March 75 Torrance. CA June 6-8 Torance, CA Aprd 1819 Hrsgaie, IL
March 15-17 Los Atos. CA June 13-15 Bodiorg, MA May 9-10 Torrance. CA
April 12-14 Syosset, NY May 18-17 Houston TX
April 19-21 Los Altos, CA MANMAN/SERVICEMAN May 17-18 Syossel. NY
May 3-5 Torrance, CA $185 Per Person (1 Day) June 6-7 Los Altos, CA
May 16-18 Bedtord MA March 10 Los Atos. CA Juna 13-14 Ovange. CA
May 24-26 Houston, TX Aril 1 Orange. CA
June 70 Orange, CA May 12 Hnscale. IL MANMANOUE :
June 14-16 Hnscale, IL June 16 Becford, MA March 2 Tarrance, CA
March 7 Syosset NY
June 14-16 Los Alos. CA MANMAN/AP March 30 Los: Aos. CA
INVENTORY MANAGEMENT for $165 Per Person (1 Day) April & Orange. CA
OMAR PLUS Customers Only March 8 Orange. CA Apel 13 Bedtord. MA
$165 Per Person (1 Day) March 14 Hinsdale, il April 20 Hinsdale, L
March 18 Los Afos. CA March 17 Houston, TX May 11 Torrance, CA
April 15 Syosset. NY April 5 Los Alos CA May 16 Syossel. NY
May 6 Torrance, CA April 26 Bediorg MA May 18 Houston, TX
May 19 Bedtord. MA May 17 Los Alcs, CA June 8 Los Anos CA
May 27 Houston, T™X May 17 Orange. CA June 10 Bedford MA
June 10 Orange. CA May 23 Syosset, NY June 15 Orange, CA
June 17 Hinsdale. IL May 25 Bedtorg, MA ASKNET
dune 17 L A SR ot P $150 Per Person (1 Day)
MANMAN/MFG June 15 Yonanon, CA March 3 Toreance, CA
$800 Per Person (5 Days) March 3t Los ARos CA
March 7-11 Hansdale, 1L MANMANGL Aprd 21 Hirsclale, IL
Mary 21-25 Bedtord. MA $165 Per Person (1 Day) May 12 Torrance, CA
Aarch 21-25 Los ARos, CA March 9 Orange. CA May 19 Houston. TX
March 28-April 1 Torrance. CA Aarch 15 Hinsdale. IL June 9 Bedord MA
Aprit 11-15 Orange. CA March 18 Houston. TX June 9 Los Acs. CA
April 18-22 Bediord. MA April 6 Los Atps, CA June 16 Orange, CA
ASK Computer Systems Inc. BULK RATE
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Computer Solutions

COMPUTER SOLUTIONS, INC.
P R D

Computer Solutions, Inc. (CSI), headquartered in Newton,
Massachusetts, is the only software developer to create
integrated systems that address the varied and complex demands
of high-technology manufacturers. Its software, designed for
the Hewlett-Packard 3000 family of minicomputers, is powerful,
easy-to-use and unique in its ability to provide the
comprehensive accounting, manufacturing, and marketing controls
needed to maintain management productivity in an environment of
rapid growth.

CSI was founded in 1974 to develop custom-programmed
manufacturing systems and provide related timesharing
services. In 1981, after more than six years of development,
it introduced its current package of productivity software
combined with HP hardware for high-technology manufacturers,
FM/3000™.

FM/3000 combines HP 3000 minicomputers with
CSI-developed manufacturing, accounting and marketing
application software. Customers can purchase fully configured

(more)

950 Watertown Street, Newton, MA 02165, (617)332-1300
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systems for in-house use or opt at first to utilize the same
software under a timesharing arrangement with CSI.

CSI now has customefs located in New England, New York,
and Canada, including Kloss Video, Boston Acoustics, Marietta
Packaging, Dynalogic, Termiflex, and Lion Precision. Privately
held, it had 1982 revenues of approximately $1 million and
projects an annual growth rate of nearly 100 percent, due to a
rapidly escalating demand for its products.

The company is now in the process of concluding venture
capital arrangements to sustain the marketing and geographical

expansion necessary to support anticipated annual revenues of

$20 million by 1986.

FM/3000

FM/3000 has three modules for controlling financial,
manufacturing, and marketing tasks. These can be implemented
as an integrated system, or customers can select one, two or
all three stand-alone modules. As stand-alone systems,
customers can manage discrete areas of their business, while
full integration permits consolidated management and
coordination of information throughout the corporation.

The financial package includes Accounts Receivable,
Accounts Payable, General Ledger, and Sales Order Processing
capabilities. The manufacturing control package includes
Inventory Management, Purchase Order Control, Costing, and

Material Requirements Planning (MRP).

(more)
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The marketing package, called SalesPower!, is the only
marketing management system that can be integrated with
manufacturing and financial controls. It provides an improved
sales data management structure for prospective customer
information, sales campaigns, and lead and quote activity.
SalesPower! also automates mailing list and telemarketing
operations and generates custom sales reports.

Prices start at $20,000 for individual FM/3000 modules,
and the company offers proportional savings as the system is
expanded. Currently, CSI's customers range from startups to
large corporations, including a major division of a Fortune 500
company.

Because it is menu-driven, FM/3000 is easy to use. Such
proprietary features as BROWSE™, Help, and Write Your Own
Report, provide users with in-house data-processing
capabilities requiring no costly data-processing personnel.

Easy-to-read screen formatting, extensive programmed error
checking, and full documentation of both FM/3000 and the HP
3000 family add to the system's ease-of-use. Because FM/3000
is a set of standardized applications software packages, the
system can be up and running in weeks, not months. Yet FM/3000's
hundreds of "software switches" provide the flexibility to
adapt the system to the unique requirements of any company.

(more)
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CSI provides customers hands-on training in the use of
FM/3000 at its training center in Newton, as well as both
printed and on-line documentation and a toll-free telephone
line for phone-in service consultation. The software contains
built-in diagnostics that display error messages on the screen
alerting a user when to call CSI. FM/3000 also contains

utility programs that test data integrity and consistency on a

reqular basis.

Marketing

Computer Solutions' primary market is high-technology
manufacturers, particularly companies involved in the
manufacture of electrical and electronic machinery, measurement
and instrumentation devices, computers and related equipment,
and aircraft equipment. CSI is the only software vendor to
have targeted this market.

In targeting such a clearly defined market, CSI is able to
understand it thoroughly, stay abreast of changes, and provide
a product that meets its unique and constantly evolving needs.
CSI has found that high technology manufacturers have certain
traits in common: they grow rapidly, they need to track parts
and inventory closely, and they must respond to changes quickly
and often. CSI has developed a line of software aimed at
solving the most critical problems facing managers in such an

environment.

(more)
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CSI maintains a data base of all companies in
high-technology manufacturing, and reqularly reaches the top
managers of those companies through direct mailings,
telemarketing, seminars, technical articles, trade shows and
advertising. The company's research indicates that over the
next five years about 11,000 such companies will acquire a
computer system for manufacturing control. Its goal is to have
each of those companies consider the CSI system before making
its purchasing decision.

Management

Computer Solutions founder and President Mitchell E.
Kertzman has 15 years' experience in the minicomputer software
industry. He has developed and supported computer applications
in timesharing environments, and as an experienced systems
analyst and designer, has produced large-scale manufacturing,
accounting and data base systems and the major modules of the
FM/3000 applications package.

Kertzman attended Brandeis University, and is a member of
the Massachusetts High Technology Council and the American
Electronics Association.

pavid P. DeWan, Executive Vice President, joined CSI in
1980. He has 18 years' experience in management, finance, and
system design, and prior to joing CSI, spent four years as
senior consultant and manager of financial operations for

(more)
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Resource Planning Associates, an international management
consulting firm. Under DeWan's supervision, CSI designed and
programmed its timesharing service and the complete FM/3000
package,

DeWan also founded Contact Computer Corporation, a
nationwide computer services supplier, and is author of two
books written for the American Management Association:

Managing Corporate Cash and Planning and Control for Managers.

DewWan received his BS from the Massachusetts Institute of
Technology and his MBA from Harvard Business School.

Mark E. Atkins joined the company in March 1983 as Vice
President of Marketing. Previously, Atkins was employed by
Honeywell Information Systems as National Sales Manager for
Datanetwork. He also spent four years with Control Data
Corporation, and has been a financial consultant and controller
of the Polaroid Credit Union. Atkins received a BA from the

University of Massachusetts and an MBA from Babson College.

“FM/3000 and "Browse are trademarks of Computer Solutions,
Inc.

For further information contact: David Copithorne

Rich Moore

Miller Communications
(617) 536-0470
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ASK Computer Systems Inc,, has
completed the merger by acquisition
of Software Dimensions, Inc. (SDI),
of Folsom, CA, a producer of micro-

computer-based accounting software.

The merger expands ASK's product
line of minicomputer-based manufac-
turing management software into the
microcomputer small business mar-
ket. The company will be known as
ASK Micro Inc., an ASK Computer
Systems company.

ASK’s new company is a major pro-
ducer of accounting software pack-
ages for IBM, Apple, and CPM-based
microcomputers. The company's well-
known Accounting Plus product line
contains general ledger, accounts

payable, accounts receivable, payroll,

sales order processing, purchasing,
and inventory control for small busi-
ness management and point of sale
accounting for retailers.

"ASK wanted to tap the growing mar-
ket of small businesses that will soon
use management information sys-
tems,” says Tom Lavey, ASK's chief
operating officer. "ASK has the busi-
ness applications expertise as well as
the customer education programs
and documentation to guarantee suc-
cessful customer use of our manage-
ment systems. It's logical for us to
extend our expertise into the area of
small business applications.”

Lavey believes the merger assures
ASK of a strong market position, and
guarantees the company's ability to
take full advantage of future techno-
logical advancements in the com-
puter industry.

"As computer lechnology progresses,
the traditional market of the micro-
computer will overlap and integrate
with the market of the minicomputer,”

says Lavey. "ASK will have expertise in
both these types of systems."

The merger is a natural expansion, ac-
cording to Lavey. “We think the two
companies are very much alike. ASK's
reputation is based on reliable, user-
friendly products. SDI is known for
high-quality, comprehensive soft-
ware. Both companies share the
same priorities and operating
philosophy.”

As aresult of the merger, ASK now of-
fers business information systems for
the full range of business sizes: ASK
microsystems for small businesses;
the ASK Remote Processing Service
(ASKNET) for growing companies that
will eventually bring the MANMAN
system in-house, or for companies
that choose not to bring a computer

in-house; and the minicomputer-
based MANMAN Information System
for manufacturing management of
larger companies.

ASK will continue to market the Ac-
counting Plus product line to a variety
of small businesses. including: retail-
ers, wholesalers, service companies,
and manufacturers. ASK plans to
maintain a two-pronged marketing
approach, according to Lavey. First,
the Accounting Plus product line will
be sold through distributors to retail
dealers. Second, ASK will try to initiate
new OEM contracts with selected mi-
crocomputer manufacturers; the com-
puter manufacturer will then resell the
software through their own channels.

“Our goal is simple,” said Lavey. “We
want to span the marketplace.” [
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Payroll Product
is Enhanced

The newly released MANMAN/
PAYROLL product already has
an impressive list of upcoming
enhancements.

Enhancements scheduled for a fall
release include the addition of an op-
tional level of password security. This
will allow the system manzajer to as-
sign a password to each individual
payroll function while also having pas-
sword control of the overall aystem,

Also scheduled for completion in the
fall is the automatic interface between
MANMAN/PAYROLL and MAN-
MAN/GL. This will allow users to post
payroll expenses directly o the G/L
product expense accounts

By the beginning of 1984 ihe product

will interface with MANMAN/
MFG's Work-In-Process maodule. The
payroll product will use MAN-
MAN/MFG's information o process ac-
counts, calculate pay and pay
employees.

Also scheduled for the beginning of

next year is the humar resources
product, that will share the same data
base as the payroll prodict. This mod-
ule will provide personn=i skills, and
benefit reporting, applican! tracking,
and salary administratior

Already installed at user sites, the
payroll product is a flexible, usef-
defined payroll system that operates
on either the HP 3000 or VAX-11. []

For more mformation of addibons! copes of NEWSUM:
comtact Stewart Florshemm, director, technica
communications

Tracomatk notice. MANMAN, ASKNET, SEWIGEH’%
GRAFMAN and PLANMAN afe regiatored racdemarks .
ASK Computer Systems, Inc. Accounting Plus 15 um'
fored trademark of Software Denensions. inc. QUIZ 5 .
rogestered rademark of Quasar Systems Lid. VAX1s 8 o
istered trademark of Digital Equinment Corporation
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Financial Products Available on VAX

The new MANMAN/MFG product on
the VAX-11 computer now has in-
tegrated financial products.

ASK released its VAX-based MAN-

MAN/GL product in July, and plans
the release of MANMAN/PAYROLL

and beta tests for MANMAN/OMAR
and MANMAN/AP by September.

MANMAN/MFG became available for
use on Digital Equipment Corpora-
lion's VAX-11 line of computers in
January. Since then, ASK has in-
stalled 15 VAX-based systems at
customer sites across the country.

The full family of MANMAN products
1s being designed for the VAX com-
puter. The targel date for availability
of the complete software system is
Spring 1984,

‘We're moving into a new phase with
the VAX products,” notes Ken Fox,
ASK's vice president of research and
development. “Our goal is to work
closely with the installed customers
lo look for ways to improve perfor-

mance. Our first update of the MAN-
MAN/MFG product on the VAX in
September will reflect our customer
feedback. We're also continuing to
work on the integration of the finan-
cial products into the manufacturing
product.”

Support Offered for VAX Products
This summer, ASK product managers
and project leaders are visiting
regional offices to train sales and
support staff on use of the new
products.

Educational Services has already
taught a number of classes on the
VAX MANMAN/MFG product. Mark
Ripma, ASK's director of product
marketing, notes that the VAX
classes parallel the HP classes in for-
mat. The first VAX MANMAN/GL class
is scheduled for August 18 in Los
Altos, CA.

VAX Products Available on
ASKNET

The first customer to use VAX MAN-
MAN/MFG on ASKNET, ASK's Remote

Processing Service, went on-line in
early June. "We expect to see more
VAX customers join over the summer
and significant growth in customers
in the fall when the VAX financial sys-
tems become available,” says
Lindsay MacDermid, director of com-
puter services. “Within a year, we an-
ticipate at least 20 percent of all
ASKNET customers will be using the
VAX. Like all our HP customers, VAX
customers can use ASKNET to
provide a full range of manufacturing
management services until it
becomes cost effective to have an in-
house system.”

VAX Products Reach Europe
Through a recently completed agree-
ment, DEC Finland will be the
authorized distributor of MANMAN
systems on the VAX in Finland. The
other foreign distributors for MAN-
MAN products are Scicon in England,
which distributes MANMAN on the
HP and VAX systems, and CISl in
France, which distributes MANMAN
on the HP system. [

ASK Focuses on Product Areas

ASK continues to strengthen its or-
ganization along product lines. Or
ganizational enhancements have
been made in the Research and De-
velopment and Marketing depart-
ments that encourage concentration
on particular product areas.

“This is a solidification rather than a
reorganization,” says Ken Fox, ASK's
vice president of research and devel-
opment. “We have always had engi-
neers and writers working on
particular products. However, with
the development of the VAX prod-
ucts, we decided to strengthen our
organization along the product area

lines so that we could make sure that
the same features appear in the VAX
and HP products.”

The four product areas at ASK are
manufacturing, financial, marketing,
and systems. The manufacturing
area includes the Manufacturing
Management product; the
financial area includes the
Accounts Receivable, Ac-
counts Payable, General
Ledger, Fixed Assets,
PLANMAN, and Payroll
products; the marketing

(continued on page 5)
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Administration Team Keeps ASK Running

ASK's dedication to quality service is
nowhere more apparent than in the
Finance and Administration Depart-
ment. Under the direction of Bob
Riopel, vice president of finance and
administration, in-house operations
from accounting to shipping and
receiving are performed, all with the
same customer orientation that is
found throughout ASK.

This department performs a wide va-
riety of tasks. Controller Frank Hotta
directs the financial operations, in-
cluding internal and external report-
ing, accounting, budgeting, tax,
credit and collection, and the trea-
sury function. The personnel duties,
including employee education, are
performed by Personnel Manager
Ann Prenatt. Customer orders, from
ASKNET customer leasing of hard-
ware to supplying documentation
materials, are all processed through
the order administration department,
headed by Ellyn Williams. Libby Lar-
sen orchestrates facilities, which in-
cludes coordinating the frequent
rearranging of office space. Itis a
complex set of diverse operations,
requiring careful management to
keep the entire company functioning
efficiently.

An integral part of this well-run de-
partment is the MANMAN Information
System, which helps keep track of
the growing company's affairs. "We
use our own products,” says Riopel.
"And in so doing, we perform an on-
going re-evaluation of the automation
and updating of our system.” In-
house use of the MANMAN products
helps provide guality service to ASK
customers in two ways: first, by using
MANMAN, the company uses an ex-
cellent software system; second,
through increased employee
familiarity with the system, ASK is
able to improve the product and
make the system more efficient and
useful for everyone.

“We use the financial packages as
well as MANMAN/MFG, all of which
have helped o increase our accu-
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racy and efficiency, including im-
proved customer billing,” explains
Frank Hotta.

For a financial administrator, the
MANMAN products provide other
significant benefits. Hotta explains,
"What | like best about our system is
that it provides readily available and
up-to-date information: at any point,
you can see the current status of an
account as well as its history. This
greatly enhances our ability to
respond to the needs of customers
as well as internal management

Creative Environment is
Maintained

Personnel Manager Ann Prenatt is
concerned about ASK's most
valuable resources: the staff. “We
have talented people here," Prenatt
says, “and my job involves continu-
ing to provide opportunities for
them.” Toward that end, Ann has
found opportunities for increasing
ASK employee skills, including
classes in-house and at local college
campuses. Supervisorial expertise is
enhanced by participation in the Ar-

thur Young series of gement
training seminars. "1 jut on semi-
nars specifically des ! for ASK
and similar compari=: =he notes.
“They design the clas o help us
learn how to best ded 1 the kinds
of management issue: we run into in

this kind of company

Prenatt's overall perspective is that a

work environment can e/ther nurture

or discourage productivity and ]
imagination—both essential qualities
for a software company—but the bal-
ance must be skillfully maintained.
“The company has to determine pa-
rameters for employees, just as we
determine parameters for customers.
We want to provide enough structuré
while still allowing ourselves to be
flexible and creative.”

Riopel summarizes the ASK philoso-
phy while identifying that belief with
his own department: “You can link
our success to two basic |::rlr'lc*rﬂes't
he says. “First, a sound product tha
does what it is designed to do;
second, quality service that is main-
tained at a high level.” LI

———44
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ASK SPOTLIGHT: Bob Riopel

Like ASK employees, Bob
Riope rasident of finance and
admi i1, has found himself
doing Il ASK he has never done
betors

Riope Io ASK well prepared to
hand!s inclal chores, of course.
He hi ichelor's and master’s
degre: pusiness administration
from | wersity of Santa Clara.
Seve s axperience with Ad-
vance ronics Design in Sunny-
vale and Reticon, now a
subsi | EG&G, Inc., combined
with = =ars prior experience’ in
publi nting, make him a re-
spec o well-known financial
manza ¢ Industry and the Silicon
Valley

“The ing difference between

my previous experience and my work
at ASK is that here, I'm involved in
more aspects of the business,"” says
Riopel. His prior experience in evaluat-
ing and installing systems contributes
directly to his planning duties, which
include evaluation of ASK's product
plans, pricing, and marketing
programs.

The added exposure to the other
aspects of the business has been
rewarding for Riopel. “It's the first time
I've been involved in sales on any
level,” he says. "The sales team seems
to like to have me meet with custom-
ers, and | think it's great." The sales
staff benefits from Riopel's extensive
knowledge of ASK product applica-
tions, his contacts throughout the busi-
ness. and his ability to introduce the
system's usefulness.

Bob Riopel is ASK’s vice president of
finance and administration.

“I'm always eager to tell the ASK
story,” says Riopel. “We're always
looking for creative solutions to reduc-
ing costs and improving quality, and |
enjoy playing an active role in that
process.”

Procuct Areas

(contir m page 3)

area les the Order Managemenlt
SERVICEMAN Field Service, and
Integrated Business Graphics

produ ind the systems area
InCludes projects that are not appli-
cation specilic, such as perior-

mancs rogramming stanaards, and
syslems intertaces

The Software Development and
Technical Communications depart-
ments in Research and Development
have gone through a few structural
changes. Software Development,
which has always been organized
Into the four product areas, has been
subdivided into special groups within
each area, The manufacturing man-
agement area has been divided into
Production Control, Master Planning

DEEEEE———

and Engineering, and Material Con-
trol. The financial area has been
divided into Payroll; Fixed Assets;
Decision Support Systems, which in-
cludes PLANMAN; and Accounting
Systems, which consists of the Ac-
counts Receivable, Accounts
Payable, and General Ledger
products.

The Technical Communications De-
partment, which produces the user
reference manuals and other techni-
cal publications, has been realigned
into the four product areas. Writers
work on specific system manuals
within each area.

Product Marketing Managers Hired
The product marketing area of the
Marketing Department is being de-
veloped and organized into the four
product areas. Product marketing

managers have been hired with ex-
pertise in manufacturing, financial,
marketing, and system applications

The responsibilities of the product
marketing managers include market
research, competitive analysis,
pricing, introduction of new products,
and sales support. They will aiso be
involved in product design and in
educating ASK's field organization.

“We need to concentrate on all
aspects of the product, from re-
search and development to educa-
tion. as well as on the product’s role
in the marketplace,” says Mark
Ripma, ASK's newly appointed direc-
tor of product marketing. “Aligning
Research and Development and Mar-
keting along product area lines will
encourage an important team effort
between the two departments.” [

5
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MANMAN |

At the Audichron Company in At-
lanta, GA, MANMAN/MFG was first
put to the test only a few months after
installation. Audichron, the nation’s
largest manufacturer of telephone
announcement equipment, needed
to build 600 systems in 6 months.
They previously had produced about
25 systems per month

Audichron met their schedule, but
Charles Myers, director of manufac-
turing, believes that without MAN-
MAN/MFG, such a dramatic increase
in production would have been
impossible

Audichron originally used another
computerized MRP system to
manufacture their telephone time,
weather service, and special service
announcement equipment. “That sys-
tem was a disaster,” says Myers. “it
was too complicated to be used by
most of our employees and it was
very expensive, It cosl, per month,
more than four times what the vendor
said it would cost. To top it off, we
never once ran the MRP"

Audichron Switches to MANMAN
Myers, author of Installing A Manu-
facturing MRP System, proposed that
they get rid of the existing system

He led an intensive three-month
search for a workable system which
resulted in choosing MANMAN/MFG

Audichron found that MANMAN/MFG
was the friendliest and most com-
plete system on the market. “Since
MANMAN/MFG was designed from
the manufacturing point of view, it
really addressed our manufacturing
needs.” says Myers

“By the time MANMAN/MFG arrived
everybody was really enthusiastic
says Myers. “Our data was in order
and we were all set to go. We ran our
first MRP report after being up only
one month.”

When asked how MANMAN/MFG has

6

MANMANIMFG now manages the thousands of parts used to assemble Audichr
Company's telephone announcement equipment

changed Audichron’s manufacturing
environment, Myers replied, "It took
us from the dark ages into the twen-
tieth century. Since we now know
where we are at any given time, we
can make educated decisions. We
can respond quickly to inquiries

Myers recalls the arduous hours he
spent with the manual system
originally used at Audichron. “We
have about 6,000 part numbers
3,000 bills of material, and over 500
top level assemblies. | would spend
hours exploding each bill of material
by hand. With MANMAN/MFG, we
now easily maintain close control of
inventory.’

MANMAN Links Marketing and
Manufacturing

Myers feels that MANMAN/MFG pro-
vides the necessary link that is often
missing between marketing and
manufacturing. “With MANMAN/MFG.
marketing knows what the factory
has the capability to build. Marketing
now controls what we build and when
we build it

‘It's difficull to quantify the t
MANMAN/MFG, because pr
at computer speed has really 1
our company around
'In the long term, MANMAN
given our people the ability IC
intelligent decisions based on g
data.”

claims M

Audichron has installed a range
MANMAN products including: {
Management and Accounts
Receivable, SERVICEMAN, Accol
Payable, and General Ledger
Adding the financials was the logica
off-shoot,” says Myers. "lt's con-
venient to have marketing, finance
and manufacturing running off the

same system. It saves a lot of ime

Myers praises ASK's products and its
people. "ASK's tech support crew Is
the best around. They know the
answers to our questions right away.
When asked why he prefers MAN-
MAN/MFG to other MRP systems
Myers says, “because it is the only
system that really works.” |
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NEWSMAN is designed to keep you informed about developments at ASK and in the ASK Family of Products. You can let ASK's
Technical Communications Department know about any special interests you have by answering the following questions. We
welcome any comments regarding the current issue.

SoppORECR DS NN ———————
—_
Please send me more information N .
on the MANMAN Information "

e ——
P add me to the NEWSMAN Address __

mailing list.
Phone :
Send responses to: Technical Communications Dept., ASK Computer Systems. Inc., 730 Distel Drive, Los Altos, CA 94022
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ASK Classes are Scheduled
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COMPUTER SYSTEMS (ASKI -

ourth Quarter Fiscal Year

FI982 FIi983 % Change F1982 FI983 % Change
($ in millions except per share data)

Revenves Sa7.3: «Si27 74 $24.9 $39.4 58
Pretax Income 1.3 2.0 54 4.8 6.7 40
Pretax Margin 17.8% 15.7% -12 19.5% 16.9% -13
Tax Rate 44.1% 428% - 3 44.4% 41.4% - 7
Net Income g 0.7 g 1.2 71 g 2.7 g 3.9 45
Per Share 0.07 0.10 43 0.27 0.35 30
Shares Out (MM) 10.5 1.6 10 10.1 1.1 10

A recent visit with management confirmed the strength of current operations while it
raised some strategic issues. Revenues for the year ended June 30, 1983 were $39.4
million, up 58% from $24.9 million a year ago. Net income, which included $1.5 million
of pretax interest income, rose 45% to $3.9 million or $0.35 per share on |l.l million
shares outstanding. Pretax margins declined to 16.9% from 19.5% a year ago largely as a
result of more sales of lower margin turnkey systems. The ASKNET service bureau
revenue base grew to $5 million and is currently running at a $7 million annual rate. The
year-end results also included $3.1 million of revenues and $135,000 of net income from
recently acquired Software Dimensions Inc. F 1984 projections are currently at the $60
million revenue level with earnings per share of $0.50-0.g5.

In contrast to the buoyant fundamental outlook for F 1984, questions are raised regarding
personnel vacancies within senior operating and marketing management positions. Senior
level management departures at Software Dimensions have necessitated shifting the
Company's chief operating officer over to this area. In light of what is an unusual mix of
strong fundamentals combined with some uncertainty regarding the preceding
management question and related strategic issues, we feel the stock remains fairly
valued at current levels.

Fiscal 1983 revenue growth was impressive considering the poor economic conditions
existing earlier in the fiscal year. Sales force headcount and related productivity provide
a close correlation to gross revenuves. Of the 43 salespeople at fiscal year-end 1983, 35
were eligible for quota while 2| actually hit the $1.4 million target (i.e., 100% quota).
For the year ended June 1984 the sales headcount is expected to approach 60 with quotas
being raised to a $1.6 million level.

In the fourth fiscal quarter, several DEC VAX-based turnkey systems were shipped
bringing the total to 15. A majority of VAX-related software modules are expected to be
completed as scheduled this fall. The introduction of the VAX class machine greatly
increases the Company's served available market while potentially improves its
profitability levels. Due to differences in the DEC sales organization's philosophy, a
lower percentage of systems will be sold as turnkey systems, as opposed to the
Company's historical experience with Hewlett-Packard computers. Since DEC aggres-
sively competes for the hardware sale, the Company will likely see more software-only
sales resulting in increased margins. In F1983 a significant portion of product
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development spending was channeled into the conversion of the product to the VAX
machine. At a relatively low 8-9% of revenues, product development expenses are
unable to support significant new product activity until the DEC conversion tails off
later in F1984. For the time being, the Company is not pursuing any further hardware
relationships. Although a few software conversion projects are underway at various
supermini vendors, none is being done with the Company's full support. The areas of focus
for new product development will be software to support shop floor data entry,
distribution management, and quality control. With over $18 million in cash, the
Company is not adverse to purchasing these product additions to the portfolio but is
likely to develop them internally.

The F1984 estimate assumes 140 systems sold, 30 of which will be DEC-based. The
ASKNET service bureau currently has |10 customers and is operating at an annualized
run rate of $7 million. It is expected to contribute $8-9 million in revenves for the
current fiscal year. Current projections for Software Dimensions put revenues at $6
million with marginal profit contribution for the full fiscal year.

Software Dimensions is a producer of microcomputer-based accounting software. It has
been renamed ASK Micro Inc., and operates as a separate division. It generated $3.I
million in revenues in fiscal 1983 from selling accounting packages for use on IBM, Apple,
and micros using the CP/M operating system. Due to the recent departure of the
founder, the division is now under the direct control of ASK's COO Tom Lavey.
Operating priorities in F1984 are to bolster the marketing effort while eliminating less
profitable product offerings. The division will maintain its current distribution strategy
using a combination of distribution/retail and OEM channels. At this point it is unclear
to us as to where this operation strategically fits within ASK's basic business. While
micro-based accounting software addresses a large market of six million small
businesses, it is unclear how well this market can be reached given the limited nature of
the existing channels of distribution. Since the product represents a large complex
commitment, competition centers around the issue of support. Distribution is moving
toward the value-added retailer and system integrator, which are channels that require a
large investment in education, training, and follow-on support.

ASK recognizes the strategic importance of offering an integrated workstation product
as part of the manufacturing process. The Company's initial efforts in this direction are
embodied in its PLANMAN software product which allows distributed micros to access
and manipulate information within its host files. Management feels future products in
this area are more easily developed from the existing technology base at ASK Micro. In
addition to this exchange of micro technology, the Company intends to develop a micro-
based derivative of its turnkey manufacturing system. The product, which would also
target ASK Micro's small business accounting market, would not be sold by the current
sales force. There is a significant question as to how such a product could be marketed
outside of a direct sales channel, and this would seem to represent a conflict in
distribution channels. As a complicated solution-oriented sale, it seems to require the
support of a direct sales effort. However, with an average price that is likely to be too
low to support direct marketing expenses, the product will be distributed through retail
channels. This product channel combination could prove to be difficult to master given
the embryonic stage of the small business manufacturing software marketplace. ASK
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Micro's long-term profit contribution remains unclear in the absence of further strategy
clarification. In its current status it is likely to participate in the growth of the industry
while not materially impacting ASK's overall growth rate. However, concern exists over
the high degree of already limited senior management resources presently being devoted
towards this area.

CARTER W. DUNLAP
SY KAUFMAN
October 4, 1983
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T P L R S I ASK COMPUTER’ SYSTEMS ($19.625)
100 1 Miwmy corrpuee woee £
e s T 'r .yt The outlook for Ask, the leading vendor of manufacturing
e e “management systems, appears healthier than ever. The econo-

Sin; I ) A ST my is strong, the competition has faltered, and the company
T TR T R R T e is now squarely in the personal computer (PC) software mar-
=1 I sy, ARSIl SR T S ketplace with its acquisition of Software Dimensions (SD),
e 3.V, 7 2R now renamed Ask Micro. Management reports that Ask's back-
itk vy pagAd e Aoh Ak oA e log entering F1Q084 (FY ends June) was at an historic high,
;;;;;--;ZTJ;:Tﬁ:_jt:;tjzzgtgltzg with 70% of the quarter's new business target signed and
awaiting shipment as of July 1. For FB83, Ask generated

e 1 revenues of $39.4 million, up 58%, and EPS of $0.35, a 30%
. = gain. The margin decline resulted from increased selling
g3} 08| 0.0l 9071 @R} g.0elg and support expenses, as well as the pooling of SD. Sandra
o2z [0.24/ 024, 025] 028 0.30[0 34 Kurtzig has resumed control of daily operations, and Tom
49 19 f00fs2 (120471 -y Lavey, chief operating officer, will now assume full respon-
sibility for Ask Micro, while also retaining control of

overall corporate marketing/sales.

i
U

Lavey, one of the prime architects of Ask's sales force, has

replaced the founder and president of SD in order to build a

marketing thrust within the new subsidiary. Although Ask

Micro boasts one of the top-selling PC small business

A L Tt T [T alsqkigee accounting packages, Accounting Plus, its sales, packaging
and promotional efforts, as well as profit margins, are well

3 % below Ask's standards. Lavey will try to position Ask Micro

TR A N A et high end of the PC marketplace, targeting potential
s0.68 0% 299.2 uSers who are willing to pay a premium price for premium
Inc mate (1) 0 ?fg product and service. Ask Micro has already rewritten
EPS (S/share) w2.98 0.7% s0.08 wmg 2.10 Accounting Plus in the "C" language as the first step toward
Flacs! vesr Ende June the introduction of a multiuser, Unix-based system. With
four salesmen hired to date, the company has made the ini-

tial move toward establishing a direct sales force aimed at

dealers and distributors. The company targets 15 salesmen

by fiscal year end. Ask Micro hopes to differentiate its

Tl
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product and win retail shelf space by stressing its support
and service capabilities for both dealers and their custom-
ers. The Ask relationship will serve Ask Micro well here,
as Ask has established an excellent reputation for building
products and selling them to first-time computer users. Ask
Micro, for example, will be able to offer training classes
at Ask's seven regional education centers.

Ask Micro's premium strategy seems to run opposite to the
clear trend toward declining prices in the PC software mar-
ketplace. For example, whereas Commodore plans to introduce
business-accounting software for its 64 computer priced
below $60 per module, Accounting Plus is currently priced at
$600 per module. Peachtree, the subsidiary of Management
Science America (MSA), has taken great pains to drive pro-
duction costs down in  preparation for price wars and has
elected to stay out of the multiuser end of the market for
fear of profitability pressures. Ask Micro must be careful
not to build a cost base so high that it is strangled if
prices must be slashed.

Given the strength of its base business, Ask is now in an
ideal position to gamble in the PC world. If its strategy
is successful, the company will have a well-cultivated deal-
er network which can serve as the launching ground for addi-
tional products, most likely aimed at vertical markets. As
other major PC software vendors have shied away from verti-
cal markets (due to the high cost of sales and support), Ask
could vault into a leadership position. We have raised our
F84 revenue estimate from $55 million to $63 million, prima-
rily reflecting the acquisition, and look for EPS in the
$0.50-$0.55 range. Ask remains our favorite long-term stock
in the manufacturing software marketplace.

(Scott Smith -- 9/19/83)
...12..
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Contact: Rick Lawler FOR IMMEDIATE RELEASE

Media Relations Manager
Systems Plus, Inc,
(415) 969-7047

Systems Plus to Handle Computerland Account

Palo Alto, California -- A three-way agreement between
Systems Plus, Inc., Ask Micro, Inc, and Computerland, Inc, has
been reached, giving Systems Plus exclusive distribution of all
Accounting Plus software to Computerland's 650 outlets
nationwide,

Ask Micro, Inc, of Folsom, California became the publisher
of Accounting Plus when they acquired the authoring group,
Software Dimensions in July of last year. The Accounting Plus
product line is marketed directly to dealers and through a number
of distributors and OEMs.

Accounting Plus is a completely integrated accounting system
designed for medium to large companies, Versions are available
on-CP/M, MP/M, MS-DOS, PC-DOS and Apple. With an installed base
of over 10,000, Accounting Plus continues to be one of the most
successful accounting packages on the market,

Computerland will also be stocking BOOKS! The Electric

Ledger and Lead Manager, both published by Systems Plus, Inc,

MORE
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BOOKS! is winning praise all over the country for its in-
novative approach to the automation of accounting and record
keeping, by recreating the familiar bookkeeping environment on
the computer screen., BOOKS! reportedly received the highest
marks possible in the rating sheet prepared by Computerland's
evaluation committee,

Lead Manager is a sales management and lead tracking
package for those who need to control large numbers of contacts,

The package uses various select and sort options to give sales

people, account managers, volunteers and others instant access to

information on their contacts and leads, Through the use of
tables, the program can be customized to meet each user's needs,
Systems Plus is an international publisher of business and
professional software. The company is located at 1120 San
Antonio Road, Palo Alto, CA 94303. Phone (415) 969-7047.
4t
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ASK COMPUTER SYSTEMS*

Current 52 Week  Ticker Fiscal Earnings Per Share Calendar P/E
Price Range  Symbol  Year FI983 FI9 FI985E I[984E  1985E

516 $21-13 ASKI June $0.35 $0.55 $0.80  25.0x  17.8x

Third Quarter Nine Months
June FY F1984 FI1983 % Change FI984 FI983 % Change
(S in millions except per share data)
Revenues $17.6 SI11.0 60 $45.1 $26.7 69
Pretax Income 3l 1.8 13 8.2 4.6 77
Pretax Margin 17.6% 16.3% 8 18.2% 17.4% 5
Tax Rate 43.0% 39.1% 10 43.3% 40.7% [3
Net Income z K8 S 62 5487 %28 69
Earnings Per Share 0.15 $0.09 67 $0.40 $0.25 60
Shares (MM) 11.6 11.6 - 11.6 10.9 6

Quarterly results were measurably higher than our earlier projections although fully
consistent with Company expectations. Revenue growth thus far through fiscal 1984 is
70% over the comparable period one year ago and directly reflects the buoyant
conditions within the manufacturing industry and ASK's prominent role as a software and
turnkey systems vendor to this market. Gross margins continued to oscillate around the
50% level and were 47% in the reported quarter reflecting some volume discounts.
Operating margins came in at the 15% level and were only minimally influenced by the
ongoing losses within the ASK Micro business. Net income exceeded the Company's goal
of 10% of revenues with earnings per share $0.01 higher than our earlier projection.

The Company's systems business continued to be quite strong with about 35 systems
shipped during the quarter which represented about 65% of revenues. Of this total, about
20% of the systems went out on the DEC VAX with the balance on Hewlett-Packard
machines. Earlier DEC availability problems appear to have been resolved. ASKNET
revenues in the quarter of about $2.5 million showed some sequential growth although
they are expected to level off as a percentage of sales as customers are eventually
converted to turnkey systems.

ASK Micro's quarterly revenues continued to be flat at about $0.5 million. The Company
has instituted a number of personnel changes within this area while trimming expenses
over the last four months. While management continues to express optimism regarding
this operation, it must be viewed as a disappointment to date and clearly detracts from
the more favorable fundamentals to be found within the Company's base market. Efforts
are underway to redirect ASK Micro's product thrust to develop a product to be
positioned beneath MANMAN and targeted at companies or divisions with revenues in a
$5-15 million range. Product availability is projected in early calendar 1985. In the
interim, ASK Micro represents a $2-3 million potential write-off which equates to
$0.10-0.15 in earnings per share.
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The Company's direct sales force is undergoing significant expansion with a current head-
count of 45-47 which is projected to be at 60 at the end of calendar |984 and reach 85 by
the end of fiscal 1985. It appears that ASK is attempting to dramatically increase its
market share over the next |8 months in concert with reaching the $100 million
annualized revenue level. We are certainly impressed with the Company's penetration of
emerging high technology firms, which was amply demonstrated to us recently as a
consequence of visits to a number of small, privately-held companies.

ASK is a rather dichotomous company in the sense that its underlying fundamentals
continue to be so favorable and yet are mitigated by the ASK Micro situation and what
may prove to be an overzealous commitment to rapid growth through fiscal 1985. We
have raised our fiscal 1984 projections by about $3 million to a $63-66 million range with
earnings per share remaining in a $0.53-0.57 range. In fiscal 1983, the Company reported
$39.4 million in revenues and $0.35 per share. Similarly, fiscal 1985 projections have
been raised by $5-10 million to a $90-100 million range with earnings per share increased
by $0.10-0.15 to a $0.75-0.90 range. We expect earnings per share for the next two
quarters to be flat with the last two quarters in a $0.15-0.17 range before breaking to the
upside. This expected short-term performance, in conjunction with the previous
reservations, suggest that the stock continues to be fairly valued at present levels.

SY KAUFMAN
April 30, 1984
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Current 52 Week Ticker Fiscal Earnings Per Share Calendar P/E
Price Range  Symbol  Year  FI983 Ei;gﬁ FI985E [9B4E 1985E

$18 $21-13 ASKI June $0.35 $50.53 $0.76 28.6x  20.0x
Fourth Quarter Fiscal Year
June FY FT984 F1983 % Change FI984 FI983 % Change
(5 in millions except per share data)

Revenues $19.9 $Sl27 58 $65.1 $39.4 65
Operating Income 2.0 7 15 8.8 5.2 68
Operating Margin 9.9% 13.6% (27) 13.5% 13.2% 2
Pretax Income S 217528 35 $10.9 § 6.7 64
Pretax Margin 13.6% 15.9% (15) 16.8% 16.9% (n
Tax Rate 45.3% 42.8% 6 43.8% 41.4% 6
Net Income g 1.5 g 1.2 29 g 6.1 g 3.9 57
Per Share 0.13 0.10 30 0.53 0.35 51
Shares (MM) 1.7 11.6 | 11.7 1.1 5

Quarterly revenues were modestly higher than projections and reflect the strong ongoing
demand within the manufacturing sector for ASK's software and turnkey systems. The
reported quarter was a record for the Company in all respects, i.e., bookings and
shipments. Management reports this strength overlapping into the current quarter which
has traditionally been seasonally soft. Gross margins were 47% in the quarter and
reflected about $0.5 million in write-offs related to the ASK Micro business closure. The
Company is now free of any future ASK Micro financial liabilities. Gross margins would
have been in the 50% range without the negative impact of ASK Micro. Operating
margins were in the 10% range but should now recover to intrinsic levels of 13-14%.
Reported earnings per share were $0.03 greater than projections resulting from our
earlier assumption that the Company would not recover any money from the ASK Micro
discontinuance, which was not the case.

System shipments in the quarter were in excess of 40 turnkey units, only about 10% of
which were DEC VAX machines. However, VAX-related software revenues were
approximately 30% of total software revenues realized in the reported quarter. It
continves to be important for the Company to increase its VAX mix in turnkey system
sales as well as in stand-alone software modules. Although we believe that the HP 3000
family does not currently suffer a price/performance disadvantage with regard to VAX,
the latter's market popularity and use by competing firms demands that ASK increase its
market profile as a VAX value-added vendor. Management continues to "study" the
issues surrounding the use of an IBM computer platform.

Fiscal 1985 represents another major year of challenges for the Company; certainly in
both the sales and new product areas. Quota sales personnel staffing increased 50% in
fiscal 1984 to a 45 level with 70-75 personnel budgeted by the end of fiscal 1985. At
least three new product modules are also planned for release in the current fiscal year.
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All of the preceding must be orchestrated against what is believed to be a $100 million
revenue target in fiscal 1985. Certainly the Company would appear to have the product
portfolio (assuming that VAX-related sales productivity improves) and market fundamen-
tals at the present time to achieve this end. The challenge, of course, will be to manage
the growth. In that regard, we were delighted to have management relieve itself of the
ASK Micro burden. We continue with fiscal 1985 revenue projections of $90-100 million
and earnings per share of $0.70-0.80. This equates to about a $0.90 calendar 1985 EPS
estimate which accords the Company a premium multiple in today's market. On that
basis, we regard the stock as fully priced to all but long-term accounts.

Fiscal 1985
June FY QlE QZE Q3E Q4E Year
(§ in millions except per share data)
Revenues $19.5 $22.0 $24.0 $26.0 $91.5
Operating Income 2.7 3.1 3.3 3.6 12.7
Operating Margin 13.9% 13.9% 13.9% 13.9% 13.9%
Pretax Income $ 3.5 $ 3.8 $ 4.1 S 4.4 $15.7
Pretax Margin 17.7% 17.3% 17.0% 16.8% 17.2%
Tax Rate 41.2% 43.5% 44.2% 43.5% 43.2%
Net Income $ 2.0 3 2.2 3 2.3 g 2.5 g 8.9
Earnings Per Share 50.17 0.18 0.19 0.21 0.76
vs. F1984 0.09 0.16 0.15 0.13 0.53
SY KAUFMAN

August |5, 1984
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ASK COMPUTER SYSTEMS, INC.

Current 52 Week Ticker Fiscal Earnings Per Share Calendar P/E
Price Range  Symbol Year F1983 FI984 FI985E [984E 1985E

$15-1/2 $20-13 ASKI June $50.35 $0.53 $0.75 25.4x 17.2x
First Quarter

June FY F1985 F1984 % Change
Revenues $18.0 $12.5 44
Operating Income Z.g I(I)-g% Igg
Operating Margin 14.8% :

Pretax Income 3.2 $ 1.8 80
Pretax Margin 17.6% 14.1% 24
Tax Rate 46.0% 43.4% 6
Net Income S 1.7 $1.0 72

Per Share 0.15 0.09 67
Shares (MM) 1.7 1.6 -

Quarterly revenues were about $| million below earlier projections which resulted from
two factors. These included an unexpected and nonrecurring loss in sales productivity
during the quarter related to ASK's annual sales meeting, coupled with delays on the part
of Hewlett-Packard (HP) in shipping fully-configured systems to customers. The latter
problem relates to HP not shipping all required system peripherals (terminals and disk
drives primarily) in a timely fashion so as to be recognized in the quarter. Gross margins
came in at 48.5% or 1.5 percentage points higher than the immediately prior quarter
which was depressed by the $0.5 million ASK Micro write-off. Operating margins in the
quarter recovered to intrinsic levels and were at 14.8%. The Company's cash-equivalent
position remained static at about $25 million and contributed about $0.5 million in other
income. ASK's tax rate was measurably higher than earlier projected, reflecting a more
conservative posture by financial management. The combined revenuve shortfall and
higher tax rate resulted in earnings per share being $0.02 below earlier projections.

System shipments in the quarter were about 40 units of which about 20% were on the
DEC VAX machine. This represents a measurable improvement from the immediately
prior quarter when four or five DEC systems were in the shipments mix. Management
remains optimistic of improving this mix through the year although VAX-configured
systems exhibit a 20% price premium to similar HP 3000 systems. It is important to note
the recent introduction of the HP Model 37 system which ASK is using to configure an
entry level system called ASKMATE. This product will sell in the $125,000 range,
support 10-15 users, and exhibit attractive gross margins due to the heavy weighting of
software in the product's composition. Shipments for ASKMATE are scheduled to begin
in December 1984,

The Company appears to be a prime beneficiary of the current domestic capital spending
boom with no short-term likelihood that these fundamentals will change. Accordingly,
we continue with fiscal 1985 revenue and EPS projections of $90-100 million and $0.70-
0.80, respectively. This equates to about a $0.90 calendar 1985 EPS estimate which
accords the Company about an industry average multiple in today's software market. We
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are somewhat annoyed by the Company's execution during the quarter but not to the
extent that we are willing to turn our back on the favorable fundamentals.
Consequently, we now believe that the stock is relatively attractively priced and may be
purchased by aggressive accounts.

June FY

Revenues
Operating Income
Operating Margin
Pretax Income
Pretax Margin
Tax Rate

Net Income

Earnings Per Share
vs. F1984

SY KAUFMAN
BRIAN MUTERT
October 15, 1984

Fiscal 1985 'y
QlA Q2E Q3E Q4E Year
($ in millions except per share data)
$18.0 §22.0 $24.0 $26.0 $90.0
2.7 3.1 3.3 3.6 12.7
14.8% 13.9% 13.9% 13.9% 14.1%
$ 3.2 $ 3.8 $ 4.1 § 4.4 $15.4
17.6% 17.3% 17.0% 16.8% 17.1%
46.0% 43.5% 44,2% 43.5% 44.2%
$ 1.7 $ 2.2 § 2.3 § 2.5 $ 8.6
$0.15 $0.18 $0.19 $0.21 $0.73
0.09 0.16 0.15 0.13 0.53
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June 8, 1984

Esther Dyson -
Ed-Ventures L

375 Park Ave. ,f

New York, NY 10152

Dear/ﬁ:?rﬁggon:

4
ASK Eumputer Systems is closing its microcomputer software subsidiary, ASK
Micro, and we are selling at a closed auction one-time paid-up licenses to
our Accounting Plus® products. You are invited to participate in this
precedent-setting auction. A1l bids must be submitted to Arthur Young &
Company, certified public accountants, by 5:00 PM, June 27, 1984 on the
enclosed bid registration form.

Accounting Plus has ranked on the top ten list of best selling accounting
software packages for the last 17 months, as reported monthly by Computer
Merchandising magazine. In the most recent month's report, Accounting PTus
ranked fourth. Over 50,000 Accounting Plus packages are now in use. The
software runs on IBM and IBM-compatible, on Apple Il and [Ie, and on CP/M-
based personal computers. All Accounting Plus products have years of
development behind them, are flexible, comprehensive, and have outstanding
documentation.

Ten Accounting Plus products are availabie for bid: Accounts Receivable,
Accounts Payable, General Ledger, Payroll, Inventory Control, Sales Order,
Purchase Order, Point of Sale, Fixed Asset Accounting, and Mailing List
Manager. Companies may bid individual product lines, individual products
within product lines, or all product lines and they have the choice of
bidding on non-exclusive one-time paid-up licenses, or one-time paid-up
exclusive licenses.

The auction will be by sealed bids to be opened at 5:00 PM, June 27, 1984.
A full deposit cashier's check or stand-by letter of credit backing your
bid must accompany all bids. Bids should be submitted to Arthur Young &
Company, 55 Almaden Blvd., San Jose, CA 95113, A1l bids and bidders will
be kept confidential. ASK reserves the right to reject or accept any bid.

Exclusive rights to any of the products will be sold where the highest
exclusive bid is greater than the sum of all non-exclusive bids for that
particular product line.

ASK Computer Systems Inc. 730 Distel Drive, Los Altos, California 94022 (415) 969-4442




A minimum bid of $50,000 per package of Accounting Plus products for IBM
and IBM-compatible computers will be required and a minimum bid of $10,000
per package of Accounting Plus products for CP/M-based computers will be
required.

Successful bidders will receive the source code, full use of user and
training documentation, and all available sales and promotional literature
for the products as well as the unlimited one-time paid-up licenses.

We are closing ASK Micro because the strong demand and huge market for our
minicomputer-based manufacturing software products and indicated that our
management resources be focused in that area.

We opted for this unusual form of divestiture rather than an outright sale
after being approached by a number of larger retailers who want to private
label the products and by hardware vendors who want to incorporate the
product into their lines or do promotions with the software to sell more
hardware. This unique auction procedure will give computer hardware
manufacturers, retailers, distributors, and others the opportunity to
purchase exclusive or non-exclusive licenses to any or all of the
Accounting Plus software products.

We Took forward to receiving your bid.

Sincerely,

Bodaflotz

Sandra L. Kurt
Chairman and CEO

SLK: bam
Enclosures
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BEST SELLERS

/ Systems /
&/& eg A ti 7 g
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DOLLARS AND SENSE—Monogram

This is an advanced accounting program designed with the novice in mind. It
does more than just keep the checking account straight; it can set up budgets
1| 1| 4 | on 120 different accounts, and checks, and remind you when bills are due. | e . B
Beginners will like the simple instructions, samples, and on-screen prompts.
More advanced users will key on the speed and power of the program.

HOME ACCOUNTANT—Continental
A complete home financial management program. Program includes checkbook
22117 balancing, budgeting, printing of checks, a personal general ledger and a net

worth statement. Full high resolution graphing of all assets and liabilities. Main- 85 el al e e e
tains a history of all transactions.

GENERAL ACCOUNTING—BPI

Standalone general ledger program that is easily integrated into manufacturer’s PO [0 T o TS

complete business accounting software.

ACCOUNTING PLUS—ASK Micro
An integrated eight-module accounting package. Provides password protection
- at the program level, assembly language file handler, an enhanced general o 1 ntdia i e i
ledger that includes prior year and pudget comparisons, and expanded decimal
capabilities.

ACCOUNTS RECEIVABLE—BPI

A computerized receivables program for the small business. Produces aged
trial balances, a list of overdue accounts, a report of delinquent accounts, and
5 | 4 | 2 | cash collections reports. Also prints monthly customer statements, and over- e (o | oo 0|0 e e
due notices. The system can accommodate as many as 900 monthly transac-
tions for up to 500 customers.

EASYBUSINESS SYSTEMS—IUS
6!6/[11 Part of the "Easy" series of IUS software. This accounting program features s lisils 2
modular packages for all basic accounting functions.

STATE OF THE ART—State of the Art

Transportable accounting software written in Pascal. Supports a large number
7 | 7 | 14| of computers. Offers modules in general ledger, accounts payable, accounts - o |0 |0 |0 -
receivable, and budgeting and reporting.

PEACHTREE ACCOUNTING—Peachtree
slsl17 Integrated series of accounting modules, all interactive with each other. In- =l Pl I ) Pl e
cludes general ledger, accounts. payable, accounts receivable.

HARDISK ACCOUNTING SERIES—Great Plains

Designed for small business management and accounting, comes with opera-
9 | 5 | 14 | tions manual that includes step by step instructions and cross-reference screen <« e | e
displays. A total of five modules are available in the series.

REALWORLD—MBSI

Program offers the following six business applications packages for microcom-
10 | — | — | puters: accounts receivable, order entry/inventory control, sales analysis, ac- e | o | o |0 | 0|0 e |@»
counts payable, general ledger, and payroll.

AP—Apple, CP/M—Control Program for Microcomputers, DEC—Digital Equipment Corp., IBM—International Business Machines PC DOS,
MS DOS—Microsoft Disk Operating System, Tl—Texas Instruments, TRS—Tandy Radio Shack, OTHER—AIl Other Systems

Best-selling software programs across the country based on retail sales volume as surveyed by Eastman Publishing.

COMPUTER VMIERCHANDISING |
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ASK MICRO INC.

BID REGISTRATION FORM

Accounting Plus®
IBM OR IBM Compatible
PC DOS/MS DOS

General Ledger
Accounts Payable
Accounts Receivable
Payroll

Inventory Control
Sales Order

Purchase Order

Point of Sale

Fixed Asset Accounting
Mailing List Manager

Total Product Line

Version
Bidding

For*

Accounting Plus®

CP/M Based

General Ledger
Accounts Payable
Accounts Receivable
Payroll

Inventory Control
Sales Order

Purchase Order

Point of Sale

Fixed Asset Accounting
Mailing List Manager

Total Product Line

Non-Exclusive License Exclusive License
Minimum
Bid Bid Bid

$50,000
$50,000
$50,000
$50,000
$50,000
$50,000
$50,000
$50,000
$50,000
$25,000

Non-Exclusive License Exclusive License
Minimum

Bid Bid Bid
(For each (For each (For each

version) version) version)

$10,000
$10,000
$10,000
$10,000
$10,000
$10,000
$10,000
$10,000
$10,000
$ 5,000

*Available Versions: CB80™, CBASIC™, CBASIC/86™, and CB86™

BID FOR ALL ABOVE ACCOUNTING PLUS™ PRODUCT LINES

(IBM AND ALL CP/M VERSIONS)




TERMS AND CONDITIONS OF THE AUCTION

Stand-by letter of credit or cashier's check for full amount of bid
must accompany all bids.

ASK Micro Inc. (ASK) reserves the right to accept or reject any
bids. In the event of a dispute concerning any bid or bids, the
decision of ASK shall be final.

Al11 bids are for one-time fully paid-up unlimited copy licenses.

If the sum of all non-exclusive acceptable bids for a product line
exceeds the highest acceptable exclusive bid, then the non-exclusive
bidders will be awarded the products. Otherwise the highest accept-
able exclusive bidder will get the only license. (There is no limit
on the number of non-exclusive bids that can be accepted by ASK.)

DISCLAIMER OF ALL INDEMNIFICATIONS AND WARRANTIES: ASK MAKES NO
PROMISES OR WARRANTIES, EITHER EXPRESSED OR IMPLIED, WITH RESPECT TO
THE QUALITY, PERFORMANCE, MERCHANTABILITY, OR FITNESS FOR ANY
PARTICULAR PURPOSE OF ANY AND ALL OF THE PRODUCTS BEING AUCTIONED.
THE PRODUCTS ARE LICENSED "AS IS" AND THE BUYER RECOGNIZES THAT THE
PRODUCTS ARE COMPLEX AND UNDERSTANDS THAT ASK HAS NO LIABILITY. THE
ENTIRE RISK AS TO THE QUALITY AND PERFORMANCE OF THE PRODUCTS ARE
WITH THE BUYER. SHOULD THE PROGRAM PROVE DEFECTIVE, THE BUYER
ASSUMES THE ENTIRE COST OF ALL NECESSARY SERVICING, REPAIR, OR
CORRECTION. 1IN NO EVENT WILL ASK BE LIABLE FOR DIRECT, INDIRECT,
INCIDENTAL, OR CONSEQUENTIAL DAMAGES RESULTING FROM ANY DEFECT IN
THE PRODUCTS EVEN IF ASK HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH
DAMAGES.

A11 software product sales will include source code listings and
other available internal documentation, including training and sales
documentation and literature.

Successful bidders will be notified on June 28, 1984. (The names of
successful bidders will not be publicly announced by ASK, although
the bidding company may make their own announcement.)

I have read and accept the above Terms and Conditions of Sale. I
understand that ASK reserves the right to reject any and all bids.

Date Signature

Title:

Company:

Address:




MINIMUM EQUIPMENT REQUIREMENTS

IBM, IBM XT™ or IBM Compatibles (PC-D0OS/MS-DOS):

Two floppy drives 600K each or hard disk
96K RAM
132 column printer

CB80™

Two floppy drives 600K each or hard disk
56K RAM (CP/M®)

48K RAM (MP/M™ as a single-user system)
132 column printer

CBASIC®

Two floppy drives 320K each or hard disk

56K RAM ECP/M)
48K RAM (MP/M as a single-user system)

132 column printer

CBASIC/86"

Two floppy drives 320K each or hard disk
128K RAM
132 column printer

CB86™

Two floppy drives 650K each or hard disk
128K RAM
132 column printer

Accounting Plus is a registered trademark of ASK Micro Inc.

CP/M and CBASIC are registered trademarks of Digital Research.
CBASIC/86, MP/M, CB80D, and CB86 are trademarks of Digital Research.
MC-DOS is a trademark of Microsoft Corporation.

IBM PC and IBM XT are trademarks of IBM.
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TO BUSINESS WIRE EDITORS Contact: Allison Hartmann
Eastern and Western Circuit Public Relations Manager
A11 California

June 5, 1984
FOR RELEASE AT 3:00 PM PST

ASK AUCTIONS SOFTWARE

Los Altos, Calif. - In a precedent-setting action, ASK Computer
Systems Inc. announced that it will conduct a sealed bid auction of its
Accounting Plus® microcomputer software products on June 27, 1984,

Accounting Plus has ranked on the top ten list of best selling
accounting software packages for the last 17 months, as reported monthly by

Computer Merchandising magazine. In the most recent month's report,

Accounting Plus ranked fourth. Over 50,000 Accounting Plus packages are
now in use. The software runs on IBM and IBM-compatible, on Apple II and
[le, and on CP/M-based personal computers. Accounting Plus was marketed by
ASK Micro Inc., a subsidiary of ASK Computer Systems Inc., which was
originally known as Software Dimensions before its acquisition by ASK in
June 1983.

ASK opted for this unusual form of divestiture rather than an outright
sale when it decided on June 5, 1984 to close its ASK Micro subsidiary.
ASK Micro represented less than 4% of ASK's total business.

According to Sandra L. Kurtzig, chairman and chief executive officer,
"The strong demand and large market for our minicomputer-based manu-
facturing software products indicated that our management resources be

focused in that area.”

-more-




Successful bidders will receive the source code, full use of user and

training documentation, and all available sales and promotional literature

for the

products as well as the unlimited one-time paid-up licenses.
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Inc. develops management information systems for

manufacturing companies and has more than 650 MANMAN® manufacturing

installations worldwide.
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